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Wallace Campbell — Seattle distributor (page 97) 








When you sella BEAVER 


... you make a friend! 


THE BEAVER MODEL-A HEAVY-DUTY 
PORTABLE PIPE AND BOLT MACHINE 


RANGE: 1/6 to 2 INCHES 


@ A heavy-duty '*” to 2” 

pipe and bolt machine range 

up to 12” with geared tools and drive shaft 

Leader in its field for the past 20 years. Weight, 365 
Ibs. Price, $520 up 
o 


THE BEAVER MODEL-B PORTABLE 
UTILITY PIPE AND BOLT MACHINE 


RANGE: 1/8 to 2 INCHES 


(cs 
HF, 


@A medium weight 
utility model 4” to 2” pipe 
and bolt machine — range 

up to 8” with geared tools and drive shaft. Aluminum body 
Weight, 235 lbs. Price, $450 up 
° s > 


THE BEAVER MODEL-E, LIGHTWEIGHT ECONOMY 
MODEL, PORTABLE PIPE AND BOLT MACHINE 


RANGE 


1/8 to 2 INCHES 


@ A lightweight economy model '*” to 2” pipe 
and bolt machine range up to 8” with geared tools 


and drive shaft. Welded base. Weight, 185 lbs. Price, $375 up 


@ Backed by more than 50 years experi- 
ence and “know-how” in the manufacture of highest 
quality pipe tcols and machines, BEAVER products 
have justly earned consumer acceptance in all 
parts of the world. And, a constant policy of 
friendly service has built a tremendous amount of 
good will among users and distributors alike. 

As a distributor, it is greatly to your advantage 
to sell your customer a product which will give him 
complete satisfaction and trouble-free performance 

thereby eliminating irritating and costly service 
calls on the part of your salesmen. 

When you sell a BEAVER—you know that your 
customer will be pleased . . . and that you have 
made a friend. 


Want catalog of complete line of hand and power tools? 


216-300 DANA AVENUE 


WARREN, OHIO, U. S. A. 


THE BEAVER MODELS C1 and C2 
PORTABLE POWER UNITS 


@ Rugged and powerful. Gears 
run in oil. Many patented features 
Popular the world over because of trouble-free 


performance. Made in two models. Price, $175 up 
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A LA ICEBERG — the 
best part of the service 
rendered a customer by a 
skilled salesman is under 
the surface. Such is the 
case of a Pittsburgh sales- 
man. Page 90. 


MADE TO ORDER-—A 
Rochester firm can fill the 
bill with a custom job de- 
signed and fabricated for 
a special purpose. Page 
104 gives details on their 
specialized services. 


MR. INSIDE —on the 
sales staff, that is, can be 
a potent force in your 
selling operation For 
proof that this is so, see 
page 82 for a Syracuse 
supply firm’s story. 


PALLETS PAY says a 
Providence company. And 
they've palletized more 
than 90% of supply de- 
partment operations. Read 
their story on page 95 


LOW COST advertising 
program proved successful 
for a Connecticut supply 
house in business only ie 
years. For details on how 
they do it, see page 94. 


EXTRA SERVICE for a 
new customer is one way 
to make him remember 
you favorably. Page 106 
tells how a Newark sales- 
man does just this—with 
notable success. 


FOUR FACTORS are 
combined in a Chicago 
distributor's system of 
storage and stock control. 
Page 86 tells all about 
what they are and how 
they prove to be success- 


ful. 


40,000,008 PHONES in 
the U.S. Only 4 are 
business phones, but 4 of 
the calls are business calls. 
Are you making maximum 
use of available telephone 
service? See page 100 and 
find out 





Business Plans for 1953....... 


Talk of the Trade 
Editorial 


REGULAR FEATURES 


7 Supply Sales Trends 


77 ~=Price Index 


The Outlook for Business 


114 News 
118 Hew You Can 
120 On the Market Today 
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Guaranteed Unfailing Performance 


Industrial Distributors like the Holo-Krome 100% 
Distributor Sales Policy. Your territory may be open. 
Interested? Write for details! 


HOLO-KROME 


lold 
soditer’ SCREWS 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN, U.S.A. 
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J Silverstreak 
Silent Chain 


Precision Steel 
Roller Chain 
Drive 





Link-Belt Distributors Can 
Offer Both Silent & Roller 
Chain Stock Drives 


By offering both Silent and Roller Chain | 
Drives from stock, industrial distribu- 
tors provide a customer service that 
often pays off in easy sales. Many cus- 
tomers require prompt service and easy 
availability of such chain for replacement 
use. The distributor who keeps his stock- 
room well supplied gets the business. 
Link-Belt Roller Chain Drives are 
available with horsepower ranges from 
¥%4 to 75. Silent chain drives of 1 to 50 
horsepower are available. Both types 
have speed ratios from 1 to 1 up to 7 
to 1. Delivery can be made right from 
stock, or overnight when wheels have 
to be rebored, key-seated and set-screwed. 
When selecting stock drives, a good 
rule of thumb to remember is—“use Link- 
Belt silent chain for high speed, compact 
drives. For low speed, heavily loaded 
drives, use Link-Belt Roller Chain.” 





Costly Breakdown Time Cut 
By Welded Steel Pulleys 


The flush-hub design of Link-Belt welded 

steel pulleys is one reason why belt con- | 
veyor operators report fewer breakdowns 
when using these durable pulleys. This 
practical design minimizes shaft deflec- | 
tion, often the cause of interrupted serv- 

ice. You can stock and sell these pulleys | 
in sizes from 6 to 60 inches in diameter. | 
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LINK-BELT Book 2550 Provides Easy 
Selection of Ball & Roller Bearings 


ing Pillow Blocks 
for shafts 54” to 
31%¢" dia. 


Socios 200 and 
00 Split Hous- 
ben Pillow Bloc’ ks 
for shafts 1% 
to 3'\%q”" dia. 





Series 400 Pil- 


| low Blocks for 


shafts 4” to 4” 
diameter. 


Series 6800 and 
6900 Pillow 
Blocks for 


Series 7800 and 
7900 Pillow 
Blocks for poem 
fit mounting on 


| precision - tur 
| age 1.7717" & 


7.4803” dia. 


Industrial distributors have learned that 

it is not necessary to be bearing engi- 

neers in order to sell Link-Belt Ball 

* Sales and Roller Bearings. 

They find that Link- 

Me ing, Belt Book No. 2550 

is a sales tool that 

proves handy for easy selection and spec- 
ifying of Link-Belt bearings. 

This comprehensive catalog lists every 
model, size and type of Link-Belt bear- 
ing, and both salesman and customer 
alike report that it is simple to use. It 
is packed with useful engineering data, 
plus full information concerning fea- 
tures and advantages of this outstanding 
line of Link-Belt products. 


Many Superior Advantages 
The Link-Belt line of mounted Ball and 
Roller Bearings is most complete, in- 
cluding pillow blocks as well as flanged, 
flanged cartridge, cartridge, take-up and 
hanger blocks, for a full range of shaft 
sizes up to 8” diameter. 

In addition, Link-Belt Ball and Roller 
Bearings are manufactured to exacting 
tolerances. Interchangeability and stand- 
ardized assemblies are possible, with no 
special fitting required. 


All ‘“"Housing-Sealed” 
With the Link-Belt line, the industrial 
distributor can offer the advantage of 
free choice of ball or roller bearings to 
match the need. Both types are “housing- 
sealed.” 

This means that all moving parts are 
effectively lubricated from a large com- 
mon reservoir. “Housing-sealed” bear- 
ings also provide a self-aligning seal 
that effectively keeps grease in and dirt 
out, regardless of alignment. Only Link- 
Belt offers this important advantage on 
both ball and roller bearings. 








LINK-BELT COMPANY 
Plants in: Indianapolis + Philadelphia 
Chicago + Atlanta - Colmar, Pa. +» Hous- 
ton + Minneapolis « San Francisco + Los 
Angeles + Seattle. 

Offices in Principal Cities 

















*“They'te popular...useful. 
and FREE for the asking! 


%* Threadwell’s Distributor Promotional 
material has gone over with such a 
bang that we've had to lay in a 
new supply. 


We're making it available to Distrib- 
utors who haven't taken advantage 
of these good will builders. 


Colorful decimal equivalent charts, 
reference charts on various drilling 
and tapping operations, cross- 
referenced tap catalog numbers of 
leading US. manufacturers and 
many more. Our complete line of 
Distributor Promotional pieces is 
available in o handy kit. Write for 
it now. 


Naturally, we're going to take care 
of Threadwell Distributors first, but 
we invite all Distributors to share in 
these sales stimulators while they 
last. If you don’t know the Thread- 
well story you might ask about it, 
too. We know you'll like it. 


Tyucadwell 


The Cover 


Industrial supplies and a symphony 
orchestra — rather strange bed- 
fellows indeed. But Wallace Camp- 
bell of Seattle fills a dual role as 
president of organizations dealing 
with both. For more about the 
versatility of our December cover 


Personality, turn to page 97. 
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The Last Word in... 
ision Performance! 








12” HEAVY DUTY 


PRECISION LATHE 


OUTBOARD DRIVE 4 
1” COLLET CAPACITY 1%” BORE 


TIMKEN BEARING EQUIPPED 


ASA-L-00 TAPERED KEY DRIVE SPINDLE 


GREATEST SELLING FEATURES 
IN THE BIG 12” MARKET 


Shown are but three of the many Clausing features that are helping dis- 
tributors and their salesmen set new 12” lathe sales records in many sections 
of the country. 


Other features include: heavy, thick-walled bed, with 2 Vee-ways and 
2 flat ways precision ground; double-walled apron with positive clutch, splash 
lubrication; headstock and quick-change gear box are enclosed—gears travel 
in bath of oil. 


Clausing is distinctive in the big 12’ market—offering more precision- 
production engineering features at a more favorable price. Write for additional 
information. 


CLAUSING DIVISION 


ATLAS PRESS CO. 
12117 N. PITCHER STREET 
KALAMAZOO, MICHIGAN 


md) KY) (6 


ATLAS PRESS COMPANY 
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DODGE-TIMKEN 


vI 


PILLOW BLOCKS 





A JOINT ENGINEERING 
BY DODGE AND 
R BEARING COMPANY 


@ All-Steel construction 

® A new Timken bearing design 

® High radial and thrust capacities 

® Compact— minimum dimensions 

® Minimum weight with maximum strength 

® Fully self-aligning with spherical outer race 
® Both expansion and non-expansion types 

® Adapter mounting, proven through the years 
® Double piston ring seals 

® Sealed both on and off the shaft 


® Fully assembled, permanently adjusted, lubricated 
and sealed at the factory 








HEAVY DUTY 
CAPACITY! 


LESS SPACE! 
LESS WEIGHT! 





Here are the bearings for industry's toughest 
jobs. High radial and thrust capacities. 
Stamina to take heavy shock loads. And all- 
steel construction packs this load-carrying 
capacity into less weight and less space. 
Engineers are already specifying ‘Dodge- 
Timken All-Steel’’ for some of America’s 
largest projects. Write now for detailed infor- 
mation on these new bearings. 

DODGE MANUFACTURING CORPORATION 

500 Union Street, Mishawaka, Indiana 


THE TRANSMISSIONEER is featured in 
every Dodge advertisement. Prospects 
are urged to call the Transmissioneer 
for information about the products ad- 
vertised and news of latest develop- 
ments in power transmission machinery 


of Mishawoke, Ind. 
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BUSINESS PLANS 
FOR NEW PLANTS AND EQUIPMENT 
PRELIMINARY SURVEY-1953 


By The Economics Department 
McGraw-Hill Publishing Company 


BUSINESSMEN HAVE TENTATIVE PLANS 
to spend almost as much on new 
plants and equipment in 1953 as in 
1952. Maeincliesion industries will 
spend about 8% less than in °52, 
according to our survey covering most 
of the large companies. Non-manufac- 
turing industries evidently plan to 
spend more. So the total expenditure 
planned by all business will not be 
down much. 

his is not a forecast but a report 
of the plans which business now has. 
It is based primarily on a survey of 
manufacturing § companies—mostly 
large companies. Moreover, the re- 
sults must be interpreted with consid- 
erable caution because the survey has 
been made so far in advance of the 
actual expenditure period. We have 
collected this information primarily to 
help industrial companies which have 
asked us for preliminary data as a 
guide in planning for 1953. 

Many companies have not yet made 
out their capital budgets for 1953. 
Some important companies which 
have participated in previous McGraw- 
Hill surveys have not been able to 
participate in this early round-up. Also 
many of the plans which have been 
reported to us represent preliminary 
thinking and have not yet cleared the 
budget committees of the various com- 
panies. 

Consequently, the figures in this re- 
port are not presented as precise meas- 
ures of the 1953 market for capital 
goods. They are to show the general 
trend of expenditures, for all manufac- 





Actual 


1951 


REE RES 
Machinery 

Electrical Machinery .. . 
Autos 

Transport Equipment .. . 
Food 


Petroleum 
Chemicals 
Other Manufacturing .. 
All Manufacturing 11,130 





CAPITAL EXPENDITURES 
(Millions of dollars) 


(1951-52 from Department of Commerce) 


Estimated 
1952 1953 


1428 
661 
468 
791 
144 
998 
417 

2967 

1301 

2578 

11,753 


% Change 
1952-1953 


7 
—\4 








turing and for individual industries, as 
nearly as this can be indicated by a 
preliminary survey based on a small 
sample. 
Manufacturers’ Plans 

The principal fact which emerges 
from this survey is that manufacturing 
industries—where the mobilization 
build-up in capacity has been most 
impressive, and where sharply lower 
investment has been forecast by many 
people—still have impressive ay for 
new plants and equipment. Plans add 
up to less than the enormous total 
—, by manufacturers in 1952. But 
they indicate more capital spending 
than took place in 1951. (Some of 


this increase, it must be remembered, 
reflects higher costs.) 

The largest declines are in the trans- 
portation equipment industry—reflect- 
ing the fact that aircraft makers have 
most of their defense facilities in 
place—and in the steel industry, 
where the new capacity program is 
also nearing completion. Considerably 
less spending is also planned by most 
machinery companies and by the auto 
industry. 

However, in all these durable goods 
lines, 1953 plans are close to—or 
higher than—actual expenditures in 
1951. These are defense-supporting 
industries, in which the expansion 

(Continued on page 10) 
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LUNKENHEIMER 


7 


Every salesman can use to advantage an outstanding point of quality—something to 


get interest and attention . . . something he can prove . . . something needed and 
wanted by his prospects. 


In Lunkenheimer Valves you have many such features, including the most outstand- 
ing “extra” in the valve industry. You have Stemalloy*. 


This exclusive, patented stem metal is standard equipment 
on all Lunkenheimer Bronze and Iron-Body-Bronze- 
Mounted Valves. Its toughness and long-wearing qualities 
are not matters of opinion. They are facts proven both 
in the laboratory and actual service. 


IN THE LABORATORY, Stemalloy* Valve Stems are sub- 
jected to life-tests on machines that open and close the 





valves, working against normal operating steam pressure. 
The life of conventional valve stems in these break-down 
tests has been found to be far less than Stemalloy*. 
Lunkenheimer’s exclusive Stemalloy* has been operated 


thousands of cycles . . . far longer than other stem 
materials. 


IN THE FIELD, comparisons are equally amazing. 
Lunkenheimer Valves with Stemalloy* stems have been 
in service for more than ten years. Literally millions are 
in use. Yet not one Stemalloy* stem has ever been re- 
turned due to thread wear. 


Stemalloy* is the bronze alloy that gives you a proven “‘sellable” difference. It 
assures your customers longer valve life. 


Use your brochure on Lunkenheimer Copper Base Alloys to explain the benefits of 
Stemalloy* to your prospects. It’s all there, complete with unretouched photo- 
graphs. If your supply of brochures is running low, write for additional copies. 
The Lunkenheimer Co., Box 360U, Cincinnati 14, Ohio. 


*Patented Alloy 


PREPARED BY LUNKENHEIMER ESPECIALLY FOR LUNKENHEIMER DISTRIBUTORS 
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gives you 


SOMETHING 


BATRA 
10 SELL 


THE STEM THAT OUTWEARS OTHERS CONSISTENTLY 
BY A WIDE MARGIN - STEMALLOY* 


BRONZE + IRON * STEEL 


THE ONE VCO NAME IN VALVES 


1182-4 
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NOW. DUMORE TOOLS 


help your customers put 
hand jobs on 
profitable, production basis 


You can gain profitable new business when 
you demonstrate Dumore tools. Highly 
versatile, easily adaptable, these efficient 
tools can put former hand jobs on a profit- 
able, production basis. Dumore hand 
grinders, performance proved for many 
years, are ideal tools for light production 
applications such as the grinding of 
bullet mold contours (illustrated). 


7 wer 

There's no doubt about it— Dumore flexi- 
ble shaft tools make light work of tedious 
hand jobs. Your customers get extra con- 
trol on close tolerance work . reduce 
work fatigue for steadier production. These 
tools are real cost cutters . . . excellent 
profit makers 


And Dumore's distributor policy is clear 
cut. We protect your profit with the most 
comprehensive guarantee of quality in the 
portable power tool industry, 


WITH 
HAND GRINDERS 


WITH 
DUMORE 
FLEX-SHAFT TOOLS 


THE DUMORE COMPANY 


1321 Seventeenth Street * Racine, Wisconsin 
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Business Plans For 
New Plants & Equipment 
Preliminary Survey - 1953 


(Starts on page 7) 





projects which swelled 1952 expendi- 
tures have some carry-over into 1953. 

The electrical manufacturing indus- 
try seems to be an exception to the 
dlowntrend among durable goods mak- 
ers. ‘This industry has spent consider 
ably less than it planned in 1952 and 
expects higher expenditures next year 
to get on with its program. 

The industries making non-durable 
goods show very diverse trends in 
their plans for 1953. Oil companies 
expect to spend more for new wells, 
refineries and pipelines. This is partly 
because 1952 spending fell behind 
schedule. Food processors, on the 
other hand, have spent more than they 
originally figured in 1952, and they 
are raising their sights again for next 
year. 

The chemical industry—usually re 
garded as a perpetual growth industry 

is actually planning 13% lower ex 
penditures in 1953. Expansion in 1952 
has been so large that, even with some 
further growth in chemical markets, 
there won’t be the need to add new 
capacity at such a pace. 

The chemical industry figure for 
1953 is pulled down by a very severe 
drop in plans of the rayon companies. 
For companies making industrial 
chemicals the drop in planned spend 
ing averages less than 10%. 

Textile manufacturers started cut- 
ting back their capital expenditures in 
1952 and will spend less again next 
year. The evident overcapacity of the 
industry, and a fairly severe squeeze 
on profits, stand in the way of plans 
for new equipment. 


Behind The Figures 


Here are some additional sidelights 
from our survey of manufacturers: 

1. There’s a great deal of diversity in 
plans, even within the same industry 
For example, the machinery industry 
as a whole is planning lower expendi 
tures in 1953. But in some sub-divi 
sions—such as office machinery— 
spending intentions are up. The food 
group intends to spend more, as a 
whole. But the canners will probably 
spend less. 

2. The biggest companies are keep 
ing up their capital expenditures. 
Smaller companies are cutting down. 
In one industry after another, total ex- 
penditures are being held up by heavy 
spending on the part of the industry 

(Continued on page 14) 





Durkee-Atwood's new vertical V-belt matching machines elim- 
inate the “sag” error always present when V-belts are matched 
on horizontal matching equipment. Calibration of true running 
length assures equal power transmission from all belts on 
multiple belt drives. The machines also test for vibration and 
possible internal imperfections. 








DU PONT CORDURA”® RAYON MULTIPLE CORD CONSTRUCTION 


High-tenacity Cordura® rayon cords give Durkee-Atwood 
Industrial V-Belts longer life, less stretch, and greater shock 
resistance. Use of this revolutionary new cord material is 
another one of the reasons why D-A Industrial V-Belts are 
guaranteed to satisfy on any drive. 


® Trademark E. |. Du Pont De Nemours & Co., Wilmington, Del. 








STRAIGHT SIDEWALLS — FULL GROOVE CONTACT 


Durkee-Atwood V-Belts are manufactured with straight side- 
walls to maintain full groove contact at all times giving positive 
drive action. Straight sidewalls reduce slippage and assure 
smooth, efficient power transmission. The load is distributed 
evenly over the entire thickness of thé belt giving it longer life. 




















FIELD-TESTED AND APPROVED 


D-A Industrial V-Belt performance and life are thoroughly 
proven facts—and on-the-job records back this up. Durkee- 
Atwood engineering and research, use of the finest materials, 
strict manufacturing controls and “Vertical Matching” have 
brought forth industrial V-belts outstanding in quality, whether 
for OEM or replacement drives. 








New Warehouse Stocks « Chicago, Atlanta, Cleveland, Jersey City DU 4 4 E E 


WRITE DEPT. A6-12 TODAY FOR DISTRIBUTOR PROPOSAL 


DURKEE-ATWOOD CO. 


MINNEAPOLIS 13, MINNESOTA 
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we SPILLED me wore 


TO SHOW YOU WHY IT’S EASIER 
TO SELL BALDWIN-REX° 


ROLLER CHAIN 


Most roller chains may look alike, but actually there are 
important differences between various makes. That’s why 
you have a big advantage when you sell Baldwin-Rex. 
adhe “spilled the works” to try to show some of these 

/ advantages to you. 

i The photograph can't show you the high quality mate- 
rials that go into these parts. BUT, it does illustrate some 
of the manufacturing “extras” that make good talking 

+points when you sell Baldwin-Rex. 


1D NOTE THE BEVEL on side plate edges . . . 
‘this assures better and smoother engagement of 
e chain with sprocket teeth in case of misalign- 
ent... no danger of cuts from sharp edges. 
NOTE THE BUSHINGS .. . they're pre- 
ision-made of low carbon alloy steel with 
urfaces case-hardened inside and out. It means 
nger life of bearing surfaces . . . longer life 
ind lower operating costs to your customers. 
NOTE THE ROLLERS ... precision made 
om medium carbon alloy steel, heat treated 
@nd drawn for tough to withstand impact 
@t high speeds and the great pressure when 
Sngaging sprocket teeth. 
@ NOTE THE PINS. .... particularly the color 
@ifference at the ends. That's because they're 
Sopper plated to assure a softer end for proper, 
secure riveting while retaining a file-hard, heat- 
treated bearing surface for long life. 





These are but a few of the many points that make Baldwin- 
Rex Roller Chains easier to sell. Your Baldwin-Rex Field 
Sales Engineer will be happy to discuss the complete story 
with you, or if you prefer, write for your copy of Bulletin 


No. 51-1. Chain Belt Company, 378 Plainfield St., Spring- 
field 2, Mass. 


ae)) i ROLLER CHAINS 


Chain Belt company 


OF MILWAUKEE 


A PRODUCT OF 
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P R O fessional 
T Ools! 


PROTO y TOOLS 


. LOS ANGELES "9: 


To 
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“HERE’S WHY | BOUGHT 


[UF KIN INSIDE MICROMETERS” 


EASIEST TO USE—The tubular steel measuring rods are 
lightweight and easy to handle. Rods can be added to both ends 
of the micrometer head, which means you can keep the head cen- 
trally balanced for most sensitive feel. You can put exactly the 
tension you want on the threads with the tension screw nut. Larger 
sizes have lock nut that holds the measurement. There is a com- 
plete line available, covering a range of from 1% to 40 inches. 
Also available for metric measuring. 


EASIEST TO READ—Markings are easy-to-read in either 
bright or poor light because of the non-glare Chrome-Clad satin 
finish on the head. Accurate and more rapid readings because each 
thousandth is numbered. Because the measuring rods can be 
added to either end of the micrometer head you can keep the head 
in line of vision and get more precise readings. 


EASIEST TO ADJUST—The end caps are hardened to pre- 


vent wear, and the micrometer threads hardened and ground to 


maintain accuracy. Should adjustments be needed they are simple 
to make. The head is easily adjusted with the wrench which is pro- 
vided. The rods are quickly adjusted by merely turning the hard- 
ened and ground plug at one end. 


f TAPES - RULES - PRECISION TOOLS 
SELL UFKIN SOLD ONLY THROUGH DISTRIBUTORS 
THE LUFKIN RULE CO., SAGINAW, MICHIGAN 
132-138 Lafayette St., New York City * Barrie, Ontario 
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Business Plans For 
New Plants & Equipment 
Preliminary Survey - 1953 


(Starts on page 7) 





leaders. This seems to be mostly 
spending for modernization. ' 

Such spending may reflect the fact 
that big companies are financially 
stronger, and particularly that these 
firms are getting such a large flow of 
funds from accelerated depreciation 
charges on defense facilities. 

It is obvious that unless small com 
panies eventually follow suit, the lead 
ing firms will increase their competi 
tive advantage by acquiring more mod- 
ern plant and equipment. 

3. Most large companies are con 
tinuing the long-range programming 
that they reported in our January, 
1952, survey. This survey showed that 
most manufacturers were already plan- 
ning expenditures for 1953-55. So far 
as 1953 is concerned most of these 
plans are being firmed up. And plan- 
ning is continuing for 1954 and be- 
yond. 

4. However, a good deal of capital 
spending may be postponed beyond 
1953 if manufacturers’ sales turn 
down during the year. More than in 
most years, treasurers are making capi- 
tal budgets for 1953 with their fingers 
crossed. One company after another 
noted, in replying to the survey, that 
they will make substantial changes in 
investment plans—and make them 
fast—if business isn’t up to expecta- 
tions. For companies with long-range 
programs, this would probably mean 
stretching out projects rather than 
abandoning them. 


Non-Manufacturing Industries 


Our preliminary survey included 
primarily manufacturing companies 
(although we also got returns from a 
number of larger railroads and mining 
companies). However, we have gath- 
ered a good bit of information on non- 
manufacturing industries by talking to 
experts in these fields. In general, 
capital expenditures of these industries 
are expected to increase in 1953. 

ELECTRICAL WORLD §antici- 
pates an increase from $2.6 to $3.0 
billion in expenditures by the private 
electric utilities. And large increases 
are also anticipated by gas utilities. 
Utility expenditures in 1952 were held 
down by materials shortages, particu- 
larly—in the case of gas pipelines— 
shortages of steel pipe. 

(Continued on page 18) 





The new 'Thermoid line of molded hose cuts 
handling time and storage costs 70% or 
more in a wide variety of industrial and 
commercial uses! Thermoid’s “Basic Five’’: 
Versaflex . . . Versicon. . . Aquair. . . Utility 


VERSAFLEX 


Multi-purpose hose 
built to withstand 
higher pressures. 
Recommended for 
butane, propane, in- 
secticides, etc. Color 
code: Red. 





VERSICON 


A true all-purpose hose 
for virtually every 
type of air, gas or 
liquid. Color code: 
Brown. 





AQUAIR 


Rugged, dependable 
hose for handling air, 
water, welding gases. 
Color code: Green*. 


..+ Powerflex . 





UTILITY 


Most practical hose 
for air, water and illu- 
minating gases at 
pressures from 75 to 
125 psi. Color code: 
Black. 





. now combine simplifica- 
tion and versatility with Thermoid top 
quality construction. And Thermoid’s new 
standard color identification eliminates con- 
fusion in storage and handling. 


POWERFLEX 


Designed specifically 
for super heated steam 
at pressures from 100 
to 200 psi. Color 
code: Black. 


You can definitely simplify your buying, inventory, storage with Thermoid’s “Basic Five” — 
the easiest hose for you to handle—the best hose for you to sell. Your Thermoid representa- 
tive has complete information—or write for Hose Catalog No. 3680. It’s yours for the asking! 


*Also turnished with Red Cover for acetylene 
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CHICAGO-LATROBE 


Announces a New Line of 
High Quality 
TOOL BITS 

and 
CUT OFF 
BLADES 


MADE IN HIGH SPEED AND CARBIDE FOR CUTTING STEEL, CAST IRON AND NON-FERROUS MATERIALS 

















ee 


CARBIDE + STYLE AL & AR CARBIDE + STYLE GL & GR CARBIDE + STYLE C 





CARBIDE + STYLE BL & BR CARBIDE + STYLE D 





CARBIDE + STYLE FL & ER HIGH SPEED CUT OFF BLADE CARBIDE + STYLE €E 











iit Ulery Wa fe) -j - 

po hm 411 WEST ONTARIO ST. * CHICAGO'10, ILL. 

| MAKERS OF HIGH QUALITY TOOLS + CARBON + HIGH SPEED ~- CARBIDE 

¥ 4 SS Fe Request? @ copy of this DRULS + REAMERS + COUNTERSINKS + COUNTERBORES ond SPECIAL TOOLS 
NEW TOOL BIT CATALOG 
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(FP at one stroke... 
4 two filing jobs done 


an, An An exclusive 


ver NUCUT 
SS =; Cin “ feature! 
=>. 


S >) 


E; 


NUCUT is: FILE 


WITH A NUCUT YOU FILE MORE, in an exclusive wavy pattern you can readily 
FASTER BETTER WITH LESS EFFORT detect when you observe a Nucut at an angle. 


To reduce your filing costs, ask your dis- 


At every stroke of a Nucut, you get two filing tritutor for Nucuts. 


actioris. One —a clean, true shearing that re- 


moves more metal without scraping or chatter. HELLER BROTHER 4 


The other — a smoothing action that leaves the 


surface sleek, mirror-like. COMPANY 


Both are made possible by the superior cut- A Tew Sony Copeeetion 
ting power of Nucut’s two sets of teeth— America’s Oldest File Manufacturer 


coarse and fine, These are scientifically aligned NEWCOMERSTOWN, OHIO 








How to protect files 


| A file is a cutting tool. To give you RIGHT: Keep files 
its best service, it must be carefully separated. You can 
| handled and safely stored. do this easily by 
hanging files in 
y racks .. . or placing 
WRONG: Throwing = / them in wood parti- 
files together or with Sy SPR y/ tions, Either way af- 
other tools results i e/}y fords good protec- 

in dull or broken “a Hon. 

teeth. 








MR. DISTRIBUTOR: This NUCUT advertising is appearing in publications that reach every 
worthwhile prospect in your territory. Since it directs the file buyer to you, you may think of 
it as your advertising. Are you cashing in on it? 





INDUSTRIAL DISTRIBUTION © DECEMBER, 1952 





PROFITABLE TIPS 


wide selection of 
all types and sizes mean 





MORE SALES FOR YOU 


>, 


MANUFACTURERS OF MECHANICAL POWER TRANSMISSION EQUIPMENT SINCE 1857 


WOOD'S PRODUCTS: 


SHEAVES * V-BELTS + ANTI-FRICTION BEARINGS * STOCK FLAT 
BELT PULLEYS * HANGERS * PILLOW BLOCKS * COUPLINGS ° 
COLLARS * MADE-TO-ORDER SHEAVES AND PULLEYS * “SURE- 
GRIP” STANDARD, SUPER & STEEL CABLE V-BELTS » COMPLETE 
DRIVES 


T. B. WOOD'S SONS COMPANY | 


CHAMBERSBURG, PA. 


BRANCHES: CAMBRIDGE, MASS. +> NEWARK, N.J. + DALLAS, TEXAS + CLEVELAND, OHIO 
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Commercial construction also has 
been held back by steel shortages and 
(until very recently) credit restric- 
tions. Many concerns with plans for 
new warehouses, stores or office build- 
ings now plan to get construction go- 
ing in 1953. ‘Total investment by 
commercial business could easily in- 
crease 5% over 1952. 

Railroads are planning lower capital 
expenditures in 1953. Some of their 
programs for conversion to diesel loco- 
motives, and for adding freight cars, 
are nearing completion. Present indi- 
cations are that spending will be off 
about 15% next year. But railroad 
plans usually change considerably as 
the year goes on. The drop may be 
smaller if revenues stay high, since 
there is still plenty of modernization 
to be done. 

Mining companies are likely to 
spend at least as much in 1953 as in 
1952. Some of the biggest metal min- 
ing projects are just starting. So ex- 
penditures by the metal group will be 
up considerably. This may offset 
by lower spending on the part of coal 
companies—perhaps 10% less than in 


1952 


Non-Manufacturing Intentions 


In non-manufacturing industries, as 
well as in manufacturing, plans can 
change substantially. For example, the 
utility program, or some of the more 
ambitious mining developments might 
be stretched out into 1954 if the de- 
mand for power or minerals is less 
than anticipated. A good many com- 
mercial expenditures may be dropped 
if profits in those industries decline. 

Better figures on the plans of non- 
manufacturing industries will be avail- 
able around January 1, when the De- 
partment of Commerce will publish a 
comprehensive survey covering these 
industries as well as the manufactur- 
ing group. This is part of a special 
Department of Commerce study on 
post-mobilization —— 

Our own regular annual survey will 
be made, as usual, in January or Feb- 
ruary. We intend this year to con- 
centrate on long-range plans, and par- 
ticularly on plans for modernization. 

It is clear that business as a whole 
is going into 1953 with plans for a 
very high level of capital expenditures. 
And this greatly improves the chances 
for continuing general prosperity. 








KING OF THE MONTH 


J-M ASBESTOS ROP: 
AND WICK PACKINGS 


STYLE NOS. 4200 AND 4202 


Two popular numbers that have 
a multitude of uses around 
almost every plant for caulking, 
gasketing and packing 


Where to sell them: Virtually every plant 
will find these easily handled, heat-resistant 
materials indispensable for general utility and 
emergency packing, gasketing and caulking. 
How they are used: Asbestos Rope Style 
No. 4200 is used where 4 material thicker 
than asbestos wick is required. Uses include strands of pure felted, asbestos wick. Soft and 
caulking joints between furnace doors and pliable . - - easily worked and compressed . - - 
brickwork, blast furnace connection, explo- it conforms readily to surface irregularities. 
sion doors, g45 generator doors and manhole Style No. 4202 is the most popular style 
of J-M Asbestos Wick as well as the strongest 
No. 4202 can be and most convenient. It is made of three 
used for packing small valve stems 09 exhaust, strands of pure felted asbestos wick, twisted 
vapor or low pressure lines; for caulking together. 
cracks in retorts, Ovens boiler walls; as @ See furnished: Style No. 4200is furnished 
gasket between cope and drag on foundry in thicknesses of %", "> %", %" ” 
flasks; for making small emergency repairs on and 1”; in coils weighing 10, 25, 
steam lines, etc. Style No. 4202 is furnished standard in 3 ply 
What their selling points are: Style No. and (special) in 1 and 2 ply, in thicknesses of 
4200 is the strongest most adaptable ore and %2" respectively. Supplied 
widely used style of j-M Twisted Asbestos i 0 Ib. paper tubes or %, 2 and 


Rope. It is made by twisting tightly together 1 Ib. balls. 


Note to Salesmanagers: For copies of this advertisement for distribution to 
your sales organization, write to Jo ns-Manville, Box 60, New York 16, N.- Y.in 
Canada, write 199 Bay Street, Toronto 1, Ontario. 
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Would you use 


homemade slings 
on this shaft? 


@ Homemade slings just wouldn't do. It took precision-made slings 
to position this huge steam-turbine shaft. Carefully designed and 
tested, American Tiger Wire Rope Slings assured the extra strength 
and toughness needed to make this heavy lift safely. 

For every lifting job, you need a sling that is suited to the type of 
equipment being moved. That's why American Steel & Wire makes 
many types of slings for 430 different industrial applications; these 
standard slings cover almost every lifting task you will ever encounter. 
For some very heavy lifts, though, you need slings that are specially de- 
signed for the job. If you have such a problem, our engineers will 
gladly work with you to design a special sling. 

American Tiger Slings—whether of standard or special design— 
enable you to move loads easily and at low cost. They are made of 
the best available steel for the job. The strongest and toughest slings 
are made of Monitor Improved Plow Steel Wire Rope that provides 
great resistance to wear. All slings have heat-treated carbon-steel fit- 
tings that are rugged enough for the hardest service. 

Send in the coupon for our free booklet on American Tiger Wire 
Rope Slings. 


— SEND FOR FREE BOOKLET -—--—--- 


American Steel & Wire 
Rockefeller Building, Dept. D-12 
Cleveland 13, Ohio 





Please send me your free book on American Tiger Wire Rope Slings. 











AMERICAN 
UNITED STATES STEEL COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UMITED STATES STEEL EXPORT COMPANY, WEW YORK 


U-S-S AMERICAN 
TIGER WIRE ROPE SLINGS 
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To meet your needs... 
W-S FITTINGS OF FORGED 





Stainless systems are critical 
and costly ...Protect them where 
trouble usually starts . . . with 


W-S FORGED 
STAINLESS FITTINGS 


These life-of-the-system joints 
The “Featherlite” 





are available in either screw- 
end or socket-welding types to meet your assembly needs. 
They're manufactured for stock in the more popular grades to 
meet your process needs. And they're all precision machined from 
solid STAINLESS Steel Forgings to meet a universal need for the strong- 













Stondard Design 
; est, most accurate and trouble-free fittings money can buy. 
WRITE FOR BULLETIN S-1 for Standard 


Design 2,000 to 6,000 pound cold non-shock Get the full benefit of your investment . . . insist on W-S FORGED fit- 


pressure tings wherever costly stainless pipe or tubing meet . . . permanently. 
WRITE FOR BULLETIN S-2 for “Feather. Screw-End and Socket-Weld Types 

lite” Design 1,000 pound cold non-shock 

pressure * Tighter ¢ Stronger * More Uniform * Lower Service Cost 


SOLD THROUGH LEADING DISTRIBUTORS .. . EVERYWHERE 
+34 
Ss 
WATSON-STILLMAN FITTINGS DIVISION 


H. KE. PORTER COMPANY, INC. 
ROSELLE, NEW JERSEY oM69 


Designers and Manufacturers of Forged Steel Fittings, Hand Pumps, Jacks, Wire Rope Shears and Pipe Benders 
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“THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD e 





V 
\ 
Le 


“SHINYHEADS” 
America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 

038—to standards for Full Fin- 
aon he: m head cap screws— 
— ht finis a Heads machined top 

bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 95,000-110,000 
p.s.i. Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisiactory. 
Hexagon heads die made to size — 
not machined. Points machine 
rned. Tensile strength 75,000- 

98. 000 p.s.i. Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise speci pecitied, 
with flet and 


e CLEVELAND 13, OHIO 





“ “ 
Hi-CARBS 
Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to Couto heat treatment. 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000 - 160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin 
Ce Point Set Screws by the col 
rocess. Cup pute machine 
pam Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled phe <— tae 
burrs. Flet and chamfered machin 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tapes adjusting screws — 
Hexagon b ead style —to how | — 





poms. Nut aa oval point. — 
tween threads shiny, bright, 
mirror finish. Carried in stock. 


* 
CONNECTING ROD BOLTS 


Made of alloy stee] — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
cqeeies. Baoes ly made 


polished if epecitin’ < - "thread soft 
to close t 
turned; flat and os 





* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 


end se = plied in various 





rod bolts = the cold upset process. 


FERRY PATENTED ACORN NUTS 


a — . Finish: p! 
no plat plated. Size: 
va" Tevie ec Macross the flats. 


For ornamental p Stee! in- 
red. Fini lain, 


zinc 
9/16", 


Tapped 1/4” to 3/4” inclusive. 
Cross section o fecey patented 
acorn aut, showing how steel hexa- 
gon sut fits snugly into D shell. 


j 
i 
7 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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carried by 


LEADING 


K 
SPECIALS 


furnished to 
BLUE PRINT 


WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 
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.. greatest 
Ry —order-getter I've 
Le —— ever used! 


, 


oa? 
a 


| 
, 


Man after man reports IDEA BOOK 
his most powerful sales-maker! 


Why pass up business 
that’s yours by 
simply showing these 
64 picture-pages? 


| beware: supply salesmen everywhere 
are writing orders because of the IDEA 
BOOK! Not only is it a sure-fire door- 
opener. It’s also a pictorial demonstration 
of the spectacular benefits that come from 
applying Blackhawk Hydraulic Tools and 
Hand Tools. 


For anyone you talk to regardless of his 
position or function — the IDEA BOOK 
offers dramatic slants on how to cut costs 
.. - boost production . . . save hours of time 
... increase safety. 


And, remember, we're promoting the 
IDEA BOOK story in our big advertising 
campaign to your industrial, construction 
and electrical customers. Each ad tells them 
to ask for an IDEA BOOK from “The Man 
Who Knows.” And, mister, that’s you — 
the Industrial Supply Salesman! 


IDEA BOOK points the way to new Sales in Industrial ¢ Con- 
struction @ Electrical ¢ Mining ¢ Marine © Aviation ¢ Oil 
and many other fields. It's your signpost to even greater 
volume with Blackhawk . . . the hottest line in the field! 


BLACKHAWK MFG. CO. Dot. M-17122, Milwoukee 

1, Wis. HEADQUARTERS FOR THE WORLD's most 

complete line of HYDRAULIC TOOLS . . . pilus © 
INDUSTRIAL HAND TOOLS 

Hydraulic jacks a: 7 


Gavge-equipped ““Perte-Power"’ Torque Hydraulic pipe bend: Specialized 
vp to 100 tons jocks indicators hydraulic pumps and knockout punches hand tools 
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Cell More 


DELTA 


GRINDERS 
with this Simple 
Sales Idea 


Any Production Plant is a Prospect” 


So that machine operators can keep 
tool points constantly sharp, many 
manufacturing plants are spotting Delta 
Tool Grinders throughout the shop— 
close to the automatic screw machines, 
lathes, boring mills and the like. 








It’s a sales idea you can tie to! You'll 
sell more Delta Tool Grinders for such 
applications if you sell these benefits . . 


° outputincreases because piece-rate oper- 
ators will keep tools sharp. 


downtime waiting for tools from the tool 
sharpening room is reduced. 


fewer tool replacements. 


longer cutting tool life. 


And here are other suggestions you can 
make to plant operators . . . suggestions 
to help you build grinder sales. . 


* mount a Delta tool grinder on a skid for 
easy moving by lift truck to any point it's 
needed—plug it into regular electrical 
circuits. 


let a Delta tool grinder double for simple 
deburring or cleaning operations. 


Such low-cost, common-sense tool talk 
sells machines. Use these ideas—and others 
like them. You'll see the sales results! 

Edward Valves, inc., East Chicago, ind., is a typical manufacturing concern that 
sets up Delta grinders all through the shop for on-the-job touch-up of cutting 
tools. Edward uses Delta grinders in the tool sharpening department, too. 





——oo 


Theres @ Delta wer Tool for Your Customers Job WOOD OR METAL WORKING © 53 MACHINES * 246 MODELS * MORE THAN 1300 ACCESSORIES 
DELTA POWER TOOL DIVISION 
- Rockwell sanuracturing company 


eae pewsn tects another &) Product 634P NORTH LEXINGTON AVENUE « PITTSBURGH 8, PENNSYLVANIA 
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%- Grinding Wheel Sales. 


\ as ye Mf . ‘ 


| es 


lf You Make “a pes 
Effective Use 2 THE SALE 
of Norton Selling Aids 27 


a“ 
A 


4 SPECIFIC 
PROPOSAL 


a CREATE 
PREFERENCE 


2 AROUSE 
INTEREST 


| tel ha isi 
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INSTRUCTIVE BOOKLETS 

A collection of fact-filled, good- 
will-building publications for grind- 
ing wheel users. 


ENVELOPE STUFFERS 


Colorful, nelpful leaflets with your 
name and address imprinted on the 
front cover, 





FOUR-PAGE LETTERS “GRITS AND GRINDS" 
Promotional pieces that carry the A forty-yeor old technical publice- 
Norton grinding wheel story on 


tion that is the grinding authority 
your own letterhead. for thousonds. 


7 See mt 
gear 
& 
Mmcsatonet 


MAGAZINE ADVERTISING 


With a total circulation of well over { 
a million these magazines blanket ] 
your customers with the Norton NORTON 
sales message. ey 1 


| wlaking better products to make other products better 


i 








SERRE BA Si 
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| These duMOST* Bits> are designed, tested, field- proved 
to do MOST for your customers and do MOST for you in the 


way of steady, profitable volume. 





du MONT sells only through ‘dustrial distributors—backs 


up the distributor with top notch sales helps and advertising. 


Get in on this great, new line of du MOST Tool Bits be- 
fore all the good franchises are snapped up. For full details 


on this top-profit proposition, write, wire or phone. 


THE duMONT CORPORATION | 
GREENFIELD, MASSACHUSETTS 














The duMONT CORPORATION 


Greenfield « Massachusetts 


U. S.A. 


A super H. S. tool bit with prectsely bleadidiand bal-* 
anced carbon and vanadium which produces extra fine 
grain structure. Heat treated to achieve an extraordinarily 
high Rockwell (66 to 68 “C” scale) and ground to close 
tolerances without decarburization. 





do MOST 
for you 
in SALES 


(through distributor only — none direct) 


in PROFITS 


(the biggest of all discounts) 


in REPEAT ORDERS 
(they come back for more and more) 
Yes, we can deliver from stock! 


du MosT® 
High Speed Ground 


TOOL BITS 


. The du MOST Bit will de most cutting for your 


“customers. 

The dv MOST Bit takes a keener cutting edge and 
holds it longer. 

The du MOST Bit has superior toughness and resistance 
to abrasive action. Bit for bit it will stay on the job longer. _ 


New T=-J 
REAMER 


cuts replacement costs in half 


Nothing like this sensational new T- 
Reamer—another T-] first! Designed wit 
one shank quickly and easily interchanged 
with wide range of heads. Sizes range from 
%” to 2%” incl., in 1/16” increments... 
spiral flute. Head has tapered hole which in- 
sures concentricity anda snug fiton smoothly 
— tapered shank. Reamer operates 
ree from binding or sticking, due to cutting 
portion wearing undersize and creatin 
negative relief. Performance retains all ad- 
vantages of standard, expensive reamer. 
Backed by T-J’s 36-years of know-how as 
one of largest manufacturers of die sinking 
milling cutters. 


DISTRIBUTORS. Your territory may still 
be open! Send coupon or write today for 
details about profitable franchise oppor- 
tunity. 


The Tomkins-Johnson Co. 
Jackson, Mich. 


Please send details about your distributor plan 
for T-) Reamers. 


Cuts replacement cost to less than half! 


Quick change of heads . . . saves time! 


Easy to change heads for different metals . . . 
increases efficiency! 


Wide range of sizes . . . spiral flute. 
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CUT FASTER 

CLEAR CHIPS BETTER 
GREATER ACCURACY 
STRONGER: MORE DURABLE 





New flute shape reduces wear 
on the cutting edge... gives 
maximum cutting qualities 
at increased rates of feed. 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th _ eet Cleveland 14 retit io 
DISTRIBUTORS EVERYWHERE Stockrooms: New York 7 + De 2 + Chicago 6 + Da 2. + Son Fromcisco 5S + Los Angeles 58 
£. P Barrus, ltd, london W. 3, Engla 





QUICK @@@ economical replacement of worn bearings in machine tools and 


industrial machinery with Bunting Standard Stock Bearings in 


854 sizes. 
EASY @ @¢@ installation of new bronze bearings in electric motors with Bunting 


Electric Motor Bearings in 324 sizes. 
FAST @ee ec iCé i i 


economical production of special bronze bearings and parts with 
Bunting Precision Bronze Tubular and Solid Bars in 263 sizes. 


Life of production equipment and machinery is prolonged, and 
down time avoided by the ease and speed with which Bunting 
Standard Stock Bearings, Electric Motor Bearings and Precision 
Bronze Bars can be obtained and employed. 


Syrats 


BRONZE BEARINGS © PRECISION BRONZE BARS ® BUSHINGS 





..- EIN STOCK EVERYWHERE 


Bunting products are instantly 
available im, all markets, from the 
stocks of leading industrial distrib- 
utors and distributors of special- 
ized industrial items. Ask your 


distributor or write for catalog. 


As advertised in Business Week + Factory M and Mai * Steel « 
tron Age + Mill and Factory + Southern Power and Industry 





THE BUNTING BRASS & BRONZE COMPANY + TOLEDO 1, OHIO + BRANCHES IN PRINCIPAL CITIES 
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The 


G.T.M. 


SCORES 


ANOTHER 
“ASSIST” 


O* his first tour of inspection of a new customer’s 
plant, one Goodyear distributor noticed a “belt 
killer” drive on production machinery used to wind 
cardboard tubes—asked about belt life—found that 
no belt used lasted longer than 30 days. 


The distributor called in the G.T. M. — Goodyear 
Technical Man—for a close look at the drive. After 
studying the quarter-turn plus double-wrap-around 
the belts were called on to make, the G.T.M. rec- 
ommended the Compass 30 endless belt with special 
covers. 


The customer ordered six Compass belts for a trial 
run—found their average service life 24 times any- 
thing tried previously. Final result—46 belts ordered 
in the past six months, and a customer who reports 


GOOD7YEAR 











considerable savings in belt costs and in previously 
lost down time for belt replacement, as well as a 
marked increase in production. 


Help like this—sales-making aid that results in more 
satisfied customers — is yours with the Goodyear 
franchise. For you can call on the G.T. M. for tech- 
nical assistance with the hard ones — in hose, flat 
belts, V-belts or any other application of Mechan- 
ical Rubber Products. This is but one of the many 
reasons why—year after year—the Goodyear fran- 
chise has been one of the top money-makers in the 
Industrial Supplies Field. 


To get the help of the G.T. M., get in touch with your 


nearest Goodyear Office, or Goodyear, Akron 16, 
Ohio. 


THE GREATEST NAME IN RUBBER 


We think you'll like "THE GREATEST STORY EVER TOLD” — Every Sunday — ABC Network 
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Your Goodyear Franchise Gives 
You His Help With The Hard Ones 


Compass—T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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U HOW 


Profitable THE JOHNSON 


FRANCHISE CAN BE 


This is the most complete line of bearings 
ever marketed through distributors. With 
these different types and the large range 
of sizes in each, you can make more sales 
to a customer. Every salesman’s time is 
valuable, only a few calls can be made in 
a day . . . so get all the business available 
every call. You can sell Electric Motor, 
Graphited, and Powder Metallurgy Bearings, 
as well as Bars and General Purpose Bearings. 
No other line offers so much. Write for details. 


JOHNSON BRONZE CO., 535 S. Mill St., New Castle, Pa. 


ve 
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a star performer 


in the University of Detroit's 


new Memorial Building 


Built to provide facilities for sports, plays, lectures and other important campus 
activities, the University of Detroit's new Memorial Building is the last word in 
modern, up-to-date planning. 

With a seating capacity of 11,000, this completely air conditioned, two and 
one-half million dollar structure is a major investment. Therefore, it was built 
with only the best materials . . . carefully planned to give long-time service, 
free from maintenance problems. 

For instance, wherever pipe was needed—for plumbing, heating and air 
conditioning—reliable Spang CW Steel Pipe was installed 100%. 

And there was a good reason. Spang CW is the quality-controlled pipe. Con- 
stantly inspected through every step of manufacture and carefully controlled 
during forming, Spang CW always gives completé 
dependability and freedom from trouble. 

Which explains why Spang Steel Pipe has just the right 
characteristics to give easy threading, bending and cutting 

. features that speed installation time and reduce costs. 

So don’t just ask for pipe. Specify better Spang CW Steel 

Pipe from your local Spang distributor. 


Owner: University of Detroit 
Architect: Harley, Ellington & Day, Inc, 
Detroit, Michigan 
General Contractor: W. E. Wood Company, 
Detroit, Michigan 
Piping Contractor: Harrigan & Reid Company, 

gan 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 


General Sales Office: fea >. Pa. District 
Sales Offices: Atlanta, Boston, Houston, 
Los Angeles, New York, Raedeipite, Pleubees 
St. Lovis. 
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You save money when you 


Buy through Distributors! 


The way you buy can slice costs and insure greater convenience 
when you Buy through Distributors! 

It saves transportation costs cuts down on costly paper work by 
centralizing your buying in fewer sour holds down costly in- 
ventories . - - offers immediate price and catalog information insures 
faster service on adjustments and complaints gives you superior 
credit facilities 

Save time and money with Black & Decker Tools sold through 
leading distributors everywhere! These world-famous tools give you 
dependable, full-powered motors . - - perfect balance and streamlined 
design . - - tough, longer-wearing parts for years of top-notch service! 


Tue Brack & Decker MFc. Co., 
Towson 4, Md. 


’ 





ing the ball 


DISTRIBUTORS... 





. . . has always been a part of our selling 
job. The Black & Decker advertisement 
on the opposite page, appearing in the 
December issues of eight widely-read 
business publications, is the latest evi- 
dence of that policy! 


Black & Decker was the first company 
to establish and publish a policy of selling 
Portable Electric Tools exclusively 
through Distributors. Through the years, 
we have always been a leader in promot- 
ing this selling policy. As early as May 5, 
1925, our advertisement in The Saturday 
Evening Post said: “In addition to their 
mechanical excellence, the convenience 
with which Black & Decker Tools may 
be obtained through Distributors saves 
much time and money.” 


Since that time, millions of advertise- 
ments like those on the other page. . . 
millions of pieces of direct mail, booklets 
and catalogs . . . have carried the “Buy 
through Distributors’’ theme. Each one 
has helped create in Industry an aware- 
ness of your essential place in the indus- 
trial picture. Each one has helped put 
more profit in your selling. Each one has 
been mutually beneficial, for you and for 
us! THE BLack & DECKER Mre. Co., 610 
Pennsylvania Ave., Towson 4, Maryland. 





LEADING DISTRIBUTORS EVERYWHERE SELL 


Black’ Decker 
oe 
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Does Advertising Pay? 








This advertisement appears 

in leading national magazines 
reaching construction and 
industrial markets. 
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WIRE ROPE BLOCKS 


} 
; 


Find out for yourself 
... Dy mentioning 
American CROSBY 
Wire Rope Blocks! 


From all around the country, mill supply 
men tell us that their wire rope block busi- 
ness has really changed, since this adver- 
tising program has been running. If you 
haven't seen it work yourself, you're miss- 
ing something! 

Almost every customer you call on uses 
wire rope blocks in some way—but in the 
old days the block business was sometimes 
discouraging, because distributors wanted 
the smallest possible stock on hand. Why? 
Because blocks had to be hung on awkward 
pipe racks, or dumped into bins. Receiving, 
shipping and inventory control were really 
tough jobs. 

Today, as mill supply people know, it’s a 
different story. American CROSBY Blocks 
come in packages. They stack neatly on 
shelves, with all information in plain sight. 
Furthermore, they have a great safety fea- 
ture...they’re LOAD-RATED, with safe work- 
ing capacity embossed on the side plate. 

Month after month, we keep telling this 
story to every important buyer in America, 
through national advertising. In addition 
we use a strong, steady barrage of direct 
mail to keep the story fresh in their minds. 
When you mention American CROSBY, 
they're ready to buy. Try it and see! 


& Derrick Company 
ST. PAUL 1, MINNESOTA 
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“As industrial distributors, we appreciate 


OIC’s sound merchandising policy” 


“We have handled the OIC line for the past thirteen years, and 
our sales have shown a remarkable increase from the very 
beginning,” says Mr. Howard. “We have yet to find a customer 
who has not appreciated the quality that Ohio Injector Company 
builds into their valves.” 

There you have the reasons for the popularity of the OIC 
Franchise: The completeness of the OIC line of valves, their 
high quality, and the OIC policy of giving all possible help to 
distributors’ organizations. 


THE OHIO INJECTOR COMPANY e@ WADSWORTH, OHIO 





THE LONG LINE OF VALVES 
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Save 25% Time in 
Re-facing Dies... 


20% Time -plus steel- 
in Shanking Them 


Trimming the worn impres- 

- , sion from the face of a 

ot, OS 20° x 24" die block with « 

in operation 2 years. > eS ~~ No. 24 MARVEL Universal 
Most of our sawing has soe 7 Hydraulic Roll Stroke 


”“ ; Hack Sawing Machine. 
been on die blocks... siore \ 








‘Average Blade Cost 
$.0108 per square 


"We are removing the worn imp inch. 


from the face of die blocks for rejinking 

. we recently removed 2 inched from 
face of blocks measuring 19” x 1%”... 
sawing time 296 minutes for 2 blocks 
... Set up time 31 minutes . . . grinding 
time 155 minutes ... total 8 hours a 
2 minutes. 

“Average time for removing sam 
amount of stock from these die blocks 
with planer, 10 hours and 15 minutes. 
Sawing saves approximately 25% of 
time... 

“With regard to removing excess stock 
to provide shanks ... we remove 
approximately 90% of metal by sawing 
after which block is sent to planer for 
finishing. Time for sawing and planing 
is 20% less than planing alone. 

“Pieces of stock removed by sawing 
are useful in many ways. . . saves buy- 
ing of some trimmer steel.” 


ARMSTRONG-BLUM MEG. CO. Zi2.ca"grunca 
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New Products...new 
engineering developments... 
on-the-job reports 


IN EVERY ISSUE 
of the 


NEOPRENE 


Designers and design engineers find 
the Neoprene Notebook gives them ideas 
on how to use this versatile chemical 


YOU'LL FIND profitable reading in every 


You can be sure to receive 
issue of the Neoprene Notebook. 


Informative, up-to-the-minute arti- 
cles report on neoprene’s performance 
in products ranging from oil seals to 
conveyor belts . . . from motor mounts 
to work gloves. These engineering facts 
about neoprene are illustrated by spe- 
cific data, pictures, and drawings. 


rubber in designing a new product or 
improving an old one. Plant operating 
and maintenance engineers rely on the 
Notebook to bring them experiences of 
others who have solved production and 
maintenance problems with long-last- 
ing neoprene products. 


the Neoprene Notebook 
regularly by mailing this 
coupon today! 





The rubber made by Du Pont since 1932 


E. I. du Pont de Nemours & Co. (Inc.) 
Rubber Chemicals Division C-12 
Wilmington 98, Delaware 


8E6. U5. Pat 


080% AmwmsIvers8arz 


I am interested in receiving the Neoprene Notebook regularly. 


Name 





Position 








BETTER THINGS FOR BETTER LIVING 


- + « THROUGH CHEMISTRY 
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KENNEDY 


bronze globe 
and 

angle 
valves... 


: | with the right disc 
OB-FITTED for every service 


TO ASSURE LONG, TROUBLE-FREE operation with easy mainten- 
ance, the complete KENNEDY Line is job-fitted . . . every valve speci- 
ally designed and engineered for the job it has to do. 

IN THE KENNEDY FIGS. 97 AND 98, for example, the disc is ex- 
actly matched to the job. To meet a wide range of fluid, temperature 
and pressure requirements, a variety of disc materials is available. 
Each is carefully selected for the service for which it is recommended, 
THE RENEWABLE COMPOSITION DISCS give longer service because 
the extra height of the raised seats utilizes full thickness of the disc 
before replacement is necessary. The disc holder swivels on the 
stem to allow uniform wear on the disc. 


THE MOLDED PACKING is self-lubricating and both Fig. 97 and 
98 can be readily repacked under full line pressure. 


THE HEAVY-WALLED BODIES are ruggedly built with full rounded 
contour. The stems are made with manganese bronze of 50,000 Ib. 
tensile strength and have unusually heavy threads. Parts are fully 
interchangeable. Sizes range from % to 3 inches with a working 
pressure of 125 lbs. saturated steam. WRITE FOR BULLETIN 56. 


DISTRIBUTORS! i: will pay you to ask about the sales and promo- 
tion aids available to you through the KENNEDY DISTRIBUTOR PLAN. 


K é N N > D VALVE MFG. CO. 
ELMIRA, NEW YORK 
VALVES + PIPE FITTINGS =: FIRE HYDRANTS 
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On time 7. . You bet! 
We're using Thor 


Silver Line Saws! 
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Cross-cut, rip, bevel . . . every cut goes faster 
with the new Thor Silver Line Saws. POWER 
does it — extra POWER, heavier duty motor, ball 
bearing drives, direct gearing, long-shaft blade 
mounting — dozens of features that add up to 
hours, days .. . and dollars . . . saved on every 
job. A free demonstration will convince you. 
Write ‘‘Thor Tools,” 175 N. State St., Aurora, Ill. 


DRILLS @ IMPACT WRENCHES @ SCREWDRIVERS @ TAPPERS ouvir 
NUT SETTERS @ GRINDERS @ SANDERS e BENCH GRINDERS LSlfrom ¢ 
POLISHERS e SAWS e HAMMERS e NIBBLERS (your 


BALANCERS e BELT SANDERS e VALVE SHOPS e ACCESSORIES (OisTAIBUTOR) 
FACTORY SERVICE BRANCHES IN 20 PRINCIPAL CITIES 
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Count up the Profit Advantages in 


e 
owe u fo it manufacturers who sell to 
industry through distributors. 





oth er 1 Attract other top-quality 
lines. CARBORUNDUM is an 


honored name among all 


advantages 


Z Represent the world’s 
best known brand name 
in abrasives. Customer 
acceptance for the brand 
name CARBORUNDUM is so 
widespread that it amounts 
almost to demand. 


4 Keep posted on the 
latest abrasive techniques. 
CARBORUNDUM broadcasts 
every new development, 
whether from its laboratory 
or a customer's shop floor. 


Only CARBO 


“Corborundum” is a registered trademark of 
The Carborundum Company, Niogara Falls, N. Y. 


Ad 
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the CARBORUNDUM Franchise... 


Many a CARBORUNDUM distributor counts COMPLETE-LINE SELLING the 
most important single value in his franchise. It’s far preferable to the practice 
of handling two or three abrasives lines from two or three 
different sources. Handling a// lines from one source is 

just good business practice— particularly in abrasives, 
where continual new developments in grinding and 
polishing techniques may logically call for a switch 

in method from grinding wheels to belts, or vice versa. 





+ Get practical answers 
to every technical question. 
Continuous counsel from an 
engineering staff with the 
world’s widest experience. 


5 Save time and money. 
Simplified stock control and 
reduced paper work are 
natural results of doing busi- 
ness with a single source of 
supply on a// abrasive lines. 


6 Develop keener, more 
valuable salesmen. Inten- 
sive sales-training courses 
at the CARBORUNDUM plant 
—plus a year-round flow 
of application information. 


7 Be well received by every 
prospect. CARBORUNDUM’S 
pin-pointed sales promotion 
and saturation advertising 
reach every key buying factor. 


MARK 


DISTRIBUTORS 


supply ALL abrasive products under ONE brand name 
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Your Customers will like © | 
this Easy to Clean, 
long-lasting Valve 


@ Designed for quick disassem- 
bly where frequent cleaning is 
necessary. Union bonnet adds 
strength; won’t distort body or 
threads when removed. Rising 
stem shows position of wedge; 
fluid not in direct contact with 
operating threads. 

High test bronze body and 
bonnet; high tensile rolled bronze 
stem; nickel-alloy solid wedge 
and seat rings. Sizes !4” to 3”. 
Steam: 200 Ibs. at 500° F; owa: 
400 lbs. non shock. 

These features make it easy to 
sell the No. 716 R-PaC Bronze 
Gate Valve. Write or call nearest 
R-PaC district office for further 
details. 


R-P&C VALVE DIVISION valves 


AMERICAN CHAIN & CABLE 


Reading, Pa., Atlanta, Baltimore, Boston, Chicago, Denver, Getroit, Houston, 
New York, Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 
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How to keep new customers 
coming your way 


Za 


LE 








a 


The ‘yellow pages’ of the telephone directory are ideal for bringing 
in new customers. 


Buyers of industrial firms regularly use the ‘yellow pages’ 
to find where to buy the products and services they need. 
Do they see your name at classifications 

that cover the brands, products and services you sell? 

The Directory Representative will gladly help you 

plan effective ‘yellow pages’ advertising as he has done 

for hundreds of businesses. Why not call him today? 


For further information call your local telephone business office 
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YOU are the Pattern . 


aos for B-RIGHT-0 4 
“ a | SOCKET SCREW, » 













\ 


‘industrial distributor does not live on a one-way 
. . with all traffic flowing to his customers. To back 





3 him up he must have his supplier giving the same 

' prompt service and assistance to him that his customers 
expect from him. 

Brighton gives this service to its dealers, the kind of 

Speration that simplifies your sales job. A compact, 

fast-on-its-feet organization devoted exclusively to 

manufacture and sale of top quality socket 


screw products, Brighton is behind you all the way. 


ee °* the service 
you like to give... 
with B-RIGHT-ON! 


e@ Socket Set Screws 

e Socket Head Cap Screws 
e@ Socket Pipe Plugs 

e Socket Head Stripper Bolts 
e@ Socket Screw Specials 

e Socket Screw Key Kits 





Write for Details . . . on the 
B-Right-On line of premium 
Socket screw products. 


on - 


us ayy 


ay 
ae one 








Carry an Atkins Silver Steel Hacksaw Blade on every 
call. Just put it in your customer’s hand. Urge him 
to run his thumb lightly along the cutting edge, to 
hold it up to the light and look at the teeth, to check 
it with a straight-edge. 

You don’t have to get technical. He'll recognize 
that this blade has bite—keenness, balance and per- 
fect set. He'll notice that tooth matches tooth, point 
for point, depth for depth, angle for angle, with com- 
plete uniformity. 


You don’t have to prove its performance, economy, 


endurance. Thousands of manufacturing operations 
swear by Atkins Silver Steel to cut upkeep, downtime 
and total costs. 

You really don’t have to “sell” it at all—just men- 
tion Atkins hacksaw blades on every call. Complete 
coverage, hand or power. 


ATKINS SAW DIVISION, BORG-WARNER CORPORATION, INDIANAPOLIS 9, INDIANA 


BV (Successor to E. C. Atkins and Company) 


Le thw ita Mins Silon Soll in 
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"FEATHERWEIGHT” 85% MAGNESIA 
helps Buffalo General Hospital fill its 
need for abundant hot water! 





; 


Starting with the five hot water tanks 
and connecting steam lines above 
“Featherweight” 85% Magnesia pro- 


Magnesia is part of over 10!% miles 
of K&M Pipe Insulations, including 
K&M Air Cell for hot water lines 
and K&M Duplex for cold water 
lines. “Featherweight” 85% Mag- 
nesia was chosen because it can 
withstand temperatures up to 600°F. 


without loss of insulating value... 


tects the heating system of the new 10- 
story hospital addition, holding heat 
loss to a minimum. The tanks are 
covered with ‘‘Featherweight” 85% 
Magnesia blocks under a finishing 
coat of K&M Asbestos Cement; 


is economical in first cost and in 
the steam lines are insulated with 


easy, contour-fitting application .. . 
machine fitted “Featherweight and is reliable over the years, without 


maintenance. 


sections 


Here 


It will not lose its 
“Featherweight” 85% insulating value due to alternate 
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Buffalo General Hospital, Buffalo, N. Y., depends on “Featherweight” 8594 Magnesia to 
provide lifetime insulation for its five large hot water tanks and steam lines to heaters. 
insuletion Contractor: £. |. EDDY, INC., BUFFALO, N. Y. 


heating and cooling, and, being min- 
eral in nature, won’t burn. In combi- 
nation with highly heat-resistant 
K&M_ Hy-Temp Insulation, it is 
efficient for 
to 1900°F. 


temperatures up 


Depend upon “Featherweight” 85% 
Magnesia, an insulating standby for 
60 years, to satisfactorily meet exact- 
ing insulation requirements. We'll 
gladly send you further information. 


Nature made Asbestos... 
Keasbey & Mattison 
has made it serve 
mankind since 1873 

® 


KEASBEY & MATTISON 


COMPANY © AMBLER © PENNSYLVANIA 





For customers who want the best—the easiest to read 
Feature NOW the K&E Favorite WYTEFACE* Steel Tape. It’s 


easier to sell because it’s easier to read. Black on white, foot mark- 
ings in red. Men who want the best in steel tapes go for it. Favorite 
comes in 25’, 50’, 75’ and 100’ lengths, to suit every measuring need. All 
rugged, strong, rust-proof. It’s the first choice for sales! 


*Trade Mart 


KEUFFEL & ESSER CO. 


EST. 1867 
NEW YORK « HOBOKEN, N. J. 


CHICAGO « ST.LOUIS « DETROIT «© SAN FRANCISCO « LOS ANGELES © MONTREAL 
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The Broad Versatility 


of Standard Carboloy Tools and Blanks Includes 
Machining High-temperature Alloys — Today, tita- 
nium and most other so-called high-temperature 
alloys, such as those used in jet-engine manufacture, 
can be machined more successfully with cemented 
tungsten carbide than with any other cutting mate- 
rial... a great majority with straight tungsten car- 
bide grades, such as found in Standard Carboloy 
Tools. Carboloy Tool engineers have intensively 
studied the machining of tough-alloy materials, and 
are able to present for your use the following: 


Usually the same Standard Carboloy Tools you 
would use on cast iron will work very well. For 


heavy, rough cuts select a tough “Standard” grade. 
For lighter cuts, use harder, more wear-resistant 
grades. High-temperature alloys tend to work- 
harden. Standard Carboloy Tools are ideal because 
they hold a good cutting edge. Tools should be de- 
signed to be as free-cutting as possible; top side rake 
should be greater than normal, and a very small 
nose radius used. Cutting speeds vary widely be- 
tween 75 f.p.m. and 600 f.p.m. Best feeds are .010” 
to .020” per revolution. 


For specific, detailed advice on your particular 
problem, write to us, giving full details. Our engi- 
neers will promptly give you their recommendations. 


52 INDUSTRIAL DISTRIBUTION © DECEMBER, 1952 








Left-hand tools not shown 


Standard Carboloy Tools give you top production 
af fop speeds...maximum return per tool dollar 


Not only do Carboloy Standards drastically cut 
your inventory, but actual production and cost 
figures compiled on an industry-wide basis in 
all types of shops prove beyond all question that 
Carboloy Tools 

. multiply production many times over 
. . . diminish tool and maintenance costs 

. outproduce, outlast steel tools up to 10 to 1. 


Your continuing quest for greater production 
at lower cost is aided by such specialized Car- 
boloy services as these: the Customer Training 
School, which shows your supervisory personnel 


“Carboloy” is the registered trademark for the products of Carboloy 
partment of General Electric Company 


how to get the maximum results with carbides; 
our wide range of training material — free 
manuals, technical charts, slide films showing 
techniques, and many others; and actual on-the- 
job instruction and assistance by our skilled 
tool engineers. 

Remember, too — your needs on “rush’”’ jobs 
are often answered by economical Carboloy 
Blanks, which may be quickly and easily brazed 
to tool shanks without waiting for specials. 

For further information, mail the coupon, or 
call an Authorized Distributor or a Carboloy 
Field Engineer. Is there a better time than NOW? 


Plants at Detroit, Michig Edmore, Mich 








aWORIS 
Yo XS 
CARBOLOY. 


CEMENTED #2} 
~~. Ga > 


~Riput© 


NAME 
COMPANY 
ADDRESS 
city 


Our Authorized Distributor is 


CARBOLOY 





Please send me, without cost or obligation, Carboloy General Tool Catalog, GT-250. 


POSITION 
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DISTRIBUTORS WANTED 


Several desirable territories still open! 











We are looking for more Celfor Distributors. The rapid 
growth of our industrial distributor organization in the past 
2 years is due in large measure to our distributor policy 
shown below. 

In some areas, our sales through industrial distributors 
represent 100% of our volume. On a country-wide basis, 
86% of our civilian business is being done through indus- 
trial distributors. 


Several extremely desirable territories are still open. Why 
not write us today about your territory? 


OUR DISTRIBUTOR POLICY 


1 We advise our Authorized Distributors of all inquiries 
and orders received directly from consumers in their 
territories and suggest to such prospects and customers that 


they order our products through our local Authorized Dis- 
tributor. 


2 We do not sell directly to consumers except in those 
few cases where the consumer insists upon buying 
directly from tool manufacturers. In all such instances, we 
co-operate with our local Authorized Distributor in his 
effort to obtain such business. 
3 We do not authorize more than one Celfor Dis- 
tributor in any given market unless more than one 
Distributor is required to adequately serve the consumers 
in the area. Furthermore, we will not add a new Celfor 


Distributor without consulting with the established Author- 
ized Distributor in the area. 





CELFOR TOOL COMPANY 
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“ or group’6f persons; act of meeting f =S 
the exacting demands of di Sol és 
and’ their customers in-a-way that | 
: benefits them; as in ‘the: ase of | 
Raybestos-Manhattan Sup} ying 


dependable dndustrial Rubber Prod- ~ 
ucts t6 “satisfied customers” through 


LS 
1 > 
a aa 
nes! 


RIM distributors. SYN. - Maintais 
high quality in superior ru 
products; e.g., Condor Transmission 
Belts, Condor V-Belts, Homocord 
Conveyor Belts, and Homoflex Hose. 


nm Business Week ond 47 industrial publicotions 


MANHATTAN RUBBER DIVISION — PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, INC. 


@Bha Key 


Flat Belts V-Belts Conveyor Belts Air, Water, Steam Hose Oil, Suction Hose Industrial Fire Hose 











Other R/M products include: Industricl Rubber @ Fon Belts @ Radiator Hose @ Packings @ Brake Linings @ Brake Blocks 
Clutch Facings @ Asbestos Textiles © Sintered Metal Parts @ Bowling Bolls 
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Industrial Supply Men you kn 


es. ap 
pea icen: See ho 
ow tell why... 


wins top billing 


for 


P-K Distributors 


You know these men. You Bae wn 


know what it takes to make any supply item 


rate best when the orders are counted. It’s 
teamwork ...day in and day out. 
Here they tell what features of P-K team- 


work impress them most. Here also, the 


camera records how this carefully planned 
cooperation helps the Distributor’s staff save 
time and score sales. 

This series of ads will illustrate the team- 


work of Parker-Kalon and P-K Distributors 
serving the important industrial areas 
throughout the nation. Read what they say. 
You'll see why P-K regards its “family” of . 
Distributors—the nation’s ablest supply spe- 
cialists—as one of its greatest assets. You'll 


"see, also, why the P-K franchise is so highly 


sales, for profits. Parker-Kalon Corporation, 
200 Varick Street, New York 14. 
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At R. C. Neal Company, Inc., Buffalo 
R. C. NEAL, President, says: 


"We value the trained engineering staff that lends 
assistance to distributors, educating their sales 
rsonnel and int ting customers’ requirements. 
D tester in this uawalb~en outstanding leader 
in quality—a leader in ee all sales through 
ther distributors—just naturally a leader, and 
everyone likes to be associated with leaders. That's 
why we sell P-K.” 
M. C. Wilcox (left), Adv. Mgr., and Harry Lock (right), 
Sales Mgr. of R. C. Neal Co., discuss current advertising 
and literature with Charles Simmons, P-K Field Man. 





At Caverhill, Learmont & Co., Ltd., Montreal 
L. H. EATON, President, says: 


“As a supply center for this important section of 
Canada’s rapidly wing industrial market, we 
are well aware of the opportunities for increasing 
fastener business. We know from experience that 
we can depend on active P-K cooperation in develop- 
ing this potential. P-K sales support is planned well, 
it is steadily maintained, onl au results show it 
works well.” 
At Caverhill Learmont, the camera finds Bill Stenger 
(seated in center), P-K Field Representative, in one of his 
frequent meetings with the sales group, discussing features 
of P-K products. 





At The Charles A. Strelinger Co., Detroit 
JACK FAILING, Sales Manager, says: 


“When you handle the variety of products and the 
big volume that we must to serve this area, you see 
many distributor policies in operation. We can 
evaluate them pretty accurately. The P-K Policy 
stands out for fairness, and we are particularly 
— by the way it is strictly observed. Parker- 
salon has a keen understanding of our particular 
needs. They come through regularly with able and 
sincere cooperation that saves time, sparks sales.” 
John W. Smith (left), Strelinger’s P. A, talks over 
effective use of P-K sales helps with H. F. “Pete” Mathe, 
P-K Field Representative. 





At A. Y. McDonald Mfg. Co., Des Moines 
EDWARD THOMPSON, Ind. Sales Mgr., says: 


“Parker-Kalon products offer manufacturers many 
opportunities to lower assembly and production 
costs. We know this, but for g fastener business, 
it’s necessary that the people we sell know it too. 
P-K advertising and sales literature helps a lot. 
But, to make sure, P-K provides well-planned in- 
struction for our own salesmen by assembly engi- 
neering specialists. And we know it pays.” 
Addressing a sales meeting, Norman Schlee and W. 
Spaulding, P-K Field Men, explain features and applica- 
tions of P-K Screws. Only a part of McDonald's large 
staff is shown. 








Te Quaginel SELF-TAPPING SCREWS 
(old-fory” SOCKET SCREWS 


AND OTHER FASTENING DEVICES 


t 
PRODUCTS 
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WAZING NEW TIME SAVER 


for production, service 
and maintenance work 


Millers Falls No. 555 
impact Tool Runs and 


Sets Nuts in 1/10th the Time 


leek, powerful, compact — this new No. 555 is the most remarkable, most 

ersatile electric tool ever developed. One demonstration is enough to con- 

ince even the most skeptical buyer that here is a tool with capabilities out of 
all proportion to its size. 

When torque resistance is low, it drives at a continuous 1900 r.p.m. When 
Resistance rises, it automatically shifts to impact action. 2000 powerful blows 

r minute exert up to 100 ft. Ibs. torque — ample to handle threaded parts as 
a as 53,” diameter under favorable conditions. 

With its rugged, powerful motor, it weighs only 63/, Ibs., is easily controlled 
with one hand. Built throughout for long hard service, this versatile new tool 
has tremendous sales potential in factories, garages and service shops of all 
kinds. Send for full informatiop. It’s one of the biggest profit builders we've 
ever offered — and another good reason for selling the entire line of Millers 
Falls high-performance electric tools. 

Mitters Farts Company, Greenfield, Massachusetts 


MILLERS FALLS 
TOOLS 


SINCE 


i868 ® 
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Stendord 1/2” 
square drive - - 
wide variety 
of attachments 


Runs, sets, loosens and 
removes nuts and studs 


Taps and threads 


Extracts broken studs 
and bolts 


Drives screws 





Pall No, he doesn't know 
«ee them all like a book... 


but ...there’s one phase of virtually every business 

which Lyon Steel Equipment Dealers know 

“from cover to cover.”” That phase has to do with 

helping their customers make the most out of steel 

equipment in terms of savings in time, labor and money. 
A highly diversified line of more than 1500 standard 

Lyon items enables Lyon Dealers to meet the varying 

needs of business, industry and institutions— better. 

A very few typical products are shown below. 

This and similar advertisements appear 

in Newsweek, Business Week, and leading trade 

publications, month after month. With so many 

products to sell to so many markets... 

and with this kind of advertising support 

—is it any wonder that Lyon Dealers sell 

thousands of dollars worth of steel equipment 

every month of the year? 





FACTORIES IN... AURORA, ILL, AND YORK, PA. 


LYON METAL PRODUCTS, INCORPORATED 


General Offices: 1253 Monroe Avenue, Aurora, Illinois 
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LET’S TALK ABOUT SPECIALS 


A Special must be made to specifications or to order. It requires special 
attention, special paper work, special tools—and takes approximately 
three times as long to make. It costs considerably more than a 
Standard, and deliveries take much longer. 


LET’S RECOMMEND STANDARDS 





Many Specials are unnecessary —can be readily replaced by Standards. 
Standards will save your customer money and time. They permit far 
better deliveries at reasonable prices. You, our UNBRAKO Distributor, 
will benefit through better inventory, better profits, and more satis- 
fied customers. Write for your copy of UNBRAKO Standards today, 
STANDARD PRESSED STEEL Co., Jenkintown 13, Pennsylvania. 


UNBRAKO socket screw DivisION 


JENKINTOWN ‘ PENNSYLVANIA 


fell ' 


Knurled Head Self-Locking Flat Head Shoulder oo 
Cap Screw Set Screw Cap Screw Screw 
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“Speaking of Profits... 
get the facts on 
R/M Packings”’ 


Distributors are never short-changed on profits when the order 
is for Raybestos-Manhattan Packings and Gaskets. There’s a fair 
profit on every item in the line... and the line is complete. 
Moreover, R/M Packings and Gaskets for maintenance purposes 
are sold only through authorized R/M distributors. Want to know 
more about R/M Packings and Gaskets ? Write today. 


PACKINGS 


RAYBESTOS-MANHATTAN, INC. 
PACKING DIVISION, MANHEIM, PA. 


FACTORIES: Bridgepon, Conn, Manheim, Po, No Chorieston, $.C , Crawfordsville, ind ; 
Passaic, NJ; Peterborough, Ontorio, Canada 


RAYBESTOS- MANHATTAN, INC. Manufacturers of Packings + Asbestos Textiles 
Mechanical Rubber Products + Abrasive and Diamond Wheels «Rubber Covered Equipment 
Brake Linings + Brake Blocks + Clutch Facings + Fan Belts + Radiator Hose + Sintered 
Metal Products + Bowling Balls 
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sell 
COF FING tik Tough-Spot 
uik-Litts 





Pick out the tough spots on your customer’s pro- 
duction line . . . key spots where a breakdown 
means a costly shutdown. Then show him how the 
Coffing Quik-Lift’s dependability really pays off. 
This hoist is a full-fledged production unit, built to 
stand up under hard assembly line use. Its “tough 
spot” performance soon repays its cost many times 
over in down time saved. If your customer starts 
one Quik-Lift on a hoist assignment where others 
have failed, he will do as many others have done — 
standardize on Coffing. 


For more information on Quik-Lift Electric 
Hoists, write for Bulletin A12E. 


COFFING HOIST 


COMPANY Bae safes el Rance Love, Hoi 
Mighty-Midget Pullers © Spur-Gear Hois 


Danville, illinois Differential Chain Hoists ¢ Load Binder ; 


1-Beam Trolleys 


SEE US AT BOOTH 1415—PLANT MAINTENANCE SHOW—CLEVELAND, JAN. 
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63 





before you say: 
wilt Mm 


‘it | ft 
| ar \ 


"4 
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Next time you have a call for a standard 
fastener product you don’t stock, check 
Lamson before you turn down the order. 
For Lamson & Sessions manufactures one of the 
most complete lines of fasteners put out by any 
manufacturer. Chances are we can fill your needs and 
make you a profit you might otherwise have lost. 


Listed above are most of the fasteners in the Lamson 


Line. Keep the list haudy and call us when we 
can be of service. 


The LAMSON & SESSIONS Co. 


1971 West 85th St. « Cleveland 2, Ohio 
Plants at Cleveland and Kent. Ohio + Birmingham + Chicago 
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at 


Complete! Preferred! Promoted! 


1. The Shield Brand line of cutting tools is 3. Shield Brand Tools are advertised in 
complete—one source of supply with un- leading trade magazines. 

divided responsibility to our distributors. 4, Promotional material is supplied to 
distributors. 





2. Since 1881 these tools have been 
specified and used by industry—a pref- 5. Our stocks at six strategic locations 
erence built on Foremost Quality. give fast service of supply. Tolerance Chart~ \* 
another Standard 
The Standard Shield Brand line is a good line to represent. promotional piece. 
Write for a copy. 


STANDARD TOOL (0. 2732" ono 


New York « Detroit + Chicago + Dallas + San Francisco 
THE STANDARD LINE: Twist Drills » Reamers « Taps + Dies » Milling Cutters » End Mills « Hobs » Counterbores + Special Tools 
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SCREWDRIVING .. 


. another assembly job done faster 
with Aro Tools! 


DRILLING with Aro Tool saves time in alpéti- 
bling toy locomotives. 


Athi. Sh $ 


-__ 
aw i 
8 a 
o : 

Snall size, light weight makes ARO Tools handy 
for close-quarters assembly. 


NP 


& 


| 
| 


\ Ae 


EN \\'aq 


does . 
ow 
NUTSETTING is simple, speedy, with Aro 
Tools and Balancers. 
"are bn 
aim § 


“ oe 


it 
e O 


& 


Easy to operate small, light weight ARO Tools in screw- 
driving or nutsetting. 


Here are some of the many ways that ARO Air Tools 
keep production rolling for Lionel Corporation .. . 
assembling a great variety of toys in their plant at 
Irvington, N. 

Let an ARO Field Engineer help you solve produc- 
tion problems in screwdriving, nutsetting, grinding, 
sanding, drilling, mixing, etc. Write ARO or see your 
ARO distributor. 

The Aro Equipment Corp., Bryan, Ohio 
Aro Equipment of Canada, Ltd., Toronto, Ont. 


The Leader! 
AIR TOOLS 
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Photographs token in 1/20,000 
second on a Draper X2 Loom at 
175 picks per minute. 


PICKMASTER Leather Pickers ore 
available in the standard sizes re- 
quired for Draper and Crompton 
& Knowles Looms. 


e 
ooo 


thy 


PICKMASTER* Leather Pickers do not bounce the shuttle 


CUT SHUTTLE COST 


No hot spurs 


STOP KINKY FILLING 


No shuttle-bounce 


REDUCE BANG-OFF 


(Perfect boxing 


INCREASE PROFITS 


CATALOG presents the 
complete line of Textile 
Leathers for weaving — also 
aprons and tapes. Ask for a 
~ i on your letterhead, 


These “split-second” photographs prove that a Pickmaster 
Leather Picker follows-thru in a long, sweeping throw that 
sends the shuttle swiftly and smoothly into the other box. 
There, another Pickmaster catches it without shuttle- 
bounce — moves back with it snug in the hole to the end 
of the lay. 

Pickmaster Leather Pickers do not retain and build up 
heat; do not catch fine filament. 

Follow-thru with Orange Line Loom Leathers. More 
than 50 types are available to help loom tenders get more 
yardage with less waste and down-time. 


second was [Corres Line Textile Leathers 


GRATON & KNIGHT COMPANY, Worcester 4, Mass. "% IE) DIXIE LEATHER CORPORATION, Affiliate, Albany, Ga. 
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HIGH SPEED STEEL 
TOOL BITS... 


bade 


These bits give you convenience 
economy, dependability 


AVAILABLE in a COMPLETE RANGE 
of TUNGSTEN and “MOLY” Types: 


SUPER PANTHER, PANTHER SPECIAL, ML, LXX, SUPER DBL and DBL-2 








Pocket Price List 
NOW READY! 


Just send a postal-card 
request—giving name, 
position, company, and 
address. Ask for “A-L 
Tool Bit Price List,”’ 
pocket edition. While 
you're writing, also in- 
clude the illustrated four- 
page folder, “A-L Mill 
Treated High Speed 
Steel Tool Holder Bits.” 
Yours for the asking. 


Write Today 
ADDRESS DEPT. !D-36 








These better tool bits, packed in the 
famous blue-and-gold boxes, are im- 
mediately available in standard sizes 
from stocks located at 28 convenient 
points throughout the country. 

Ready Made—this means that bits 
are: (1) already cut to correct lengths, 
with clearance bevel at both ends; (2) 
already heat treated uniformly by mill 
experts; (3) furnished with either reg- 
ular finish or ground finish; (4) in- 
spected individually for hardness, size, 
and surface. ‘“Finish-ground” bits are 


extremely accurate in dimension, en- 

tirely free from decarburization and 

scale, and ready for instant use u 

grinding the cutting point to desired 
a 


sh 7. 

ith six popular grades to choose 
from, you can cover a wide range of 
cutting needs by specifying these tool 
bits. informational service will 
be useful to you in selecting grades. 
Call A-L, or an A-L distributor. 
@ Allegheny Ludlum Steel Corporation, 
Henry W. Oliver Bldg., Pittsburgh 22, Pa. 


For complete MODERN Tooling, call 


Allegheny ony Ludlum (== 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1952 





Repeat orders...PYRAMID PROFITS 





When you handle a line that is on the upswing with a long list of important new users in your territory 
ties in with sales of related items...and, most important, builds up a steady volume in repeat 
orders —you have a distributors’ natural 





That's why you will want to get all the data on Williams IMPACT “Supersockets"® and Accessories 
(if you are not already stocking this money-making line). These are 
the products known for dependable quality that (1) Outperform ordinary 
power sockets. (2) Can be used with all types of power wrenches and 
nut runners. (3) Available in 7 square drives sizes...over 300 sockets 
and accessories. (4) Merchandised and advertised to your customers with 
hard selling copy that steers them to you... the Industrial Distributor. 


Get your share of this business by getting the facts first 


Write for our new catalog A-100. 


J. H. WILLIAMS & CO. 406 VULCAN ST. BUFFALO 7, N.Y. 
e Williams Open End, Box, Adjustable e Impact Sockets e Flange Jacks 
and Ratchet Wrenches e Tool Holders e Pliers 
e Detachable Sockets and Sets e Lathe Dogs e Screwdrivers 
e Chain Pipe Tongs and Vises e “C” Clamps e Hoist Hooks 
© Soft Face Hammers e Punches and Chisels e Eye Bolts 
e Crank and Balance Handles e Thumb Screws and Nuts Rod Ends 
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MOUNTED WHEELS 


First—Foremost—and 
Finest! The fastest 
turnover and the big- 
gest profit line in the 
abrasive field. Mini- 
mum space require- 
ments low stock 
investment ... higher 
profit margins. 


BOND WHEELS 


A real Chicago Wheel 
exclusive this new 

XL” Bond for car- 
bide tool and cutter 
grinding. Nothing 
like it on the market 

the answer to your 
diamond wheel short- 
age. All popular sizes 
and steel backs. 


Sales 


h the Chicage 


DISTRIBUTORS WHO Know SAY .<- 


CHICAGO WHEEL 
isa Peach of Ded ay | 


Ask any Industrial Distributor who sells Chicago Wheel products, and 
he'll tell you that year-in year-out, it's the top abrasive specialty line 
for him. His profit margin is larger and fully protected, and he’s never 
stuck with stock obsolescence or slow turnover. The Chicago Wheel 
line, moreover, is non-competitive on many items. And it’s backed by 
hard-hitting, consistent national advertising, helping to boost the fast- 
est growing company in the abrasive industry. If you are not satisfied 
with your present connection . .. if you want to get aboard a real money- 
maker . . . don’t delay . . . find out today why CHICAGO WHEEL is a 


Peach 





CHICAGO WHEEL 
Promotion Aids 


oture. e eering data 
thor 
etter sel 


Whee! line 


complete details 


of a Deal! 


GRINDING WHEELS 


Wide range of sizes, 
shapes and specifica- 
tions for every portable 
tool operation. The 
outstanding line from 
both quality and profit 
factors. Exclusive . . . 
“79E" Bond Wheels 
for faster production. 





CUT-OFF WHEELS 


Longer-lasting, stronger, 
more efficient wheels chat 
cut anything. Complete 
range of sizes and shapes to 
meet every demand. Bonus 
selling feature is 10% 
greater cutting efficiency . . . 
a competitive advantage 
available only with Chicago 


. Cut-Off Wheels. 


practica 





INTERNAL WHEELS 


Vital to today's urgent 
production require- 
ments... a real leader 
in the field. Better bal- 
anced to give better 
finishes. Available in 
all popular sizes for 
every 1.D. application. 


HANDEE TOOLS 
OF 1001 USES 


Top quality hand tools 
for shop and home use. 
Nationally advertised... 
nationally known. Wide 
range of models . . . plus 
more than 500 matched 
accessories for steady, 
repeat business, 








CHICAGO 
WHEEL : Mfg.Co. 


Dept. ID, 


1101 West Monroe Street + Chicago 7, Illinois 
Offices in Principal Industrial Centers 
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D> PROVING GROUND FOR 
REPEAT SALES 





ATLAS “PRE-TESTS” INSURE 


MAXIMUM SERVICE LIFE...CUSTOMER SATISFACTION 


Dynamometer torture-tests supply the final 
proof of strength, durability and extra serv- 
ice in Atlas “Super Life” Roller Chain. 
Here top performance is tested and checked 
... here is your assurance of long service in 
every foot you sell... customer satisfaction 
and repeat sales. 

The Atlas Dynamometer provides a com- 
plete test of Atlas Chain’s wearability, fa- 
tigue life, load-carrying capacity, and ability 
to withstand shock. As a result, you can be 


certain that every link of Atlas Chain will 
deliver extra years of trouble-free service. 

Make next year your best year ... sign up 
for the Atlas line. Atlas distributors from 
coast-to-coast have profited by the Atlas 
O.E.M. Plan, the profit making sales terri- 
tories and the teamwork cooperation of 
Atlas Sales Engineers. Roller chain offers 
the key to a multi-million dollar market... 
get your share of it with the Atlas Pre- 
Tested Line. Write today for full details. 


ATLAS CHAIN & MANUFACTURING CO. 


PHILADELPHIA 24, PENNA. 


ATLAS 





ROLLER 
CHAIN 














Escaping hexane vapors ignited by a welding torch caused this 
$250,000 fire at the Continental Grain Co., Columbus, Ohio. 





VAPORIZING LIQUID 
EXTINGUISHERS with 


In emergencies like this, quick action with buffalo VL Extinguishers can 
save lives and property. Instant action against dangerous vapors, flammable 
liquids and electrical fires is easy with Buffalo VL Extinguishers. Built-in Dryex 
assures quick, trouble-free action. It absorbs all traces of internal corrosion- 
causing moisture. The double-acting, corrosion-proof Graphitar piston is 
not affected by temperature expansion or contraction. Only Buffalo offers 
you all these protection features. Plus an unconditional two year guarantee! 

You know you sell the finest fire protection possible when you handle 


Buffalo's complete line. Find out now about Buffalo's exclusive distributor 
sales policy. Write today! 


UNDERWRITERS’ LABORATORIES AND FACTORY MUTUAL APPROVED 


BUFFALO FIRE APPLIANCE 
DAYTON 1, OHIO 
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The Distributor with the Complete Line of Jacks 
Can Always Supply the Right Jack for Every Job! 


Simplex Distributors — 
here is a vital sales point for you: 


You can recommend, without prejudice, the signed and engineered for definite purposes and 
jack that will work better, faster, more effi- applications, you are never forced to offer a 
ciently for each job for every customer. makeshift substitute. 


This is true because you sell the Simplex line Only with the Simplex Line can you offer such 
of jacks—the line that is by far the most com- unbiased service for best results in satisfied cus- 
plete. With scores of jacks available, each de- tomers, good will, repeat sales. 





Simplex Simplex Simplex 
LEVER Jacks SCREW Jacks HYDRAULIC Jacks 


. Ratchet Low- — . Standard Type 
ering and Trip Head and Ratchet Hole Self 
Available in a Rugged and dur- 
broad —_ of able — the safest, 
types and capaci- easiest-acti 
ties. All include screw en soy Available » X wide 
Simplex’s noted be had. range of s 
construction fea- 
tures, long life and 
devendability 

BOOTH NO. 710—PLANT Pas Tee Anes SHOW 

CLEVELAND, OHIO—JANUARY 1953 


LEVER © SCREW e HYDRAULIC SIMPLEX Makes ALL 3! 


And SIMPLEX Makes 


SPECIALS, Too! 
eo : Seem TEMPLETON, KENLY & COMPANY 


F done better with modifications . : 
i Bg X a ee 1036 $. Central . Chicago 44, Iilinois 


jandard ty 
makes all kinds a po AB jacks. 
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Tm PUT) i Ad be RIALS 


on a Distributor’s shelf... 


To a Distributor the name Firth Sterling answers 
every desired quality of a “good” line. With Firth 
on your shelf you sell an established reputation 
for top quality with these well known product 
trade names. 

Circle C High Speed Tool Bits 

Firthite Tools and Tips 

Globe and Invaro Tool Steel Drill Rod 

Invaro Flat Ground Stock 


OFFICES* AND WAREHOUSES: HARTFORD WEW YORK* DETROIT CLEVELAND 
DAYTON* PITTSBURGH* CHICAGO BIRMINGHAM* LOS ANGELES PHILADELPHIA* 


Firth Sterling, an industry leader, offers Distrib- 
utors on the job engineering . . . direct service 
from factory. Firth Sterling is proud of its sound 
Distributor sales policy which means greater sales 
and greater profits for you. You can carry no 
better line than Firth Sterling. 

A Firth Sterling Distributor franchise territory 
may still be available in your market. Write for 
details about our distributor profit plan. 


Firth Sterling Inc 


GENERAL OFFICES: 3113 FORBES ST., PITTSBURGH 30, PA. 
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Introducing three new 


. = TY" way ¥ wi y yurY : ce P 
0 B's NEW No. 16 LINE provides distributors 
with a money-saving threesome that cost-wise buyers will 


go for. Safe and dependable for working steam 





pressures up to 125 pounds—these husky composition 
disc valves can often be substituted for heavier and 

more costly valves. Stocking this new line of steam-bronze 
valves can also mean new business for O-B distributors. 
Recommend them wherever 125 pound 


steam service is employed. 


4206-V 


BRONZE GLOBES ° ANGLES ° GATES AND CHECKS FOR 4 INOUSBTRIAL SERVICE 
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% Century Branch Offices 
@ Century authorized service shops 


There's no costly delay or confusion, should a 
Century Motor ever need service. A glance at this map 
will show you why. 


Hundreds of trained electric motor repair men in established 
independent service organizations are located convenient to 
motor users throughout the United States. They are equipped 
to give Century Motors the same kind of skilled care that is 
used in their manufacture. 


They carry a stock of Century Motor parts, and also some 
standard motors to be used as replacements. These authorized 
Century service shops are authorized to render immediate 
decisions regarding warranty service on Century apparatus. 
Your customers will appreciate this reliable service organization. 


For a list of service stations—or for more information on your 
opportunities for success with Century Motors, write us today. 


TO HELP YOU 
SELL MORE 


Cae 


MOTORS 


NATION-WIDE 





AUTHORIZED 





SERVICE 


ORGANIZATION 





CENTURY ELECTRIC COMPANY « 1806 Pine Street, St. Louis 3, Missouri 


Offices and Stock Points in Principal Cities 
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Talk of the Trade 


WATER, WATER: That new B-Bar-W lodge that 
Briggs-Weaver Machinery Co., has just outside of Dallas 
(see last month’s issue) is really somethin’ but even 
though the Briggs-Weaverites now have three boats, 
there’s still no water . . . Dallas is going thropgh the 
driest period in its history. 


POLITICS: Well, did the election suit you? I had 
intended to make a forecast in this space but I still 
haven’t recovered from the flop I took on_ baseball 
so . . . now, of course, it’s easy to say I knew it all 
the time . . . Speaking of politics reminds me that 
Don McCorkindale (Chase & Cooledge, Holyoke) is a 
G.O.P. ward captain Dick Hemingway, Don's 
brother-in-law and colleague at Chase & Cooledge, is on 
the Republican City Committee. 





* 


OFFICIAL GREETER: E. Philbin (Phil) de Got (Chi- 
cago Latrobe) recently flew to Los Angeles . . . Enroute 
he chatted with a fellow passenger . . . They got to 
know each other pretty well and as they approached 
L. A., Phil informed his new found friend that he knew 
only a few business friends in L.A. and added: “My 
California man is going to meet me with his car; ride 
downtown with us and we'll all have dinner together” 
... The traveling friend agreed . . . However, Phil had not 
bargained with Frank Miles (Garrett Supply) . . . On 
a previous trip East, Frank and Mrs. Miles were met at 
the Chicago airport by Phil at 6 a.m... . Mrs. Miles 
was determined that when Phil visited California that 
he, too, would be met . . . She was right on hand and 
when Phil stepped off the plane with his friend, Mrs. 
Miles rushed. up and greeted him enthusiastically .. . 
You can imagine the look on his  friend’s face when 
he saw Phil being greeted by a woman after having said 
he had only business acquaintances in L.A. 


GOOD NEWS: Yvonne Lohn, daughter of Al Lohn 
(Ducommun Metals, Los Angeles), is really making 
progress after being stricken with polio last summer . . . 
She now stays out of her iron lung 12 hours each day 
. . . That is really good news. 


CONGRATULATIONS: We're «all rootin’ for you, 
Senator Purtell . . . Our industry has a real Washing- 
ton representative now. 








NO SMOKE: H. A. Tumer (Garrett Supply, Los 
Angeles) probably is smoking again these days but it 
won't be for long . . . Each year he joins in a no-smok- 
ing pool that goes from Jan. 15 to Dec. 15 . . . Anyone 
who falls by the wayside pays each other member of the 
pool $25—rather an expensive smoke, ch. 


A CHRISTMAS STORY: It was at the company 
Christmas party of George J. Fix Co., Dallas, last year 
that George Fix Jr., introduced a system of making the 
staff conscious of salary deductions . . . The annual 
party was at its peak when George announced that 
bonuses would be distributed . . . Everyone, naturally, 
was enthused . . . The first name was called and the 
recipient stepped forward but just then there was an 
interruption . . . The door crashed open and Santa 
Claus, dressed as Uncle Sam, rushed in and demanded 
that he share in the bonuses . . . George, of course, 
agreed and instead of giving each person one check, he 
handed out two—one made out to Uncle Sam and 
representing the salary earner’s income tax deduction 
. . . Each employee then turned his second check over 
to “Santa Claus”... 


THOUGHT FOR THE MONTH: Naturally, there’s 
only one: Merry Christmas to you from INpusrriat D1s- 
YRIBUTION'’S staff. 


R.W.B. 
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\ In the Spirit: 





of the Season... 


a year-round endeavor 


. ++» promoting good will 


The keynote of the Holiday Season is “good will”. Promoting 
good will for Jenkins Distributors, however, is for us a pleasurable 
task that knows no season. 

With this objective, we have prepared and published this year a 
complete campaign of six messages. They tell all industry over 
and over again how the Distributor helps the industrial buyer 
simplify his purchasing operations and save money. 

This campaign is one more chapter in Jenkins Bros. long record of 
championing the Distributor as an integral and indispensable part 
of the nation’s marketing system. 

Does this extra promotion deliver the planned results in good will 
and good business? For the answer, look over the list of Jenkins 
Distributors. All are top rated suppliers in the trading areas they 
serve ... all stock and sell the products in top demand . . . and 
all agree it pays, and pays well, to sell Jenkins Valves. 

Jenkins Bros., 100 Park Ave., New York 17. 





SELLING ALL INDUSTRY on the advantages 
of Distributor service, these six advertisements 


were published in BUSINESS WEEK, MILL 
& FACTORY, and PURCHASING, reaching : 
250,000 of the men who control industrial 


buying at all levels. LOOK FOR THE DIAMOND MaRK 


A portfolio of the complete campaign has 
been sent to each Jenkins Distributor. Indi- 
vidual advertisements, with his imprint, are . 
available for use as mailings to his own Jontine ry 


customers and prospects. 
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Tough. no-slip. textured 
surtace cover 


Seamless. non-charring 
asbestos brads 


% Good selling effort must be 
timely. 


% Good selling effort must be 
backed up by product 
performance. 


% Good selling effort must be a 
matter of policy. 


Heat- insulating, flex promoting rubber 


. Oy the right pores NOW! GET THIS EXTRA VALUE, SUPER DUTY 
| national albog Suni REPUBLIC ASBESTOS STEAM HOSE 


Extra economy through longer service, easier 
handling, higher, safer working limits!!! Repub- 
lic Asbestos Steam Hose is a safer high-pressure 
carrier, a more versatile and longer lasting low- 
pressure carrier ... a bonus-built hose for every 


steam handling requirement! Republic Asbes- 





tos Steam Hose is a typical example of how 
specialized Industrial Rubber Products can save 


you time and money. 


Your local Republic Distributor can help 
Sales Manager you lick any problem regarding selection, 
\ application and maintenance of Industrial 


EXTRUDED PRODUCTS Rubber Products. Write today and we'll 
| set up 8 communication system to keep 
you posted on developments affecting 
BEING your business. 


REPUBLIC’S 5-POINT SALES POLICY 


@ A LINE of rubber items sufficiently complete 
to permit effectively supplying the require- 
ments of the trade solicited. HO 

@ A QUALITY of product uniformly good and Since 190! 
capable of delivering service results that 
should d 





bly be exp MOLD UCTS 
A PRICE basis inducing and n.cking pos 


sible agg e P with reason 
able profit retur 





@ FREEDOM from competition from his source 
of supply. either direct or indirect, among 


the trade covered by his day to day so a 
licitations. > 


Selling helps of reasonable cmounts so that OTE LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1}, OHIO 
his sales force may be given the advantage Niro = 

of specialized training and a knowledge of ~ = 

the product sold. X INDUSTRIAL RUBBER PRODUCTS 
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Time ‘To Say Thanks 


r 
Pe Christmas season is here again, And soon we'll turn a new page to 1953. 


As this time of year rolls around, all of us, whether we are conscious of it or not, 
join in the spirit of the times. It is a season of good cheer, a season for the extending 
of good wishes and for the making of New Year's resolutions. This is a part of our 
heritage. And it is good. 


This is a friendly industry of ours. And for that we can be thankful. Let’s keep it 
that way. Let’s earmark some time at this holiday season to say or write the things we 
know should be said and written. 


During most of the time in a busy year a sizeable portion of our efforts is devoted 
to solving one problem after another. In many cases the problems arise because someone 
didn’t do what he was supposed to do.. Or he didn’t do it at the time it should have 
been done. To get things straightened out, you may have to tell somebody off. Because 
of the time spent on this sort of thing, we tend to get a feeling that everything is in an 
awful mess. 


But what about the people who do a good job year in and year out—and they'll be 
the great majority. Do they get overlooked in the shuffle? The chances are they do. 
They give you no trouble so you take them for granted. Yet with them the unex- 
pected and deserved pat on the back can be a mighty warm and rewarding experience. 


For each of us, there were many occasions during the past year when we should have 
taken out a few seconds to say thanks. Let’s do it now. Our industry is built on close 
personal relationships—manufacturer and distributor, distributor and salesman, salesman 
and customer, and combinations of all three. In all these relationships there are plenty 
of opportunities to write the short personal notes of good will that mean so much. 


As the magazine of this industry, we on the staff of Inpustria, DistriBuTION say 
thanks to all our many friends for the favors that have come our way. We prize and 
cherish this friendship. Indeed, we’re mighty fortunate to have such a swell bunch of 
people to work for and with. 





Our best wishes for a most happy Christmas season and for a prosperous New Year. 


Ratt: K heal 


Tee ve re re ee 
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How to Increase 
Effectiveness of 
Inside Salesmen 





LHE INSIDE SELLING JOB 


contribution to 


can make a 
increased sales and 
lower selling costs says Jack Sweeney 
of Onondaga Supply Co., Svracuse, 
N. Y., an inside salesman bv choice 
The answer is the development and 
use of a positive ittitude by 
mside men 

Mr. Sweenev likes selling; he be 
lieves in the importance of his job 
ind that it offers manv creative selling 
opportunities. If you ask Frank Grun 
der, sales manager, about it, he'll tell 


selling 


82 


vou that Mr. Sweeney practices what 
he preaches—and it works. 

Mr. Sweeney doesn’t confine him 
self to the basic functions of taking 
ders and answering inquiries. In 
than 10 vears in the indus 
trial supplv business, he has learned 
quite a bit about products, customers 
ind selling. His ideas aren’t idle the 
orizing. He has studied his job and 
he has studied selling. During the 
war, he had to serve a vear selling on 
the outside which gave him insight 


his more 
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KEY TOOL of the wiside salesman 
is his telephone. Jack Sweeney, On 
ondaga Supply Co., Syracuse, N. Y., 
who is an inside salesman by pref 
erence, lets the customer set the 
tone of the interview—and reacts 
accordingly 


into the front line problems of selling. 
When he returned to the inside (vol- 
untarily) it was with a new apprecia- 
tion of the job’s importance and with 
1 new concept of its functions, dom- 
inated by the selling angle. 

There is no difference, to Mr. 
Sweeney, in the objectives of outside 
and inside salesmen. Both are “‘sales- 
men” and integral parts of a sales team 
out to “sell” products and service. 
he difference comes in the way they 
have to work. The outside man has 





the advantage of personal contact and 
observation of the customer and his 
activities. The inside man’s contact 
is confined to the telephone—with a 
voice, so to speak—which obviously, 
is a disadvantage. 

This disadvantage to the inside man, 
however, should be no barrier to sell- 
ing effort. It can and should be 
neutralized. On the other hand, there 
are some inherent sales opportunities 
in phone work and these should be 
developed. 

The need for creative selling effort 
by inside men, Mr. Sweeney as is 
implied in the fact that surveys have 
shown that outside salesmen spend 
only a fraction of their working time 
actually with customers because of 
travel and other duties. Obviouslv, 
each time a customer or prospect calls 
an inside man, he is giving the “sales 
team” a chance to spend more time 
with him. The idea is to take ad 
vantage of this added customer time 
after taking his order or answering his 
query 

Mr. Sweeney points out that an 
outside salesman calls on a customer 
once a week, once every two weeks or 
once every three weeks, as the case 
may be. This same customer often 
calls the inside man several times be- 
tween these visits. Why not take ad- 
vantage of these extra chances “at 
bat’’? 

Whenever possible, Mr. Sweeney 
tries to make the most of the calls he 
gets. After disposing of the immedi- 
ate business of the call, he has some- 
thing to add. Is the customer buying 
enough for his needs? What clse can 
he use? Is the customer supplied with 
the other items he usually buys? Has 
he thought of related items vou can 
supply? Anvthing new going on? 
Has he heard about a new item which 
he could find useful in his plant? 

The answers are valuable to an out 
side salesman in developing sales, and 
equally valuable to the inside man for 
the same reason. It’s the wav to 
build up orders and to develop new 
ones. 


How To Do It 


Mr. Sweeney has three suggestions 
on how to develop a positive selling 
attitude among inside men 


1. Visit the customer's plant and 
meet him personally. 


Take advantage of every facility 
offered to learn about your com 
pany’s products, applications, 
sales objectives, sales policies, 
and services. 


. Develop and use practical selling 
psychology in your phone work. 


GETTING TO KNOW YOU-—Mr. Sweeney tries to meet personally as many cus- 


tomers and key personnel as he can; never passes up an open house invitation 


THE CUSTOMER becomes more than a telephone voice to Mr. Sweeney after he 
has studied his plant operations and learned his problems at first hand 


AS AN INSIDE SALESMAN YOU SHOULD: 


Visit plant—meet customer personally 


Getting to know customers person 
ally—what they look like, their habits, 
their personality, their plant, their 
products, their equipment—offsets 
considerably the disadvantages of sell- 
ing over a phone. The customer be- 
comes something more than a name 
or a voice. He is then a human being 
you can visualize and regard with im- 
portance. 

And this acquaintanceship works 
magic with your own phone person 
ality. Automatically your voice takes 
on a tone conveying greater interest 
in him and his problems. You greet 
him friendlier, you may refer to some- 
thing you and he talked about. The 
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stiffness and formality of talking to a 
voice evaporate and all because you 
have met the man you're talking to. 
It’s as simple as that. 

Mr. Sweeney goes out to meet as 
many customers and key personnel as 
he can. Sometimes he calls with one 
of the salesmen, sometimes he arranges 
his own calls with the persons he deals 
with over the phone. Then there are 
social functions—picnics, company 
dances, celebrations, open houses—to 
which he never passes up an invita- 
tion. Over the years, he has managed 
to catch up with the outside men if 
this respect. It pays. 

(Next page, please ) 








How To Increase Effectiveness of Inside Salesmen (Cont'd) 


OUTSIDE SALESMEN F. G. Polsin and George Heryan 
De Martino and Jack Sweeney on what cus- 
ie doing and planning—illustrating “Sales Team” idea. 


tip off ° Dec 
t 


a 


NEW PRODUCTS are explained by manufacturer's man 
to Elmer Haas and Jack Sweeney, an illustration of the tele 


phone man’s rule 


AS AN INSIDE SALESMAN YOL 


Learn everything possible 


Mr. Sweeney believes in getting the 
most out of the training facilities of 
fered by his company. The inside man 
should get the same training and in 
struction in selling technique, prod 
uct knowledge, product application, 
selling points, that the outside men 
gets. He should attend factory schools 
as well. He has to have the same con 
fidence in product selling that the out 
side men have 

In addition to this, the inside man 
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Keep abreast of your company’s lines.” 


SHOULD: 


should be indoctrinated with sales pol 
objectives, services and 
should be kept informed of sales 
analysis reports and discussions, inven 
tory status and trends. 

With all this in hand, there remains 
only the job of close liaison with the 
outside salesman. Mr. Sweency likes 
to discuss proposed calls with the out- 
side men to find out any number of 
things—what the salesman is concen- 
trating on, what the customer is in- 


ICies, sales 


DELIVERY INFORMATION is as 
inside man as to the man on the road, Ralph Way, buyer, 
goes over the situation often to keep Mr. Sweeney posted, 


SALES ANALYSIS figures are discussed with Jack Sweeney 
by Frank Grunder, sales manager, who keeps entire staff 
informed on Onondaga Supply Co.'s sales objectives 


important to the 


about your company’s lines. 


terested in, what the prospects are, 
what customers are doing, conditions 
at the plant, etc. 

In return, Mr. Sweeney keeps the 
salesmen informed of what the cus- 
tomer is buying, what he is thinking 
of as far as Mr. Sweeney is able to 
determine, what trouble he is having, 
changes in orders, cancellations, 
changes in personnel. He doesn’t wait 
until the next day but gets in touch 
with the salesman as soon as possible. 





AS AN INSIDE SALESMAN YOU SHOULD: 


Use practical selling psychology in your phone work. 


Practical sales psychology is too fancy a term for what 
Mr. Sweeney considers merely “common sense” on the 
phone. It consists of unwritten rules he has formulated 
from his experience in dealing with customers and pros 
pects, regardless of whether he has met them or not. 

Ihey may seem basic (Mr. Sweeney agrees) but each 
time he has forgotten them he has had to repent. Just 
to give you an idea, here are some: 

1. In answering the phone, always give your full name. 
Give the caller the choice of being formal or familiar. 
If he calls you “Mr.”, he’s being formal; if he calls you 
“Jack”, he’s being familiar. You can take your cue from 


that much, depending on who the customer is and what 
he’s like. 


2. Never “kid“ with a customer or prospect at the 
outset. It avoids embarrassment, bad impressions or beth. 
He may be in a deadly serious mood if he’s faced with 
an emergency. Or he may have a touch of dyspepsia. 
Some customers who are ordinarily all charm have bad 
days too. As far as possible, let him set the tone of the 
interview and react accordingly when you're pretty cer- 
tain about it. 


TS weet yp 


3. Never permit a caller (customer or prospect) to hang 
up with a feeling that his call was futile. Leave ’em with 
a smile. Whenever possible, try to do “something” for 
him, particularly if it is an out-of-town call. If you're 
out Pi stock, or don’t handle the item he wants, offer 
to get it for him or tell him where he can get it. Check 
your company policy on this to see how far you can go. 
Mr. Sweeney keeps his INpusrriaL Distripution’s Mar- 
KETING AND Propucts NuMBER on his desk just for this 
purpose. It may be that you cannot possibly do anything 


for him on a first call but everv effort should be made 
to do something on the second call. Most of the time 
it’s your last chance, particularly with prospects. 


Mpa PO eer rr errr 


<—T ‘ 


4. Try to give the caller the impression that his call was 
welcome and that he can call any time. To a large 
extent this is accomplished by the earnestness and sin- 
cerity with which you try to do something for him. 
Sell him the “idea”. Suggest to him that The call for 
product information, advice or prices whenever he needs 
it. 


Ca row 


Be 
en phe.» 


5. Try to ascertain the value of a potential order on 
an inquiry before going any further. It may mean the 
difference between a large order and none at all. Just 
to illustrate the idca, Mr. Sweeney tells of receiving a 
call from a customer who asked if he had a certain kind 
of washer in stock. Mr. Sweeney answered by asking 
the customer how many he needed. The customer 
wanted 150,000! Quite a different story than if he 
needed only a few boxes. Had he checked stock and 
found he was out of that particular item he could have 
lost the order. 

6. Mention related items whenever possible. Mr. 
Sweeney points out that this gives the inside man a 
real chance to follow up on the outside man’s selling 
effort. Outside salesmen trying to sell a piece of equip- 
ment will concentrate on this item to the exclusion of 
accessories and tools in order to keep to the main sales 
point. Usually this is not a quick sale but, if the inside 
man is kept informed of the progress of the deal, he can 
do a good support job by mentioning accessories and 
tools to go with the equipment whenever the customer 
calls for information, literature, etc. 
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Langdon Industrial 


Supply 
Co., Chicago, has developed 
a system of storage and stock 


control which combines . . . 


Nalety 
Simplicity 
Speed 
Accuracy 


> 
IS 
“THIS STOCK SYSTEM 


our scTCw 


Cake 
has mad 
prohtable say 
H. S. Langdon, president in charge of 
sales, Langdon Industrial Supply Co 


business 





“PUT PALLETS 


safety and 


ON RACKS for 
onvemient 
Berne J}. Lavender 


of the firm 


storage,” sug 
gested secretary 


treasurer 


TOP PALLET rests nine feet high; load reaches up to 12 feet. Strong enough for 


2,000-Ib. load, in the interests of safety, racks are limited to half of that 


Fork truck 


is counterbalanced to insure 1,000-Tb. maximum load 


LANGDON INpuUsTRIAL Suppriy Co., 
Chicago, a company which specializes 
in fastening devices, has originated a 
method of stock-handling which it 
considers to be both efficient and safe. 

It involves the use of a fork lift 
truck and numbered pallets placed on 
fixed steel racks. Containers stored on 
the pallets have fastened to them car- 
bons of stock records which are filed 
in the office. 

Use of racks for the pallets was sug 
gested by Berne Lavender, secretary- 
treasurer of the company which is 
headed by Howard S. Langdon. These 
steel racks, made of welded angle 
irons, make it possible for the com- 
pany to pile stock several feet higher 
than usual when pallets alone arc 
utilized. ‘The idea has two other 
obvious advantages—irregularly-shaped 
containers can be stored together since 
the load above does not rest on them, 
ind under-loads may be removed when 
desired without shifting the loads on 
top. Added to this is the safety factor, 
in important point to be considered 
where high stacking is necessary to 
CONnSCTVC space 

Going a step farther, the company 
found that, with these permanent 
racks, the pallets could be numbered, 
giving each a permanent position in 
the warehouse. This gave a key to 
location of stock—instead of storing 
material according to type and size 
the way it’s listed in the catalog, for 
nstance) it was simply placed wher 
ever there was a vacant pallet, and the 


pallet number recorded on the inven 
tory control record. 

The stock control card was made out 
in duplicate—one filed in the office, 
the other affixed to the stock con 
tainer. This provided a double check 
on the count—one made on office rec 
ords; the other, a physical count, in 
the warehouse. 

“It’s been my experience,” said 
Mr. Langdon in reference to this 
method of storing stock, “that the cus- 
tomer doesn’t order according to the 
sequence in the catalog. My men find 
it easier to store and locate stock now, 
and our orders are filled many times 
faster with this numbered-pallet 
method.” 


Zoning System Used 


Stock containers are identified, of 
course, and the sizes plainly marked 
but location is achieved by means of 
pallet numbers—the warehouse _ is 
broken up into zones, and the only 
confusion met has been in that small 
part of the warehouse which has not 
vet been converted. 

“We had the ‘keg-falling problem’ 
in our other building,” Mr. Langdon 
said, “plus the danger of men strain 
ing themselves.” Thus Langdon In 
dustrial Supply placed a high value on 
safety when it came time for them to 
streamline their warehouse procedure 

they are highly satisfied with the re- 
sultant high safety record of their 
stock room. 

Following its policy of constant im- 
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ZONING OF WAREHOUSE AREAS enables the seven 
warehouse men working under Administrative Manager 
William B. Kipping, to store stock in the order it comes in 


NUMBERED 
position on racks 
bered pallets 


provement of the system, the compan 
is now converting its proc edure so that 
the stock control cards start from the 
original purchase order. This will halve 
paper work, and will give a 
record from the beginning 
Ihe one-story, reinforced concrete 
floor warehouse, is of the trussed roof 
type—a kind of building which often 
necessitates wasted space. The racks 
have enabled Langdon Industrial Sup 
ply to store stock almost to the trusses 
and, in an effort to utilize the remain 
ing area, thev have been conferring 
with an architect to see if it is practical 


concise 


PALLETS are always returned to same 
Zoning aids in locating specifically num 
System is impressive in its simplicity 


useful company 


numbers 


to make shelves out of the 
store slower moving stock 

Seven men are emploved in_ the 
warehouse under Administrative Man 
ager William B. Kipping. When the 
company first purchased its fork lift 
truck, thev thought it would be only 
infrequently used—it’s in constant de 
mand, however, and thev are now con 
sidering the addition of another. 

As to cost, thev feel that the eff 
ciency the system has made possible 
has more than repaid the time and ex 
pense involved. Mr. Lavender figures 
that each rack cost approximately ten 


trusses to 


FORK TRUCK used in conjunction with pallet racks is so 


is adding another. Sales Trainee John 


Lumley stores a load in the main warchouse, one of four 


STOCK CONTROL CARDS, handled by William L. 
Broome, are filed in office under item and size; include pallet 
Duplicate is attached to warehouse container 


dollars, which includes cost of the 
angle iron, labor, and welding. Pallets 
ire of the expendable tvpe which come 
with shipments of tin plate 

“This system conserves space; gives 
us speed and accuracy in storing and 
locating material; increases the safety 
factor,” Mr. Langdon said. “We spe- 
cialize in fasteners—not an casy item 
to handle because of size and quantity. 
But our customers have learned that 
we can fill their orders quickly and 
accurately—and that’s means money in 
our pockets. It’s made the screw busi- 
ness a profitable thing.” 
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Working Music” Praised 
By Distributor Employees | 


The Pidgeon- T homas Iron Co. 
| Memphis, Tenn., has installed piped- 
\ iy music 1 its general offices, book- 
| keeping, engineering, drafting, multi- 
\ graph and sales departments. 

A survey made by the firm indicated 

that 100 per cent of the employees like 





music while they work; 98.9 per cent 





believe the soothing melody helps re- “Music gives me o lift <= ' 

peps me u ift instead of fati 
makes the ume go faster. Supervisors | day in a path yh go home to ay take It really 
report that it breaks the monotony of very much.”—M me of mind, which sband every 
ne te 2 Dept. rs. Marguerit pleases him 
work; decreases tiredness ; and, in gen- ite Woods, Multigraph 


eral, raises employee mor ale. 





lieve fatigues 92.4 per cent say it 





The music provides a harmonious 


2 
_the listener '5 not con- Mu * 
ic being i] rl 
min as 


and there is no radical change 


tempo. It plays for @ half-hour, then 








goes off for a half- 

A visitor to the ids “E88 
wonderful —1 even 

ence in the tone of 

are good humored and: speak very 
pleasantly.” 





























“Relieves the i 
a strain when o 
eth phone ar [om mes he dy se mu 
now how we ever did pont yore 
uch work 


without it “_B 
IN "—Burt Coh 
DUSTRIAL DISTRIBUTION * DECEMB le, Telephone Sales Dept 
ER, 1952 ; 


























“It’s a good nerve tonic. The music keeps the peo- 
ple in my department in a better humor and makes 
for greater efficiency.”—Al Lorence, Drafting 
Dept. 


Work of Distribution 


“| notice that those who clean our offices are doing 
a better job and spend more time in cleaning up 
spick and span. The music stays on at night as 
long as they want it.”—Russell Peete, Assistant 
Sales Manager. 


























“Music while we work breaks the monotony, and it 
keeps our minds from wandering away from the 
work at hand.”—Charlie Bull, Engineering Dept. 


“Music is soothing but not too relaxing while | work 
—I feel good now, at the end of the day.”—Lloyd 
Duncan, Cost and Price Dept. 
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THE SELLING BEGAN when during his regular calls on 
H. J. Zeck, Allis‘Chalmers’ purchasing agent, John D 


Mitchell, Jos. Woodwell Co., Pittsburgh, showed samples 
of wire-rope slings, gave full details of characteristics. 


Salesman’s Service: Best Part You Don't See 


As in the iceberg’s case, the best part 
of the service a skilled salesman renders 


a customer is under the surface 


AT OFFICE Mr. Mitchell pores over sling blueprints he 
had prepared. A former mine manager, he had years of han 
| it the disposal of Allis-Chalmers 


dling expenence t put 


['HE BEST SERVICE is performed inconspicuously—and 
that goes for a distributor salesman quite as much as for 
a gentleman’s gentleman. Which brings us to the case 
of John D. Mitchell, Joseph Woodwell Co., Pittsburgh. 

Mr. Mitchell’s selling specialty is slings, a simple 
item when glanced at hurriedly, but exceedingly complex 
as far as details and applications are concerned. It’s 
here where Mr. Mitchell shines, and also where the 
se.vice he renders a customer is inconspicuous because 
it’s backed by years of materials handling experience, first 
as a coal mine superintendent then as an employee of 
Dravo Corp 

Mr. Mitchell's skill with slings showed up recently, 
when Allis-Chalmers Manufacturing Co.'s transformer 
plant in Pittsburgh switched to using wire-rope slings. 

Whether or not Mr. Mitchell's regular calls on H. J. 
Zeck, Allis-Chalmers’ purchasing agent, had anything to 
do with the change over, no one is prepared to say. Let 
it be said, however, that Mr. Mitchell’s painstaking sales 
presentation (complete with sample slings) on these 
occasions furnished Mr, Zeck with a complete picture. 

Allis‘Chalmers’ engineering and safety departments 
had already worked out the basic details of what they 
wanted in slings. When they were ready to go ahead, 
therefore, Mr. Mitchell was put in touch with R. L. 
Bartlett, the safety supervisor, and together they went 
over to the transformer assembly plant. 

Here the plant superintendent, W. D. Varley, de 
scribed what was required—slings capable of handling 
big, extremely delicate transformer cores. A core must 
be lifted from the floor by an overhead crane, then 
lowered into the oil tank that jackets it. The core must 
be lifted absolutely straight, otherwise it can be severely 
damaged by striking against the tank. 
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INTO PLANT went Mr. Mitchell with R. L. Bartlett, 
safety supervisor (left) and W. D. Varley, transformer assem 
bly superintendent, to study handling problems. Here they 
examine new four-legged slings Mr. Mitchell sold 


It was Mr. Mitchell's job to check Mr. Varley’s calcu 
lations (which included the usual five-to-one safety 
tactor) and tell him what Woodwell’s supplier could 
do for him. Mr. Mitchell took the specifications back 
to his office and drew up blueprints, which he later 
submitted to Mr. Varley. Shortly after, Woodwell 
received an order for several 35-ton, “four-legged” slings 
with grommets 

At the same time, Allis-Chalmers’ winding plant re- 
ported a handling problem involving transformer bush 
ings, the heavy porcelain parts through which a trans 
former's vital power connections pass. ‘These parts have 
to be handled as gingerly as a Sunday-best teacup. Into 
the bargain, they're top-heavy, with the all-important 
porcclain on tcp, and the lifting hooks attached to the 
metal base 

With Mr. Bartlett, Mr. Mitchell talked things over 
with W. M. Danver, superintendent of this plant. They 
finally agreed on a two-legged sling with oblong links at 
the cuds. The links would slip over the lifting hooks at 
the bushing’s bottom and extend up high enough to let 
the cable clear the porcelain. With the five-to-one safety 
factor prescribed by Mr. Bartlett, the slings would each 
be rated at 900 Ibs. capacity , 

Here again, Mr. Mitchell blueprinted the sling design, 
finally had it approved by Mr. Bartlett and Mr. Danver 

Mr. Mitchell would be the first to deny that the serv 
ice he performed for this customer was extraordinary. 

This is inconspicuous service, a product not of train- 
ing alone; but of a salesman’s experience prior to selling, 
the ability because of the experience to help a customer 
in the application of products. It’s one of the “intangi 
bles,” so to speak, a distributor should look for in all his 
salesmen 


BUSHINGS for transformers defied ordinary handling, 
needed expert advice from Mr. Mitchell. Here, with Mr. 
Bartlett and W. M. Danver (right) winding plant head, he 
checks on the new slings. 


JUST ONE of many details he had to look into before any 
orders were signed, was the headroom available for handling 
in winding plant. With Mr. Danver he checks on hoisi 
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MODERNIZATION for better service to industry was the mark its 50th birthday. Note clean, simple, modern design 
v Capital City Supply ¢ Charleston, W. Va., chose to of their new brick facade with good show window space 


“Dressing Up” For 


SPECIALLY CONSTRUCTED two-level counter permits FAST MOVING ITEMS are stored under the counter and 
handling of telephone sales, customer conferences and over- in wall cabinets (behind sliding doors) which are topped by 
the-counter trade display boards 
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ATTRACTIVE new sales-service room (40 by 50 ft.) was 


designed to give callers a dramatic presentation of the many 


products and varied services which Capital City Supply Co 
sells and performs in their industrial territory 


Another 50 Years Service 


‘Tnis YEAR Capital City Supply Co., Charleston, W. Va., 
commemorated its 50th anniversary by “dressing up” for 
another half century of service to industry—a token of 
intent to keep up with development and expansion. 

“Dressing up” meant modernization of its plant 
offices, warehouse, sales-service building and facilities 
It was a practical means of marking the birthday of the 
firm and, at the same time, giving concrete evidence of 
its aim to be “considered solely in its proper light as an 
essential service to industry’. 

[he theme is apparent in the clean, simple, modern 
design of the new brick facdde, the orderly arrangement 
of new offices equipped with modern machines and fur 
niture, in the large efficient and attractive looking sales, 
display and service room and in the rearranged and re- 
modeled warehouse which permits easier and faster han 
dling of goods into and out of the plant. 

So much was evident to guests (customers, prospects 
and friends) who attended the open house sessions held 
after modernization was completed. These sessions were 
held after 5 p. m. several evenings a week. Light re 
freshments were served and early closings permitted 
guests to keep other ev ening appointments. 


\ppreciation to the industries the company serves was 
expressed in a 24 page booklet prepared under the direc 
tion of Ernest Howell, president, and V. B. Harris, vice 
president and general manager and distributed prior to 
the open house sessions. “We hope,” the presentation 
read, “that in this story of our background and policies, 
you will find a reflection of your own story.” 

The booklet describes the company’s beginnings from 
a saw mill supply house and subsequent development into 
a full-fledged industrial supply firm due to the develop 
ment of, and services required by, the coal, gas and oil, 
transportation, chemical and general manufacturing in 
dustries in the territory. 

This close association and reliance on the territory's 
industries is given further recognition in the large photo 
montage mural which is one of the features of the new 
sales-service room. About 150 pictures of customers’ 
plants and operations (chosen from about 500 photo 
graphs) were used in building up the montage frieze 
which is four feet wide. Visitors were and are impressed 
by the work which serves as a constant reminder of 
Capital City Supply's functions as well as a tribute to 
customers. 
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NEWS AD AND HOUSE ORGAN—Martin Mill Supply in typical newspaper ad. Low cost, but professional looking 
Co., Stamford, Conn. uses appealing layout and good copy “Shop News” also promotes institutional program 


Martin Mill Supply Co., Stamford, Conn. distributor, advocates . . . 


An Advertising Program on A Limited Budget 
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ALTHOUGH THEY HAVE BEEN in busi- 
ness only five years, Martin Mill Sup- 
ply Co. of Stamford, Conn. have 
discovered the importance and effec- 
tiveness of well-planned, low cost 
advertising. 

Martin Manaly, owner, has this to 
say about his program: “After adver- 
tising a year and a half, we know that 
company presidents, engineers, meth- 
ods men, shop foremen and other 
industrial personnel in our territory 
now know the products we handle and 
the service we can give them.” 

Realizing their program would have 
to be planned on a limited scale, Mr. 
Manaly gave serious consideration to 
the kind of advertising that would do 
the most effective job. As Stamford 
was a One newspaper town with good 
circulation in surrounding towns he 
decided that much could be done in 
newspaper advertising. 

Iwo important factors were 
often shall we advertise? And—when? 

Consulting the newspaper, Mr. 
Manaly learned that Wednesdays and 
Fridays were their “heavy” days; when 
local merchants ran heavy advertising 
on consumer products of all types 
from food to wearing apparel, Indus- 
trial advertising would be lost on those 
days; there was no point in trying to 
compete with local merchants for 
readership. And the paper would 
make no commitments on “position” 
for those days. But by running ads on 
Mondays and Thursdays which were 
‘light” days Martin Mill Supply Co. 
could expect the best readership. And 
most important—the newspaper gave 
them “position”; page 2 or 3, pre- 
ferred spots, according to readership 
studies. 

Time was another important factor 
to consider. The rapid growth of his 
business made great demands on Mr. 
Manaly’s time. Could he afford to 
spend hours on. advertising that might 
better be employed with sales and 
management problems? How much 
time would the preparation of news- 
paper advertising require? 

Mr. Manaly called in an advertising 
man willing to work on a free lance, 
spare-time basis. He soon learned 
that, with this man’s assistance, he 
would only have to spend about a half 
hour each month preparing copy. Mr. 
Manalv savs, “I know a lot more about 
good copy writing than I did a year 
and a half ago. But it didn’t take as 
much of my time as I'd expected.” 

Good copy is important—the well 
written ads get the response. Experi- 
ence has proven that it pays to devote 
1 little extra effort to perfecting layout 
and copy. 

At first, well-meaning friends ad 


Llow 


r. 


HANDY GADGET GIVE-AWAY is explained by Martin Manaly (center) to Jim 
Carter, Shop Superintendent and Joe Czescik, P. A. at Pitney Bowes, Stamford, Conn. 





ALERT P. A., Al DeLuca (center), Martin Mill Supply Co., discusses advertising aids 
with Bill Hooser of The 8. F. Goodrich Co. and Walter Mallet of Gates Rubber Co 


vised Mr. Manaly to promote home 
use, consumer products (such as small 
tools) to obtain high readership and 
tangible results. But Mr. Manah 
viewed this skeptically. Primarily, he 
wasn’t interested in competing with 
mail order houses. His goal was to 
deliver a message to as many potential 
industrial buyers as possible; call at 
tention to the fact that, although 
comparatively new as an industrial 
distributor, he did stock name brand 
products essential to factory operation 
and maintenance. Mr. Manaly hoped 
to supplement the solicitation of his 
small sales force with planned institu 
tional advertising that would reach 
shop men and purchasing agents in 
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hours. He decided to 
feature the company name in conjunc 
tion with his well known suppliers of 
prestige products. 

One day Mr. Manaly noticed an 
der for steel benches from an ac 
count that had bought very little in 
the past. Investigation revealed that 
the customer had equipment of 
another make on order with one of 
Martin’s competitors and had been 
waiting three months for delivery. ‘The 
plant superintendent had noticed 
Martin Mill Supply’s newspaper ad 
featuring steel benches in stock and 
had called it to his purchasing agent’s 
attention. 

(Next page, please) 


their Icisure 








An Advertising Program On A Limited Budget (Cont'd) 


Ihe P. A. cancelled his old order 
and gave the business to Martin—a 
couple of hundred dollars that never 
would have come Martin's way. Inci- 
dentally, that account is still growing. 

Contractors had never been ootiedle 
solicited, but Mr. Manaly noticed that 
counter business with local contractors 
was a new item in his sales figures. 
The newspaper ads had acquainted 
these potential customers with the 
fact that Martin Mill Supply Co. was 
in a position to serve them. 

lhe startling thing about the news- 
paper program was its cost. Their 
monthly budget runs $300.00. Mr. 
Manaly admits that, occasionally, they 
run a little over, but increased sales 
more than justify the entire expense 


House Organ 


Mr. Manaly also felt the need for 
nother form of institutional adver 
a Martin Mill Supply paper 
that would get his message into local 
factories. He went to work with his 
idvertising free lancer on “Martin 
Shop News,” a monthly publication 
that usually runs four pages 
Ihe masthead advises that “Shop 
New mtains “News and Notes in 

Maintenance, Production, Con- 
ervation, Cost Control.” 

I'he first 
from Mr, 


territory, 


tising 


mailing 


list, compiled 
Manaly’s 


contacts in the 
listed 400 key personnel. 
Since then, working with his sales 
men’s reports, the list has grown to 
ilmost 1,000. But Mr. Manaly hopes 
to increase it to 2,000. He stresses 
the importance of keeping the mailing 
list up to date and accurate; part of 
his salesmen’s responsibility. 

When he approached his suppliers 
ibout the idea Mr. Manaly was pleas 
intly surprised by their enthusiastic 

operation. Manufacturer's releases 
have provided interesting, useable ma 
terial. In addition to good copy, a 
number of suppliers furnish electros 
for illustrations 

lo prepare the 
ind other text, Mr. Manaly spends 
about 2 hours a month, including 
consultation with the advertising man 
on layout. The paper is printed by a 
local house for $60.00 a thousand 
about 


} ” 
coiumn 


~ gossip 


otal month runs 
$80.00 plus mailing expenses 

The response to the Open House 
8-page issue was most gratifying. Dur- 
ing recent rounds, Mr. Manaly has 
been stopped by customer personnel 
who ask, “What do I have to do to 
get my picture in Shop News?” Now 
Mr. Manaly is busy with the idea of 
obtaining more customer pictures, par 
ticularly those showing plant person- 
nel in action 


cost per 


%6 





f y 
AFTERMATH OF WORLD SERIES was duly commemorated by shop men z 


Pitney Bowes plant 


lhis is type picture Mr. Manaly strives for in his “Shop News 


SYSTEMATIC STORAGE of suppliers’ literature in labelled bins makes it easy for 


Tom Mahon, Martin Supply salesman, t 


In an attempt to gain some indi 
cation of Shop News readership, Mi 
Manaly recently featured a Handy 
Gadget (combination lettering guide, 
protractor, compass, scale and square 
free for the asking. (Incidentally, the 
gadget was imprinted with the Martin 
Mill Supply name and phone num 
ber—another good advertising item 
cost approximately 30¢ each.) Within 
1 week after mailing Shop News, the 
initial order of 250 gadgets was gone; 
nother order for 250 is in the works 
and requests are still coming in by 
phone and mail. 

His advertising experience has 
given Mr. Manaly a new found appre- 
ciation of the effort that goes into 
suppliers’ advertising, such as catalogs 
and envelope stuffers. Conscious of 


} 


select catalogs prior to day's calls 


the cfficacy 


constructed 


of such material, he has 
wooden shelves to 
manufacturers’ advertising matcrial in 
systemic, orderly fashion. 

When a new catalog or mailing 
piece arrives, the obsolete material is 
immediately replaced. Martin’s sales 
men, both inside and outside, are able 
to get any literature they require 
quickly, and put these valuable sales 
1ids to maximum use. 

Increased sales, friendly acceptance 
in the community, readership response 

all have indicated to Martin Mill 
Supply Co. that an investment in a 
modest advertising program pays divi- 
dends. Plus the creative satisfaction 
Mr. Manaly obtains from his activities 
in this interesting media of merchan- 
dising. 


store 
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Music’s Promoter— 
Wallace Campbell 


Wattace CaMpBELt, president of Campbell Industrial 
Supply Co., Seattle, this month completes his second suc 
cessful term as president of the Seattle Symphony Orches 
tra, Inc. Under Mr. Campbell’s aegis, the orchestra, 
founded 49 years ago, finished Seattle's Centennial Year 

1952) “in the black”, a uniqye experience for itself or 
for any other similar musical @rganization. And it was 
because Mr. Campbell was extremely interested in seeing 
that the orchestra had one of its best years during the 
Centennial that he undertook the job of managing it in 
the first place. He’s no musician but he’s “full of music 
appreciation”. 

With his main purpose attained, Mr. Campbell has 
turned down a third term as the organization’s president. 
Ihis reluctance to serve again doesn’t stem from any 
lack of a sense of civic duty or pride. On the contrary, 
it is just because he does have a sense of responsibility 
toward public service that he has relinquished the post. 
Mr. Campbell’s idea is that businessmen should do public 
service—but wholeheartedly and not piecemeal. He 
doesn’t believe in dissipating his efforts among many 
activities and being of little value to any of them. 

In addition, he feels that a man’s business comes first, 
otherwise he may become a public charge instead of a 
public server. And today’s economic problems make con 
centration on one’s business more important than ever. 

Even so, Mr. Campbell doesn’t step out of the ranks 
of civic workers. He now feels he can do his proper 
bit as one of the three vice-presidents of the Seattle 
Chamber of Commerce, an organization to which he 
is particularly devoted. As a vice president, Mr. Camp- 
bell oversees the Alaska, Marketing, Public Relations, 
Visitors Bureau and World Trade Divisions—rather 
formidable assignments. Only recently, the World ‘Trade 
division staged the Washington State Far East Interna 
tional Trade Fair which drew exhibitors from Japan, 
Philippines, Formosa and even Korea. 

Mr. Campbell has served three terms as vice president 
of the Chamber of Commerce and has been a trustee 
for 11 years. He has consistently refused to become presi 
dent in order to be closer to the work of the Chamber, 
being particularly interested in marketing and mer 
chandising. 

It was in the snafu year of 1932 that Mr. Campbell 
entered Kiwanis as a replacement for his father. He was 
an active member serving on several internal committees, 
participating in drives for charity and public undertak 
ings. A few years later, he shifted to Rotary duc to some 
conflicts in outside engagements. He happens to be a 
much-called-for speaker. Still later, he became a member 
of the Chamber of Commerce thereby broadening his 
opportunities for public service. 


On Planning Group 


Four years ago, he was appointed chairman of the 
Chamber's Centennial Planning Committee. The com- 
mittee was commissioned to formulate plans for celebra- 
tion of the Centennial Year, do the necessary research, 
suggest a full program, give an idea of the budget neces- 
sary, the means to finance the celebration, etc. It was an 
arduous job for all who served. Curiously enough, the 











SEATTLE’S CENTENNIAL PLANS were drafted by 
Mr. Campbell's committee and included years of hard work 


committee finally had to settle a controversial point—the 
actual year of Seattle’s birth. A sub-committee under 
Horace McCurdy, president of Puget Sound Bridge & 
Dredge Co. and an ardent historian, gave indisputablk 
proof that the year was 1852. 

When completed, the Centennial Plan was submitted 
to the Mayor with a suggestion that public meeting be 
held to gain its acceptance and pledges of financial con 
tributions. This was done. 

It was through his work on the planning committee 
that Mr. Campbell became involved with the symphom 
orchestra. Learning it was in the usual dire financial 
straits which seem chronic to such groups, Mr. Campbell 
accepted the job of management in order to be sure it was 
around for the Centennial. 


“It Is Big Business” 


While it is generally conceded that the job of or 
chestra president is a tough and thankless one, Mr. 
Campbell’s reaction was: 

“I rather enjoyed the experience. It is a lot of work 
and it took more time than anything else I've tried 
But it’s big business, it has all the elements of big 
business—personnel, payrolls, and so on are big. You 
have to market a product, you've got to select a product 
and you run into the clement of chance in selling the 
product. It was a thrilling merchandising experience” 

Mr. Campbell’s analysis of the orchestra's plight indi 
cated that a longer season, more performances would 
help. As he viewed the situation, it was like making a 
product, the manufacture being the rehearsal and th« 
finished product being the performance. After four re 
hearsals, you have a finished product. The idea was to 
make the same product, i.c., give the same performance 
over again without the necessity of new rehearsals. 
Seattle wouldn’t attend the same performance twice, 
so Mr. Campbell booked performances in neighboring 
towns—Tacoma, Everett, Olympia. It worked. 

But the unexpected always happens. Two weeks 
before the orchestra’s first concert of one season, its con 
ductor, Emanual Rosenthal became involved in immi 
gration laws and was sent back to Paris. Mr. Campbell 
had to delay the opening of the season until he could 
line up guest pis tt This called for a complete 
rescheduling and that was work. The policy was suc 
cessfully executed and this season the orchestra will be 
performing under several celebrated baton wielders. 
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Do Pallets 
Pay? 


It depends on your volume 
and space, and how well you 
ean plan materials flow. The 
Congdon & Carpenter Co., 
Providence, R. L., palletized 
more than 90 percent of 


its operations, saved money, 


time and men with 


— 


PALLEIS WILL WORK FOR you, if you have the space and 
volume, and plan the flow of materials through your 
warehouse carefully 

That's the experience of The Congdon & Carpenter 
Co., Providence, KR. I., after palletizing more than 90 
percent of its supply department operations recentl) 
verything from packaged tools to loose chain is han 
dled on 4° by + oak platforms in this large and thor 
uighly mechanized New England house 

Results have been gratifying, according to Johns H. 
Congdon II, vice president. Order filling is faster, more 
olume can be handled, and morale of the warchouse 
torce is markedly improved 

But it took careful analysis of the firm’s operating 
problems, and a knowledge of the limitations as well as 
potentialities of pallets, fork lift trucks and other me 
hanical aids 

The Congdon & Carpenter management admits that 
pallets work best on large deliveries from suppliers and 
large orders. Also there’s plenty of room, thanks to the 
foresight of the company management in building the 
present Providence plant in 1929 with ample loading 
docks and spacious supply warehouse 

Still, the company has found a way to palletize cven 
small incoming shipments, and comparatively small out- 
going orders, under certain conditions. Also, it hasn't 

stricted itself on the categories of supplies to be pallet 
ized. Shovels, rope, hoists, lamp fixtures, tin pails 
packaged tools and machines. barrels of nails—thev’ re all 
handled mechanically 

Large packages of the small items like tools and 
threaded products are broken down into smaller un'ts 
for the shelves in the small-item stock room when 
needed. But any surplus is kept on the pallets in the 
main warchouse, ready to go out on a large order 


Tried Out in Steel Warehouse 


The company adopted pallets after three years’ experi 
ence with a 3-ton, gasoline-driven fork-lift truck in its 
steel department Supply manager C. F. Ford and 
Charles H. Collins, the firm’s new director of opera- 
tions, applied lessons learned there to the big second- 
floor supply warehouse, went to work last year ironing 


1 MIDGET FORK TRUCK doing the muscle work . . . 
o 


out problems that they knew were peculiar to handling 
industrial supplies. 

l'o begin with, elevator space dictated the use of a 
midget litt truck, so a 1-ton battery-driven fork-lift model 
was acquired. This was also small enough to maneuver 
easily in the 12-ft. aisles, and adaptable to picking com- 
paratively small orders. 

I'he warehouse shelves had to be reinforced to support 
the heavier supplies and their pallets, since efficient use 
of the new system required piling as high as possible to 
conserve space, 

Doubling up on the piles more than made up for the 
space taken up by the pallets themselves. Where loose 
or fragile items were palletized, of course, pallets could 
only be stowed one-high. However, light items such as 
lamp fixtures could be stacked high on a single pallet. 
As many as 45 packaged fluorescent lamps, for example, 
are trundled in and out daily on a single load. 


Trucks Work Top and Bottom 


A hydraulic handlift truck was also put to work, to 
help handle pallets containing comparatively lightweight 
items on the floor or bottom shelf. ‘This left the power 
driven fork truck free for top-shelf and heavy work. 

Materials flow was scheduled. Road trucks at the 
receiving dock, for example, are unloaded at 7 in the 
morning, so that all supplies can be palletized and ready 
for moving to the warehouse by 8 A.M. Deliveries are 
kept on as close a schedule as possible. 

Cost of the pallets was not prohibitive: $4 each, for 
a 4-by-4 oak platform, with capacity of one ton. Dam 
aged pallets can be repaired on the premises. 

Success of the operation depends to a large extent in 
keeping empty pallets at hand where they'll be most 
needed. Every evening, empties are laid out on the 
loading docks in the receiving rooms. When a road 
truck backs up, its load is immediately palletized. Pallets 
are then picked up by the 3-ton gasoline fork truck and 
moved to a space near the elevator, where the small 
l-ton truck takes them over for the move upstairs. 

When railroad cars are unloaded (Congdon & Carpen- 
ter has no private siding), the company’s road trucks go 
out with empty pallets spread across their floors, bring 
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2 PALLETS FOR ALMOST EVERYTHING: Here 
* C. W. O'Reilly moves off with a miscellaneous load fill 


a4 
ie i 


truck to help out in 
® spotting pallets, serving bottom shelves 


os 


3 HYDRAULIC HAND-LIFT 


the loads back from the railroad yards already palletized. 
his eliminates double handling, a costly operation for 
certain types of supplies 


Work Divided by Floors 


I'he company’s gasoline fork lift, which also serves the 
teel department, does most of the work downstairs in 
shipping and receiving, the small battery-model taking 
wer at the elevator and in the upstairs warehouse 

When mixed trailer-loads are delivered to receiving, 
supplies are separated and palletized according to cate 
gory on the loading dock. They then go directly to their 
proper places on the upstairs shelves. 

Where there is less than a full pallet-load of one 
category, the supplies can still be taken upstairs on a 
pallet and unloaded, the pallet serving the same purpose 
as a hand truck, and traveling a lot faster. Or, the 
pallet can be put aside half filled on the loading dock 
to await another shipment, then filled out and stowed 

For outgoing orders, a delivery of a full pallet-load 
can be handled entirely on pallets to its destination. It 
is simply picked up and brought downstairs by the small 


ing out an order. Later supply manager C. F. Ford tells him 
where to stack a shipment of tin pails just off the elevator. 


4 HIGHER STACKING to conserve space, as in this 


® pile of black annealed wire rolls 


fork-lift, platformed, and loaded on the delivery trailer 
by the large fork-lift. 

Mixed orders for the same customer are put together 
upstairs, on one pallet, and platformed. Shipping zones 
are marked out on the loading platform, so if the load 
is for several customers, it is unloaded from the pallet 
it the appropriate shipping space. 

Even for small orders the fork-lift truck comes in 
handy. A keg or barrel on the top shelf, for example, 
can be picked by lifting off the entire pallet. removing 
the bend » barrel, and replacing the pallet. It’s less dan 
gerous, and faster, than scrambling for it by hand 

It’s only on orders for lightweight items and items 
packed in small units that pallets are apt to be bypassed 
entirely. For these, a wide package chute next to the 
second-floor storeroom door helps speed deliveries 
There’s a shipping cage at the bottom of the chute where 
the orders are separated for proper routing to customers. 

The officials of Congdon & Carpenter admit there is 
still work ahead to improve their stock handling, but 
they have been quite successful in substituting motors 
ind wheels for muscles in warehousing operations so far 
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This is a static picture of a 
telephone—no action. But it 
might be yours. A customer 
may be trying to get you. 
In a moment a potential ac- 
count may be on the line. 
Are you making maximum 
use of available telephone 
service or are you losing busi- 
of untrained 
fa- 


intercom 


ness because 


personnel, inadequate 
cilities, obsolete 
equipment, insufficient class- 
ified directory listings, no 
weekend and night coverage, 
lack of Enterprise or Foreign 
Exchange service ? 


Read this article on. . . 


How To Gash 


l'HERE ARE some 47 million telephones 
in the United States, and, although 
only about one-third are business 
two-thirds of all telephone 
ills are placed from business phones 
Annual telephone conversations have 
5 billion, including 
more than 2 billion long distance calls 
Certainly business usc 
of the warrants a careful 
ippratsal of its use in your operations 

loday, 


phones 


reached some 65 
such extensive 
telephone 


there is no excuse for in 
adequately tramed personnel on your 
staff 
courses and 


Telephone company 
films (available 


tramimng 
without 
designed to teach good 
and 


charge) are 
telephone usage 

According to A. A 
Mer. of Neal & Brinker, 
distributor, “It is a very 
SCTVICE After 
survey, Our per 


courtesy 

Jackson, Sales 
New York 
worthwhilc 
1 telephone company 
Klopted — the 
phone company’s suggestions with en 
thusiasm. They certainly appreciated 
the importance of courtesy and efh 


onnel 


ciency im answering our phone calls.” 


Other telephone company ‘“‘servic 
ing” include — trunk-busy 
studies, service observations, and in 


services 


100 


terviews in your place of business 
Findings are then appraised, recom 
mendations formulated and presented 
to vou so that corrective measures may 
be taken 

One of the complaints voiced by 
customers is that they cannot get 
the industrial distributor on the phone 
when they most need him. After 
eceiving such complaints, distributors 
usually increase their facilities. But, 
obviously, it is smarter to call in the 
phone company before your ustomcrs 
complain—especially when there is no 
charge for such an evaluation 

The telephone company in your 
region is prepared to make trunk-busv 
studies to determine the adequacy of 
lines that will insure your accessibility 
to customers. ‘They will also make 
station-busy studies (incoming and 
outgoing calls) to determine the suf- 
ficiency of stations so that calls are 
not delayed from the switchboard to 
the person called. 


Intercommunications 


Many industrial distributors, need- 
ing several lines and several stations, 





In On Your Telephone 


may have a call interconnection prob 
lem within their organization. There 
are a number of private companies 
who offer intercommunications sys 
tems. Numerous situations of this type 
are handled by PBX (private branch 
exchange) switchboards. Where small 
numbers of lines and stations are in 
volved, keys or buttons associated with 
or built into the telephone instrument 
may take care of the situation 

Most users are familiar with the 
operations of both dial and manual 
switchboards, but there are supple 
mentary facilities which can increase 
the usefulness of switchboard service. 
For instance, loud speaker paging serv 
ice through which, by microphone 
usually located at the switchboard, 
people away from their desks or offices 
can be summoned to the phone via 
loud speakers throughout the premises. 

Code-calling service enables people 
to be summoned by means of code 
signals produced automatically via 
bells, gongs or horns. 

Conference service can be obtained 
manually through the manual board 
or by dial wherein the parties desiring 
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the telephone conference can be inter 
connected by dialing a certain code 

There are numerous situations in 
which it is desirable to give one or 
more employees access to a compara 
tively large number of telephone lines. 
However, the maximum number of 
lines which can be terminated in an 
instrument with built-in buttons or 
keys, is six. Where more are required 
the telephone company provides sev 
eral different types of auxiliary equip- 
ment. 


Classified Directory Listings 


More and more buyers are consult 
ing the classified directory, and most 
distributors favor its use as an adver- 
tising medium. Many manufacturers 
have a program whereby they advertise 
their trade mark products and list their 
local distributors. The consensus of 
opinion of most distributors indicates 
that product listings are of greatest 
value, rather than general listings 

In the alphabetical directory, as well 
as in advertising copy in the classified 
directory, listings can be made which 
will refer customers to other numbers 
at night and on Sundays and holiday 
This is particularly important when 
plants are working overtime and week- 
ends on defense contracts 

Also, privately operated telephone 
answering services are available to han 
dle calls when your place of busine 
is closed. In many localities the tele 
phone company now offers an auto 
matic answering device which gives 
and takes messages to and from cus 
tomers who call in your absence 


Teletype Service 


While the use of a teletype iiav 
not be feasible for all distributors, it 
is something that should be consid 
ered by the larger firms. TWX ser 
ice, which connects your machine to a 
central office and enables you to call 
anvone in the national directory, can 
be used to contact suppliers. For 
instance—to order material on emer- 
gency requirements. 

Some distributors use a private line 
teletype hoot-up to warehouses located 
away from their main operation or to 
major suppliers and big accounts. 

Actually, the teletype is operated 
very much like the telephone. It is 
a two-way service and each user has 
a typed copy of the “conversation” 
for filing. The keyboard is similar to 
that of a conventional typewriter, and 
six or seven copies can be made by 
each machine. 


Enterprise Numbers 


Where you desire to receive calls 


SWITCHBOARD OPERATOR is first contact potential customers have with your 


\ > 
organization. First impressions count—be sure your facilities are adequate ant well 


manned at all times by trained personnel 


me 


TELETYPEWRITER SERVICE provides a direct channel of instantaneous printed 
communication between you and other warehouses, major suppliers or large accounts. 
Above machine may be used for form records 


from customers in other towns, a spe 
cial reversed charge toll service is in 
use by many distributors. This enables 
them to obtain business in fringe 
areas which they otherwise might lose 

I'he mechanics of this system are 
very simple. The telephone company 
assigns and lists in the directory used 
by the outlying customer a special call 
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number designation. Distant custom- 
crs merely have to call this special 
number (usually an “Enterprise” ex- 
change), and they are connected with 
the distributor. ‘The distributor is 
billed the charges at the established 
sent-paid message toll rate for each 
call completed in this manner. There 
(Next page, please ) 
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How To Cash In On Your Telephone (Cont'd) 
at, renee 


if 


{3 


ma 


* 


ns 


FOR GOOD SWITEHEDARD SERVIGE: 


OO NOT PLUG IN UNTIL TOU RE READY TOC ANSWER 


Whee 
peat 
ANSWER PROMPTLY 


An answer .s considered prompt when 


me te anewer a call the raging 
Go cala ney chandes be 


the calling party does no! have to wait more than 10 seconds between 


the start of the ringing signal on you: line and you anewer 
USE AN ANSWERING PHRASE THAT IDENTIFIES YOUR SWITCHBOARD 


= “Hallo” suppioen 00 beige! inbarmaten tothe calling party cad wostes tune” 


ALWAYS ACKNOVVLEDGE THE CALLER'S REQUEST 
The 


GIVE ACCURATE SERVICE 
Accurate operat 


prevents cutotis. connections to wrong or busy extensions. and incorrect reports 


TYPICAL SURVEY conducted by telephone company on 


witchboard service; designed to indicate 


is an additional nominal monthly 
which applies for each ex- 
change in which this service is estab 
lished 

Where you desire to extend your 
trading area bevond local service areas, 
the “Enterprise” system is a sound in 
vestment 

According to Ellsworth Steel & 
Supply Co., Stratford, Conn., distribu 
tor, “It is the next best thing to a 
branch in another city.” 
it our expense” 


charge 


“Telephone 
is the message Ells 
worth plugs in their classified directory 
id and on letterhead stickers 


Foreign Exchange Service 


Another system, much in use by 
department stores, is exchange service 
furnished from = an 
than the one 
is located 


exchange other 
in which the subscriber 
It is furnished by means 
of a circuit from your premises to the 
central office at the distant point 
Your listing is made in the “foreign” 
directory and customers in that city 
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necessary 


may phone you, without a toll charge, 
exactly as though they were located in 
the same exchange. For this service, 
you pay a flat monthly rate based on 
the distance between the exchange 
area in which you are located and the 
one in which the foreign exchange 
line terminates. 


Improvements 


Ihere are many ways to improve 
telephone services and_ techniques. 
he first requisite is that your equip 
ment be adequate, well planned, prop- 
erly placed, and adequately manned. 
Special instruction is sometimes worth 
the effort for key personnel who 
handle the phone most of the day. 

It is well to give some consideration 
to the assignment of specific responsi- 
bility for supervising telephone service. 
Some distributors delegate this respon- 
sibility to the office manager, others 
to the switchboard operator. Whoever 
has this job, he or she should make 
certain all telephones are “covered” 
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improvements prior to customer complaints. Contact your 
telephone company’s regional office about such surveys 


during rest periods, lunch hours and 
other absences. 

It is advisable to check custome 
opinion on your telephone service 
through a survey of your own. This can 
be accomplished by adding a few ques- 
tions to a questionnaire when you are 
checking other information with your 
customers. Or, have your salesmen 
isk their accounts if they are satisfied 
with your phone service. 

When a customer or a_ potential 
customer telephones, you have a 
golden opportunity to serve him. You 
also run the risk of losing his business 
forever by making it difficult for him 
to make connections or by being unin- 
tensionally discourteous. 

Outside salesmen expend much 
time and effort to convince your trade 
to phone you when they are in need— 
you must be in a position to fulfill 
your salesmen’s promises. 

The telephone is an important sales 
tool—be sure vou are using it to the 
best advantage! 





PROTOTYPE of newspaper feeder 
built by C. L. Rockwell, product devel- 
opment specialist, intrigues Mr. Smith 


WORKING MODELS of newspaper inserter and feeder and acceleration curve 
determining device are inspected by Harry Smith and James Haseltine of J. E 
Haseltine & Co., Portland, Ore 


Learn Selling Points From Customers 


Watching customer, a product development specialist, at work gives 


salesman selling points and confidence in the tools he sells 


Harry Situ, salesman for J. E. Haseltine & Co., Port- 
land, Ore., always makes it a point to know what cus- 
tomers are making and how they make it. This gives him 
an idea of what to sell and improves his service to cus- 
tomers. The idea is best exemplified, he thinks, in his 
relations with C. L. Rockwell, a product development 
specialist, an expert machinist and a customer. 

From Mr. Rockwell, Mr. Smith gets expert opinion on 
the performance of the supplies he sells him, and also 
the pleasure of knowing that the items he sells help Mr 
Rockwell in fashioning some outstanding examples of 
expert machining. 

After numerous visits to Mr. Rockwell’s shop (it could 
be called a studio, it’s so immaculate, machines gleaming 
and a rug on the floor), Mr. Smith still finds it difficult 
to anticipate this unusual customer’s requirements be 
cause of the highly individual nature of the work. Mr 
Rockwell is a precisionist (.003 of an inch is an alleyway 
to him) and seeks to make his models and prototypes as 
near perfect as he can. But each visit is enlightening on 
tool application and performance. 

Compared to the supply and equipment requirements 
of a plant machine or tool and die shop, Mr. Rockwell's 
needs are relatively modest. But he is constantly at work 
on projects which require considerable man hours to com 
plete (he has worked on one project two years and isn’t 
finished vet) and relies on the Haseltine company and 
Mr. Smith to keep him supplied with requirements. These 
include cutting tools, drill rod, metal, precision tools, 
shafting, tool steel, machinist’s tools, gears, roller chain, 
sprockets, lubricants, cleaning compounds, cutting oils 
and, at times, equipment such as drill press, compressor, 
grinder. 


At present, Mr. Rockwell is working on a prototype of 
a newspaper inserter designed to make up 43,000 Sunday 
newspapers (arranging and inserting various sections of 
the paper automatically) an hour. It contains from five to 
six thousand parts, most of them made right in Mr. Rock 
well’s shop, but many of them standard items such as 
gears, threaded products, roller chain, sprockets, etc., 
obtained from the distributor. 

Prior to making his prototypes, Mr. Rockwell usually 
makes working models on a small scale. ‘These models are 
expertly machined to close tolerances. The high degree 
of accuracy is a matter of principle with Mr. Rockwell. 
His device for determining acceleration curves, tiny com- 
pressors with valves which operate perfectly are evidence 
of this. 

The size range of Mr. Rockwell's work runs from a tiny 
compressed air engine (about 3 in. high) built for labora 
tory use to the newspaper inserter standing more than six 
feet high. 

At times, Mr. Rockwell turns from the major project 
to indulge in some invention. At the instigation of his 
wife, he designed a new pick-up head for a vacuum 
cleaner using aerodynamic principles. The theory is that 
brushes used in conventional vacuum pick-up heads 
abrade the carpet or rug rather than clean it. His own 
design eliminates the brush and uses, instead, a metal bar, 
into which he drilled numerous shallow holes to form 
suctions cups. These hold and break up hair-like material, 
such as kapok. Two “sonic” motors (another name for 
two fans, or “whirligigs” as he calls them) vibrate the 
air and unsettle dirt to be carried up into the suction of 
the pipe. With the exception of the screws, all parts, 
including the casing, were made in the shop 
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CONVEYOR PROBLEM confronts Sales Engineer 
E.. H. House, vice president, Cross Bros., Rochester. 


Custom Service 


Promotes Sales 


Pius service in the form of a designing and fabricating 
unit is promoting sales of materials handling and power 
transmission products for Cross Bros., Rochester, N. Y. 
When 
carriers fail to suit a customer's purpose, Cross Bros. steps 
in with a custom job designed and fabricated for the 
pecial purpose, and using, for the most part, standard 
shelf items as components 

Since Cross Bros. deals primarily in materials handling 
and power transmission, its salesmen are particularly 
efhcient in spotting and developing potential sales for 
the designing-fabricating service. These prospects are 
turned over to Elmer H. House, vice president and sales 
engineer, while the salesmen continue with their cus 
tomarv calls : 

Mr. House’s functions are selling and servicing. He 
studies the customer's problem and makes suggestions as 
to its solution. These may be varied: perhaps the cus- 
tomer can use some standard products sold by Cross Bros. 


and, if he has the facilities, construct his own mechanism; 


if he requires designing aid, Mr. House offers him the 
Cross Bros. facilities; or Mr. House recommends that 
Cross Bros. take on the design and fabrication. 


standard conveyors or overhead production line 


2 DESIGN CHIEF E. E. Elder takes “specs” from Mr. 


« House, lays out project, gives estimates and quotations 


FABRICATION shop men lay out materials for cut 


« ting, drilling, grinding; use standard items for parts 


As explained by R. W. Cross, president, the firm 
isn’t competing and doesn't plan to compete with ma 
terials handling equipment manufacturers. ‘The firm 
has found that there is a local demand for special pur- 
pose materials handling equipment with cost considera 
tions as important factors. A good example is a farmer 
who came in one day and wanted a wheat conveyor but 
claimed that most standard conveyors were too fancy for 
him. He explained that he used the conveyor only eight 
weeks out of the vear at the most and wanted something 
with low-cost built in. 


Tailoring The Job 


Mr. House discussed the farmer's problem with E. E. 
Elder, professional engineer who heads the designing 
department. They found out that by substituting wood 
for metal in troughs and elsewhere, they could build just 
what the farmer wanted at the price he felt he could 
afford to pay. Curiously enough, as the conveyor was 
being shipped out of Cross Bros.’ place, another farmer 
spotted it and ordered one just like it. 

In other instances, cost isn’t much of a consideration, 


but service and particular specifications are. Such was 
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MECHANICAL DESIGNERS Ed DeJong and Ray 


¢ Lahmer get idea; prepare blueprint for job shop 


5 SAMPLE is this table conveyor, the frame of which is 


« being welded right on the job to fit customer's needs 


the case of a wax-casting machine desired by an optical 
firm which utilized woven wire belting as a carrier. The 
firm wanted 25 of them and virtually insisted on the 
distributor taking on the job. The fact that Cross Bros. 
service was available locally where problems could be 
ironed out without the inconvenience and expense of 
much correspondence and travel was a strong factor. 

Breweries, canners, textile mills and botticts. among 
others, are some of the industries which have shown a 
marked tendency to mechanize their materials handling 
As it is, the designing-fabricating service works out very 
well for Cross Bros. since they are invariably called upon 
for replacement parts for worn out components on the 
machines they put into service 

When Mr. House secures a job, he brings in the 
necessary details, specifications and other data regarding 
the customer’s problem to Mr. Elder. It is discussed 
fully with Ed DeJong and Ray Lahmer, mechanical de- 
signers, and laid out. Then Mr. Elder estimates costs 
and makes a quotation. Mr. House then discusses the 
price with the customer and secks his approval. 

Once the job is approved, it is turned over to Messrs 
DeJong and Lahmer who proceed to prepare blueprints 


FINISHED JOB—a movable conveyor to feed waste 
* paper to beater in paper mill—built from standard items 


and specifications. As many items handled by Cross 
Bros. as possible are designed into the job. Wuen the 
blueprints are completed, they are sometimes taken by 
Mr. House to the customer. The prints and design are 
discussed and studied to make sure all points of the 
problem are covered. 


Shop Takes Over 


The plans are then turned over to the fabricating shop 
which is equipped to do all but casting, forging or press- 
work—there being little call for these operations. The 
shop is equipped to do welding, cutting, turning, drilling, 
grinding, generally sufficient operations to form frames, 
supports and tables. 

The products which become components for these jobs 
vary but virtually all can be had from stock—bearings, 
pillow blocks, idlers, babbitt, motors, motor bases, speed 
reducers, conveyor belting, variable speed drives, V-belts, 
conveyor chain, transmission brackets, buckets, bushings, 
drives, roller chain, rollers, casters, sprockets, pulieys 
sheaves, gears, clutches, shafting, shaft couplings, shaft 
hangars, belt lacing, switches, trolleys, tracks, trippers, 
buckets, etc. 
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Start Them Out 
With 
Extra Service 


ANY ALERT SALESMAN will go after the 
eatly bird’s worm when a new pros- 
pect opens a plant in his territory. 
Ray Pascal, of Shultz & Anderson Co., 
Newark, N. J., however, has a way of 

‘ making a new customer remember he 

NEW CUSTOMER, Tony Severence, Admiral Engineering Co., tells Ray Pascal, has been there—by grabbing the first 

Schultz & Anderson Co., Newark, N. J., of urgent need for a sander while Mr. Pascal opportunity to deliver the kind of 

is checking on a die lifter he sold recently personal service every harassed pur- 
chasing agent dreams of. 

This may involve anything from 
carting equipment in his car to engi- 
neering machine setups and instruct 
ing operators. It takes lots of time, 
much of it spent on seemingly minor 
errands, but Mr. Pascal feels it’s well 
invested. 

Getting a new plant into operation, 
Mr. Pascal knows, is a full-time head- 
ache for its management. Production 
must be started as soon as possible 
to defray expenses, sometimes even 
before much of the machinery is 
in place. Often requirements are 
changed, or unforeseen equipment 
needs crop up overnight. 

So choosing the right machines and 
supplies for the job and getting fast 
delivery on them are of vital import- 


ince. Delays mean money, a lot of 
\nderson supplies manager, when he gets Mr. Pascal's phone call from the customer 





RUSH ORDER for sander is executed on the spot by Zeke Robbins, Schultz & money. Hard pressed plant managers 


lant. He promises to have it ready in 10 minute ind purchasing agents turn instinc- 
tively to the salesman who delivers 
the goods. 

Here’s how Mr. Pascal made sure 
that he was the answer to a problem 
when Admiral Engineering Co. 
opened a new metalworking plant in 
Newark: 

First, he got there early, when the 
heavy equipment, consisting of 18 to 
90 ton punch presses, was just being 
moved into place. They lacked en- 
closure safeguards, so he went to work 
on specifications (which involved an 
accurate check of all dimensions), 
finally landed an order for six guards 
after a half dozen calls. 

This would have been expensive 
selling for comparatively small orders, 
but Mr. Pascal found the frequent 
calling valuable for other purposes. It 

3 : enabled him to learn the plant and 
QUICK WORK by Howard Locket, warehousemen and Mr. Robbins gets the dis get acquainted with personnel. He 
ussembled machine out of stock and onto the sidewalk while Mr. Pascal is driving | was on hand, almost daily, when new 
hack to the office from the Admiral plant problems arose. 
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Also he did more than call and take 
1 few orders. He kept telephone lines 
buzzing to his office about deliveries, 
helped set up the machines, and 
worked out methods with the shop 
superintendent and foremen. 
More drill presses were needed for 
one of the plant’s first contracts, and 
Mr. Pascal took an order for one, 
then three more at a later date. An- 
other problem involved the handling 
of heavy dies. He solved it by selling 
a heavy-duty lifter. 
On days when he did not plan 
calls, Mr. Pascal visited his own of- 
fice at noon for telephone messages. 
A typical opportunity for special ScIV- 
ices turned up this way soy” a 
Mr. Severence had telephoned for _—- - Sti i ae 
a certain size belt sander. Mc. Pascal ela — bie Bs 
checked, found delivery from the fac- DOUBLING as emergency delivery vehicle, Mr. Pascal's car has just enough room for 
torv on the type wanted would take the crated sander. He would rather have station wagon 
six to eight weeks, then drove over to 
the plant to get more details. 


Rush Order Needed 


It turned out that the sander was 
needed at once, to handle a contract 
job which the company had just 
landed to produce brass parts for a 
card file. Mr. Pascal convinced Mr. 
Severence that a different sized ma- 
chine, then in stock, would do as well 
as the model first specified 

his decided, he phoned his office, 
arranged to have the sander ordered 
out and platformed during the 10 
minutes it would take to drive to the 
ofice. Supply department manager 
Zeke Robbms handled the details. 
Mr. Pascal loaded the disassembled 
machine (in three boxes) into his car 
and within one half hour of his telc ; ; 
phone call had it assembled and reads rng 4 nop rs after phone call, — is + assembled, ready to run 
to operate at the customer’s plant. I asca exp ains operation to James sTace anc T evcrence 

his was his record for a personal 
delivery, but not the only piece of 
heavy equipment he has loaded into 
his car when a customer had to have 
it in a hurry. Salesmen would be better 
equipped for emergency services like 
this if they had station wagons, he 
feels 

Mr. Pascal has another important 
asset besides car and telephone to 
make his personalized kind of selling 
easier. He can rely on 100 percent 
cooperation back in his office to meet 
emergencies or customers’ special 
needs, as happened with the sander. 
For Schultz & Anderson is new-cus- 
tomer conscious. Its management feels 
that time and effort expended on new 
accounts will pay off handsomely later, 
when the customer decides which 
salesman or firm has been the most 
helpful during the difficult days of 





READY TO HELP if more special service is needed in the new plant, Mr. Pascal 
ypening a new plant. checks with Dom Stanzione on operation of drill he sold the firm 
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MORNING SEMINAR. Setting up a Planned Sales Pro 
gram was directed by moderators George L. Abbott, Pres 
Warren Belting and Stuart A. Russell, Pres. J. Russell 


AFTERNOON SESSION on Planned Sales Program was 
moderated by Ralph Mount, Asst. Dir. of Sales, ‘The Bassick 
Co. and W. T. Ryan, Jr. V. P., Cutter, Wood & Sanderson 


ee ame 0 


i 

4 
INSIDE Sales Aids discussion was moderated in morning 
session by R. H. Barr, Pres. Reilly Bros. & Raub, Inc. and 
Fred C. Emerson, V.P. & Sales Mgr. Spartan Saw Works 


FOOTBALL was tossed to questioners in lively P. M. 
session moderated by T. H. Clynes, Asst. Gen. Mgr. Squier, 
Schilling & Skiff and Chas. 'T. Jordan, V. P. Chas. Parker 


Regional Meeting Draws 350 


Sponsored BY National Industrial Distributors’ Associa 
tion and American Supply & Machinery Manufacturers’ 
Association, a joint regional meeting was held on October 
17th at the Benjamin Franklin Hotel in Philadelphia. 

This first of three such meetings scheduled ol the 
"52-53 season drew 350 manufacturers and distributors. 

Introductory remarks were made by Lyman H. Bellows 
(Sheldon Machine), Chairman of the Joint Regional 
Meetings Committee. Harold E. Torell (Syracuse Sup 
ply), President of the National Industrial Distributors’ 
Association, welcomed evervone to the meeting. He 
was followed by J. A. Proven (Porter Cable), President 
of American Supply & Machinery Manufacturers’ As 
sociation who gave a brief welcoming address 


Guest Speaker 


Luncheon was held in the ballroom and the guest 
speaker was Frank W. Lovejoy of Socony-Vacuum Oil 
Co., Inc. Mr. Lovejoy was a most entertaining speaker 


and covered many aspects of common sense merchandis- 
ing from his vast experience with problems of an industry 
that markets its products throughout the world. 


Seminars 


Immediately after the opening addresses, seminar 
meetings started as scheduled. The main theme of the 
meeting was “Planned Sales Pay Off’. Four separate 
seminars were set up in different rooms to handle im 
portant phases of the main topic. Each seminar had 
one manufacturer and one distnbutor to act as modera 
tors. The moderators presided over the discussion groups 
which were very lively. A steady exchange of ideas 
resulted with distributors and manufacturers asking and 
answering questions based on their individual experience. 
In order to cover the broad subject, each seminar handled 
one phase of the program. In both the A. M. and P. M. 
seminar sessions the same subjects were covered, but 
with different teams of moderators. In order to obtain 
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EFFECTIVE Sales Tools started lively A. M. discussion 
moderated by F. Marsena Butts, Pres. Butts & Ordway Co 
and J. F. Apsey, Jr. Ad. Mgr., Black & Decker Mfg. Co 


AWAITING floor questions are afternoon moderators on 
Sales Tools, W. L. Reynolds, Pres. The W. L. Reynolds Co. 
and Carl J. Meister, V. P. & Dir. of Sales, Atlas Chain. 


a complete picture of the main theme many of those 
attending went to different seminars in the afternoon 
than they had participated in during the morning session. 

Seminar A discussed “Setting Up a Planned Sales 
Program.” An active question and answer session covered 
such items as: estimated potentials; budgeting sales costs 
in relation to potential sales; obligation of manufacturer 
and distributor to each other; division of sales territories 
according to market evaluation information; planning 
distribution for complete market coverages; advertising 
in relation to volume of sales. 

Among the subjects discussed in Seminar B (on “Inside 
Sales Aids”) were: sales meetings, sales clinics—type, 
arrangements, plans, date, time, length; demonstrations; 
advertising matezial; use of contests and campaigns; 
window displays, signs, etc.; training salesmen. 

Seminar C, entitled “Effective Sales Tools” took into 
consideration some of the following subjects: direct 
mail; store display; signs; telephone advertising; mailing 
campaigns; stuffers; newspaper advertising; factory in- 
quiries; distributors’ salesmen catalogues; distributors’ 
catalogues; manufacturers’ display material; demonstra- 
tion material. 

“Outside Selling by Manufacturer’s and Distributor’s 
Salesmen” was the theme of Schedule D. Under the 


OUTSIDE Selling by Manufacturer's and Distributor’s 
Salesmen had moderators Willis D. Horner, Sales Mgr. Allen 
Mfg. Co. and Miles I. Stray, Pres. Chas. A. Templeton. 


ek 


CONSULTATION prior to discussion takes place between 
moderators David R. Powers, Sales Mgr. Syracuse Supply 
Co. and Lawrence H. Russell, Sales Mgr. Walker-Turner. 


sub-head of Distributor’s Salesmen, questions and answers 
were traded on planned calls; interviewing purchasing 
agents; reaching factory prospects through purchasing 
agents; values ot samples in selting; following and report- 
ing on inquiries. Subjects covered under the heading of 
Distributor’s and Manufacturer's Salesmen included 
planning calls; missionary work by salesmen; field special 
ists and technical men; specialized promotional men; 
field work to follow sales meetings; service calls; how to 
reach special accounts; demonstration trucks and trailers. 
In discussing Manufacturer's salesmen the group con- 
sidered distributor visits; calls on distributor's customers; 
working with manufacturer’s agents. 

At 2:00 P. M. the seminar meetings were resumed 
until 4:30. Many of the people attending sat in on 
different seminars to obtain a complete picture of the 
main theme, “Planned Sales Pay Off.” 

At 4:30 the seminars concluded and everyone recon- 
vened in: the ballroom for cocktails. 

This highly successful meeting in Philadelphia is to 
be followed by other regional meetings in New Orleans 
and Cleveland. 

For pictures of main speakers and informal groups of 
manufacturers and distributors attending, turn to next 
page 
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Frank W. Lovejoy 


Get-Togethers Before and After Seminars 


LOOKING our way, F. L. Maurer and W. A. Tydeman, Jr., 
W. A. ‘Tydeman & Son and Lou Jander, Henry Disston 


DISTRIBUTOR Larry Seggel, Dodge Newark holds atten 
tion of B. Melson and A. Hobbie of Keystone Lubricating 


STORY by Harry Lock of R. C. Neal Co. gets laugh from 
R. A. Harmon and John F. Price of Twin Disc Clutch Co 


DISCUSSION continues for E. L. Graham and M. A. Dun- 
berg, Central Engineering and Harry Van Osten, Oster Mfg. 


TIME OUT for A. L. Stevenson, Jacobs Mfg., Barney 
Meade, B. S. Meade, Chas. W. Schaefer, Diamond Specialty 


RELAXING after seminars are Luke Brossman, Dick 
Seaman and S. A. Seaman of Seaman Mill Supply Inc 


ADDITIONAL PICTURES START ON PAGE 193 





A MESSAGE TO AMERICAN 


INDUSTRY © ONE OF A 


SERIES 


How PROSPEROUS 
is The USA? 


Just how prosperous are the people of the 
United States? 

The sole purpose of this message is to help 
clear up the confusion and controversy that 
surrounds this important question. 

To find out how much prosperity, or mate- 
rial well-being, the people of the United States 
now enjoy, it is necessary to get answers to 
these questions: 

1. As compared with other times, what is the 
total amount of goods and services that we 
have available for our enjoyment? 

2. How great, on the average, is the share of 
each American in this prosperity? 

3. How does our prosperity compare with 
that of other nations? 


National Product at Peak 


The government statisticians who do the 
bookkeeping for the nation produce a figure 
called the Gross National Product. It is sup- 
posed to be the total obtained when you mul- 
tiply the amounts of everything we produce by 
the prices of everything produced. This year 
the GNP, as it is commonly tagged, will add up 
to something like $345 billion. 

Since this will be the highest total that GNP 
has ever attained, some people will acclaim it 
as evidence that we now are enjoying the 
greatest prosperity on record, 


The GNP, however, is not an accurate yard- 
stick of prosperity. It may go up because of 
price inflation alone without any increase at 
all in the output of goods and services. Also 
the GNP includes very large amounts of 
goods and services, such as those for the mili- 
tary, which are in fact a result of misfortune 
rather than of a condition that might properly 
be called prosperity. Moreover, there is no de- 
duction from the GNP to make allowance for 
the equipment that is worn out in producing it. 


Little Recent Progress 


When we make adjustments such as these — 
to find out how much of our production really 
is available for the use and enjoyment of the 
civilian population —the adjusted national 
product since the beginning of World War II 
comes out about as follows. The effects of price 
inflation have been removed from these figures. 





ADJUSTED NATIONAL PRODUCT 
Billions 1951 Dollars 





Index (1946 = 100) 


$176.2 76 
232.5 100 
240.7 104 
244.3 105 
239.7 103 
260.9 112 
267.9 115 
264.3 114 


























From this table the fact stands out that prog- 
ress in raising our level of prosperity has been 
halting. What progress we have made came in 
a few dramatic increases before or after a mili- 
tary build-up. Aside from those, the progress 
has been fairly slow. This year, 1952, it has 
been particularly discouraging. 

Again, when account is taken of the number 
of people who must share in the goods and 
services that are available, our progress is 
even less marked. This is shown by the follow- 
ing table which gives the share of the average 
American in the national product. This, as the 
table indicates, is arrived at simply by dividing 
the total of available goods and services by 
the population on hand to share in them. 





ADJUSTED | ADJUSTED 
NATIONAL | NATIONAL 
POPULATION PRODUCT | PRODUCT 


Millions 1951 Dollars Per Person 


1940 132.0 $176.2 $1,335 
1946 141.3 232.5 1,645 
1947 144.0 240.7 1,672 
1948 146.6 244.3 1,666 
1949 149.2 239.7 1,607 
1950 150.6 260.9 1,732 
1951 154.4 267.9 1,735 
1952 156.9 264.3 1,685 

















Here it is clear that we have made little or 
no headway since the end of World War II. 


U.S. Compared to Other Nations 


Although we are making slow progress in 
increasing our prosperity, as measured during 
recent years by the amount of goods per 
person, we still are by long odds the most 
prosperous people on earth. This can be seen 
from the following table. It offers a rough 
measure of how the adjusted output of goods 
and services per person in the United States 
compared in 1951 with that in a number of 
other countries: 





COUNTRY PER PERSON 


$1,735 
1,231 
614 
510 











To figure more closely “How Prosperous is 
the U.S.A.?” we must answer a number of 


other questions. One of the most important 
will be the subject of a later editorial in this 
series. It is “Who Gets What?” How have va- 
rious income classes and occupational groups 
shared the total available goods? 

Another question that has a basic bearing 
on the quality and durability of our prosperity 
is “How fast are we using up irreplaceable 
natural resources, such as oil, iron ore, and 
copper, to sustain it?” Any attempt to deal 
with this very complicated question must also 
be deferred. 


A Problem for the Future 


In the meantime, however, key facts about 
our prosperity are that: 


1. Most of the increase in the nation’s total 
production in recent years has been to meet 
military requirements rather than to improve 
the American standard of living. 


2. The increase in the supply of goods and 
services actually available for the average 
American has been slow and halting. 


3. We Americans are still extremely well 
provided with the good material things of life, 
as compared with peoples in other lands. 


These three facts bring to mind a whole 
series of policy questions. What can be done 
to speed up progress in improving our pros- 
perity? What—to repeat the question discussed 
in the previous editorial in this series — can be 
done to make our prosperity less precarious? 

Here, however, the purpose is not to pre- 
scribe. It is simply to indicate as accurately as 
it can be done in a brief article the actual state 
of the nation’s prosperity. 

In doing this much, it can properly be re- 
marked that the record presents to the Ameri- 
can economy both a problem and an oppor- 
tunity of surpassing importance. It is that of 
building a prosperity that will be both more 
progressive and more secure than any we have 
known in recent years. In the light of what 
clearly remains to be done, we shall make a 
grave mistake if we use up any of our energy 
in congratulating ourselves on the relatively 
meager progress here recorded. 


McGraw-Hill Publishing Company, Inc. 





This ad appears in leading business papers 
TO HELP YOU SELL OSBORN BRUSHES 


OSBORN 


Why shop around? 
Just specify “OSBORN” 


OU KNOW OSBORN Brushes are good. To simplify buying 
b to assure getting unsurpassed quality, all you need to do is 
specify “OSBORN”. No need for shopping around. No chance for 
questionable quality. You can buy OSBORN paint, maintenance and 
power brushes with confidence because their workmanship and 
materials are backed by 60 years of OSBORN service to Industry. 
Order them automatically from your INDUSTRIAL DISTRIBUTOR 
on the same order as other mill supplies. The Osborn Manufacturing 
Company, Dept. 900, 5401 Hamilton Avenue, Cleveland 14, Obio. 


Osho Brush) 


OSBORN POWER, MAINTENANCE AND PAINT BRUSHES AND FOUNDRY MOLDING MACHINES 


IT’S SIMPLE. You can make one 
order cover OSBORN brushes and 
other leading-brand mill supplies 
when you buy from your Industrial 
Distributor. This standard practice 
streamlines your purchasing, cuts 
your supplies inventory, assures you 
good service on top quality products. 


HANDY STOCK. Your Industrial Dis- 
tributor carries a large stock of 
OSBORN brushes to supply you with 
the right type of brush promptly. 
Saves your time. The OSBORN 
Master* Sweep Floor Brush shown 
is a nationally recognized product. 


FOR YOUR NEEDS. There is a com- 
plete line of Osborn power brushes 
to meet your cleaning and finishing 
problems. Built for Industry by the 
Company that knows Industry’s 
problems. They do their jobs 
thoroughly and fast. ~ *Trade-mark. 








September 1952 
Compared with 
August 1952 


+1 % 


U.S. TOTALS 





September 1952 
Compared with 
September 1951 


+3% 


Ist 9 Mos. 1952 
Compared with 


Ist 9 Mos. 1951 


YUU 
~5% 


Comeitro sy Inpustriat Distaiai tion 











Supply Sales Trend 


Final Figures For September 1952 





September 1952 
Compared with 
August 1952 


September 1952 
Compared with 
September 1951 


Ist 9 Mos. 1952 
Compared with 
Ist 9 Mos. 1951 








NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 
Vermont 


+ 9% + 4% T% 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 
Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


+13% + 2% 


6% 





+ 6% + 2% 3% 


WEST NORTH CENTRAL 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 


- 8% | + 2% 3% 
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MEET THE NEED FOR SPEED IN 
Natnitnance Thitades 
of PIPE and BOLTS 


WITH OSTER“WILCO” PIPE MACHINES 





| ie 


Ss 
‘es OS 
sk ee 


No. 716 switco’ 
‘ : Cut-Off Time 
ding Time | “* 

Tween to | Sem 


xa a OS as 
ee a 


(Other Sizes in 
No. 714 “WILCO.” Range 1” to 4” pipe. 


Memo to Oster Distributors 


@ We're telling your customers to get in touch with you 
about these NEW Oster “Wilco” pipe threading ma- 
chines. (See our advertisement in December issue of 
MILL & FACTORY.) 


Memo to Salesmen of Oster Distributors 


Are you prepared with the latest facts about these NEW 
Oster “WILCO” machines? Do you know their out- 
standing features? There’s need for them in your terri- 
tory! It’s good business. Go after it. 


Send for illustrated bulletin on 
the NEW Oster “WILCO” machine. 


THE OSTER MFG. COMPANY 
2041 East 615¢ Street * Cleveland 3, Ohio 





No. 716 “WILCO.” 
Range 1” to 6” pipe. 
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SALES TRENDS (Cont’d.) 





September 1952 
Compared with 
August 1952 


September 1952 
Compared with 
September 1951 


Ist 9 Mos. 1952 
Compared with 
Ist 9 Mos. 1951 





SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 


Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 

New Mexico 
Utah 


Wyoming 


PACIFIC 
California 
Oregon 
Washington 





- 9% 


+ 9% 


+ 9% 


+24% 


- 2% 








+ 3% 


- ¢% 


+ 1% 


- 6% 


+ 1% 





~ 


T% 


1% 


9% 





INDUSTRIAL DISTRIBUTION ¢ 


DECEMBER, 1952 








“SHOWROOM DISPLAY HELPS US 
SELL MORE YARWAY TRAPS” 


—says BOB HACK 


This self-contained portable showroom display case 
is one more reason why industrial distributors are 
enthusiastic about selling Yarway Impulse Steam Traps 
‘and Fine Screen Strainers. Yarway backs up distributor 
efforts with strong consumer promotion, trade journal 
advertising, direct mail, catalogs, attractive packaging 
sue adie < and advertising specialties with distributor tie-ins. 
Marketed through recognized industrial distributors, 
Robert J. Hack, more than 850,000 Yarway Impulse Steam Traps 


Sales Manager of have already been sold. For information, write... 
John Hack Company, 


Woodbury, N. J. 





YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 


IMPULSE STEAM TRAP 
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Price Index for 19 Product Classes 


(1947-49 = 100) 


YJ Change 
Sept. August Sept. From 
NAME OF PRODUCT CLASS "52 52 Sl Year Ago 


Abrasive Products 117.1 117.1 116.1 +0.9 
Cutting Tools 119.1 119.1 123.2 —0.3 
Fans and Blowers 136.7 136.7 1418 —0.2 
Fasteners 140.2 139.1 139.1 +0.8 
Incandescent Lamps LiZ9 117.9 3219 —0.3 
Industrial Rubber Products 128.4 1284 1359 -—05 
Lubricants 98.5 98.5 102.4 

Materials Handling Equipment 127.1 127.1 127.1 


Mechanics Hand Tools 


(files, saw blades) 124.5 124.6 124.8 








Metalworking Accessories 121.3 1213 #£113.9 


Motors 115.5 1155 °#42116.9 
Paint 1 10.6 110.6 109.1 
Portable Power Tools 113.3 113.3. 113.7 
Power Transmission Equipment 124.4 124.4 125.9 





Precision Measuring Tools 116.8 116.8 117.6 
Pumps and Compressors 123.2 123.2 123.3 


Steel Products 


(pipe, bars, nails, ete.) 130.8 130.8 124.7 


Valves and Fittings 120.6 120.6 120.8 


Welding Machines 
(equipment, rods) 119.0 119.0 119.0 


Total Index 122.5 122.4 123.1 


Souree: Bureau of Labor Statistics and Industrial Distribution 
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LASTER, 


LESS COSTLY 


Material Handling 





HOISTS 


Chester Spur-Geared Chain Hoists are ex- 
pertly designed and ruggedly built . . . to 
give you rapid lifting and lowering with the 
least effort and lowest cost. Made in sizes 
from 4 to 25 tons—and built into a num- 
ber of special-purpose hoists such as Ex- 
tended Handwheel and Low Headroom. 
Timken Bearings reduce friction on work- 
ing parts, insure smooth operation and long 
life. Chester Differential Hoists are also 
available—in 4, , 1 and 1-ton sizes. Ask 
your distributor, or write us, for complete 
catalog, and tell us your requirements. 


CHESTER HOIST DIVISION 
The National Screw & Mfg. Company 
Lisbon, Ohio 


FAST SERVICE ON 
“Specials” 
With a modern, compact, 


completely integrated plant, 
we can give fast service on 


special types such as Low 


Headroom “ 


Trolley Hoists. 


Let your distributor quote 
on your specifications, or 
write us direct. 





e [ae 
Posesec+: 


SS? FASTENERS P HODELL CHAINS t CHESTER HOISTS 
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YOU'LL BE SURE 
WHEN YOU 


SELL CHESTER 


The steadily growing number of 
Chester Hoist distributors and 
Chester industrial users adds up to 
just one thing: you can 
with complete confidence. 


Here Are Reasons Why 


THEY'RE DURABLE 


We build long life into Chester 
Hoists with quality castings and 
forged parts from hook to hook . . . 
and with Timken Tapered Bear- 
ings for smoother operation and 
longer wear. 


THEY'RE DEPENDABLE 


We build Chester Hoists to deliver 
high mechanical efficiency day in 
and day out. We test them to 50% 
overload ... but we actually design 
and make them to a safety factor of 
5 times the rated load as a safeguard 
for both men and equipment in use. 


THEY'RE ECONOMICAL 


We make Chester Hoists for easy 
maintenance. Because we use Timken 
instead of ordinary roller bearings, 
Chester Hoists can be much more 
readily torn down and reassembled 
—serviced on the spot in a matter 
of minutes with ordinary tools. 


THEY'RE SPEED-SERVICED 


We quickly supply any part as 
needed. Should factory overhaul 
and testing be wanted, we'll do it 
fast and right, and rush the hoist 
right back to work. 


THAT’S WHY YOU CAN 
BE SURE... 


SELL CHESTER 
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The Outlook For Business 





ELECTION 


DEFENSE 


TWO FORCES 


General Eisenhower has completed a three-way parlay — from General to Mister to 
President. His election may prove a major turning point in American economic as well as 
political history. But that is something to be looked for over the longer pull. Over the 
short period the forces which are likely to determine the nation’s economic performance 
seem relatively well set. 


. Government spending will be stable or slightly higher next year. 
. Business plans for capital spending are only slightly lower for 1953. 
. Retail trade is on the upswing. 
After mid 1953 some very hard selling may be needed in order to justify present 
plans st capital expenditures and assure continuing good business. 


As noted in our last outlook.the defense program is still rolling slowly but steadily, 
with a somewhat higher volume of equipment scheduled for delivery in 1953 than in 1952. 
And most of 1953 is likely to be over before any action by the new administration can 
change the rate of defense procurement very drastically, Since defense is the main item of 
government expenditure, it seems clear that the government's influence on business will be 
in the direction of high and stable activity. This conclusion is reinforced by the fact that 
state and local spending may increase as much as $2 billion in the next year. 


Even more encouraging is the latest news about business plans for new plants and 
equipment. A special Department of Economics survey of plans for 1953 indicates that 
total expenditures next year will not be far below 1952. This is the earliest that we have 
ever attempted to collect data on capital spending plans. And the figures — especially for 
the later part of 1953 — are very tentative. But it does seem clear that the rate of spending 


in the first half-year will be close to the present rate. And there are enough projects in at 
least the thinking stage to keep the total from dropping sharply. (See page 7 for complete 
report). 


There are two forces — which might bring about more of a cut in capital expendi- 
tures before 1953 is over, and so darken the business outlook. One is the pressure of rising 
costs on profit margins. As we pointed out last month. business profits can be subjected 
to a new and painful squeeze by either a new round of wage increases, or a little competi- 
tive price-cutting or both. 


The other potent force affecting capital investment plans is the level of consumer 
spending. Right now retail sales are reported on the upswing. And output of consumer 
goods—particularly hard goods—is at the highest level since mid 1951. Probably the 


greatest unknown in the outlook for 1953 is how far the upswing in consumer spending 
will go. 


We'll come to closer grips with this problem next month, as the figures begin to 
come in on pre-Christmas trade. Some points are worth noting here, however. 


1. The amount of consumer credit has increased by more than 1 billion dollars in 
the past four months —one of the most rapid rises on record. A similar increase may be 
possible in the next six months. But it’s hard to see retail sales gaining all through 1953 on 
any such basis. 

2. Production of consumer goods can be expanded considerably in the first half of 
1953. This is particularly true of durable goods, for which more steel will be available — 
and where much of the recent sales spurt has been financed by credit. 

3. Consequently, it would be quite possible for inventories of consumer goods to 
accumulate at retail by mid-1953. If retailers respond with their usual alacrity there will 


be price cutting. Whenever this starts, consumers are likely to hold back and wait for more 
price cuts. 
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Tell them...Sell them “Safety and Savings,” 


the story of Alemite Self-Winding Hose Reels! 


even water. 
Reel Model 313500. 





it's The Mightiest Lubrication Story Ever Told! 
It’s the largest Alemite advertising campaign ever! About new booklet 


you... and the role you play in industry as an Alemite 
“Friction Fighter.” Presented to 15,000,000 Post and Col 
lier’s readers—every 2 weeks throughout the year—Alemite 
advertising keeps you in the picture as the man backed by 
the largest manufacturer of lubrication equipment. Spot 
lights you as the man to see. to listen to, to send for first! 


a PROOU 


ALEMITE ft 


Modern Lubrication Methods That Cut Production Costs ERMMMNay 


Alemite “Sales Power.” Shows where to look for 
more Alemite sales . . . how to move in and 
clinch them fast! Send for your copy now. Fill 
out and mail coupon today. 


Alemite, Dept. H-122 
1850 Diversey Parkway, Chicago 14, lil. 


Name 
Company 
City 
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“What would you have done?” 
asks Mr. George Fehiman 


Executive Vice-President, Belnap & Thompson, Inc., Chicago—merchandise prize incentive programs 


‘Recently, we had to deliver prize 
material to client sales meetings, sched 
uled all over the country for the same 
day 

We were forbidden to ship early 
and we must not be late! What would 
you have done? 

“We called Air Express 

“Within 24 hours, almost 1,000 ship 
ments were dispatched. All arrived on 
schedule. Not a single call or wire in- 
quiring about a shipment was received! 


122 
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We've become accustomed to that 
kind of service from Air Express. 
What's more—on practically every ship- 
ment we make, the Air Express rate is 
lowest in the field. These rate differ- 
ences often save several hundred dollars 
in one day's shipping! 

“Our business has grown from $4 
million yearly sales 5 years ago, to more 
than $9 million this year. We give 
credit for an important ‘assist’ to Air 


V/, 


Express!" 


“SAP HORS 


GETS THERE FIRST 


Division of Railway Express Agency 
1952—our 25th year of service 





How ( BESLY ) Helps Distributors 
Get MORE Big Volume‘ Business... 
for Better Cutting Tool:Profits 


Intensive, specialized help in selling and 
servicing those 25% of the prospects in 
each territory who buy 759 of the cnt- 
ting tools\és, thé “‘in-a-nutsbell” answer 
to, why distributors\of Besly Taps, Drills 
and Reamers are consistently gaining in 
“big usce” sales, At thesame'time, Besly 


BESLY Taps.are consistently “The 

World's Most Accurate’’—made and kept to 
and above the exacting standards 

of the biggest users. 


PREFERRED SERVICE 


BESLY ‘is realistic about the service that 
ig-volume users require—and gives “what it 
es” in preferential treatment to hold 
m. This applies to order handling 
and delivery of “specials” as well as 
“standard” tools. 


BETTER ENGINEERING 
COUNCIL 


BESLY Field Engineers are not only 
factory-trained in the design and manufacture 
of Cutting Tools, they are also 
long-experienced in Aang and 
methods—with particular emphasis on the 
mass-production operations of big-volume 
tool users. They help to sell by practical 
demonstration of bow and where Besly Taps 
and Drills cut costs and improve production. 


The consistent growth in Besly—and Besly Distributors—Cutting 
Tool Sales over the past 10 years is ample evidence of the sound- 
ness of this policy. 


It is also evidence of Besly’s ability to help distributors get more 
of the worth-while “big-volume” business. If too many small 
orders are cutting into your cutting tool profits, ask us for details 
on how we might work together to the advantage of us both. 


Distributors are finding their percentage 
of profit-cutting “small orders” reduced. 
This Besly Policy of primary concentra- 
tion on volume users is backed by more 
than “lip service”. Here’s how we help 
distributors get—and hold—“big order” 
business: 


1\ SUPERIOR QUALITY TOOLS } 


BESLY-WELLES 


CORPORATION 


Established as Chories H. Besly & Company in 1875 


106 Dearborn Avenve 
BELOIT, WISCONSIN 


TAPS, DRILLS and REAMERS 
Distributors 
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Carborundum Holds Advanced Training Course 


Sales promotion program is discussed by L. P. Mercer, Sales Promotion Manager, 


The Carborundum Co., 


\ group of distributor salesmen 
from all parts of the country attended 
an advanced training course at The 
Carborundum Co., Niagara Falls, 
N. Y. during the week of October 
13th 


Attendance 


Those attending the meeting in 
cluded: Merritt Wilson and R. J 
Misener, R. C. Neal Co., Buffalo, 
N. Y.; Charles E. Miller, Schlitt Ind. 
Supply Co., Springfield, Il.; Fred 
Boucher, C. E. Hamlin Co., Jackson, 
Mich.; Robert W. Griffith, Griffith 
Raguse Co., Phila., Pa.; J. L. Powell 
ind Earl Olmstead, ‘The Hardware & 
Supply Co., Massillon, Ohio; Jewett 
Shelton, The Garner Shelton Co., De 
troit, Mich.; P. E. Work, Sales Train 
ing Dept., The Carborundum Co.; 
Harold C, Troutman, Phillips & Eas 
ton Supply Co., Wichita, Kan.; Evald 
Lofgren and Myron Foust, Hardware 
& Supply Co., Akron, Ohio; E. T. 
Aldrich Jr. and B. C. Irstler, Peaslee 
Wells Inc., W. Springfield, Mass.; 
Sanford Dittmer, Butts & Ordway, 
Cambridge, Mass.; George Stockwell, 
Lindco, Inc., Worcester, Mass.; H. E 
Ernstrom, Haseltine Hardware, Port- 
land, Oregon; Verne Loeppert, Jr., 
Boyd Wagner Co., Chicago, Tl. 
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at recent advanced training course for distributor salesmen. 





Cutler-Hammer, Inc., Names 
Division Sales Manager 


G. A. Rauch has been named di- 
vision manager, distributor sales, for 
Cutler-Hammer, Inc., Milwaukee. 

4 Navy veteran of World War II, 
he joined the company in 1945. He 
was appointed to the Philadelphia dis- 
trict sales office in 1946 and returned 
to Milwaukee headquarters sales in 
1948. In 1950 he was named an in- 
dustrial specialist. 


G. A. Rauch 





MANUFACTURER 











Vinson Supply Opens 
New Amarillo Store 


Vinson Supply Co., Tusa, Okla., 
has opened a new store in Amarillo, 
Texas, on Northeast 3rd St. 

Jess G, Chilcoat, recently appointed 
manager of the company’s Amarillo 
Panhandle Division, will be in charge. 
He was formerly at the home office 
and before that was attached to the 
Odessa branch. 

W. J. Enlow, sales engineer, has 
been transferred from the ‘Tulsa head 
quarters to Amarillo. Tom Hughes, 
formerly at Odessa, has been named 
office manager at Amarillo. 

The branch will carry warehouse 
stocks of valves, controls, welding fit- 
tings, flanges, tubes and other sup- 
plies. 


Solomon R. Baker 


Pyrene Mfg. Co. 
Elects New President 


Solomon R. Baker has been elected 
president of Pyrene Mfg. Co., Newark, 
N. J., following purchase of a ma- 
jority stock interest in the company by 
Pyro, Inc. 

Mr. Baker is also president of Pyro 
and senior partner of Baker & Baker, 
Certified Public Accountants, of Wor- 
cester, Mass. 

Pyrene also recently elected three 
new members of its board of directors, 
Abraham M. Sonnabend, of Boston; 
Samuel Botwinik, of New Haven, 
Conn.; and Wilbur A. Cowett, of New 
York. 
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Worthington Consolidates 
Power Transmission Sales 


Worthington Corp., Harrison, N. J., 
has consolidated sales and production 
headquarters of its Multi-V-Drives 
and Allspeed Drives at its Oil City, 
Pa., plant. 

A new Mechanical Power Transmis 
sion Division has been established to 
handle the equipment, formerly manu 
factured at Buffalo, N. Y., and Hol 
yoke, Mass 

D. E. Tessendorf, manager, will be 
in charge of sales, with H. W. Kumro 
as assistant manager. Fred G. Moore 
is chief engineer. 

Some 150,000 sq. ft. of manufactur 
ing and warehouse floor space has 
been allocated to the consolidated op 
eration. 

E. J. Schwanhausser, executive vice 
president of the company, said the 
move is expected to result in more 
efficient production, better control of 
inventory, and improved service to 
customers because of centralized rec 
ords and shipping facilities. 


Service Tool Institute 
Names Geddes President 


James G. Geddes, president of 
H. K. Porter, Inc., Somerville, Mass., 
has been elected president of the 
Service Tools Institute, a group of 
62 manufacturers of mechanics’ hand 
service tools. 

He suceeds Morris B. Pendleton, 
president of the Plomb Tool Co., Los 
Angeles, who has held the office for 
the past year. 

Mr. Geddes is a former president of 
the American Supply & Machinery 
Manufacturers Association. 


JAMES G. GEDDES 


Louis Allis Meets Its Distributors 


Addressing distributors from 14 cities is R. C. Wareham, of Louis Allis Co., the 
Milwaukee manufacturer holds four such meetings every year. 


The Louis Allis Co., Milwaukee, 
has scheduled a three-day distributors’ 
meeting to be held four times a year 
for different groups of distributor 
representatives. Attendance is limited 
to about 25 in each group. 

The course includes 19 separate ses- 
sions including classes, plant tours, 
demonstrations, and general discus- 
sions, under the direction of R. C. 
Wareham, manager of distributor 
sales. Other members of the Louis 
Allis staff participating are M. F. 
Aynes, assistant sales manager; E. A. 
Kitsch, sales engineer; R. J. Owen, 
chief application engineer; F. D. 
Weber, manager of federal and marine 
sales; F. J. Luber, manager of Gear- 
motor sales; R. J. Weesner, assistant 
chief application engineer; T. J. Eth- 
ier, manager of Servatron sales; W. J. 
Altschwager, manager of Select-A 
Spede sales; and H. L. Kelley, man- 
ager of Adjusto-Spede sales. 

F. W. Rosenberg, manager of the 
service department; J. H. Beck, of the 
sales department, and W. J. Ullrich, 
office manager, will also direct classes. 

The following distributor represen- 
tatives attending a recent meeting in 
the new series: Gene K. Williams, 
Kingsport Electric Co.; Bernard Rod- 
gers, Georgia-Alabama Supply Co.; 
Bill Joknson and C. D. Van Hoozier, 
Tennessee Armature & Electric Co.; 
Don Leming and Stanley Newhard, 
Kirby Risk Electric Motors, Inc.; John 
E. Steffner and Jim Steffner, Chat- 
tanooga Armature Works; William 
Berner, Indianapolis Belting & Sup- 
ply Co. and Herman F. pots 
Moran Electric Service, Inc. 

Also attending were: Marion D. 


Welcher, Cole Supply Co, Inc., Tus- 
caloosa, Ala.; Toby Shivar, a 
Electric Co.; Thomas A. Pitts, Weaks 
Supply Co., Ltd.; Bill Dunsmore, Mill 
& ‘Textile Supply, Inc., Birmingham, 
Ala.; Roy S. Connatser, Pye-Barker 
Supply Co.; Jack Swinney, Textile 
Mill Supply Co., Charlotte, N. C.; 
and Charles G. Hinkle, Greenville 
Textile Supply Co. 

Louis Allis representatives attend- 
ing included Grover Brown and John 
Beck. 


To Head Mau-Sherwood 


John D. Williams recently took over 
the reins as president of the Mau- 
Sherwood Supply Co., Cleveland, for 
one year, relieving Howard S. Wil- 
liams. The two executives rotate the 
president’s office annually. 





BUFFALO Chamber of Commerce re- 
cently named Ray C. Neal, president of 
R. C. Neal Co., as chairman of its 
Industrial Supplies Committee. 


FOR ADDITIONAL NEWS SEE NEXT PAGE ===> 














125 Attend Yarnall-Waring Steam Trap Clinic in Brooklyn 


J. J. Dunn and V. Jakatt of Chas 


“* 
5 os | 
i:xplaining features of Yarway equipment is F. 


Co. with C. Faulkner, Gilman Paper Co 


Under the auspices of The Greene 
Wolf Co., Brooklyn, N. Y. distribu 
tor, Yarnall-Waring Co., Philadelphia, 
Pa. held a steam trap clinic on Oc 
tober 29th in the Kmghts of Colum 
bus Building in Brooklyn, N. Y. 

Approximately 125 industrial engi 
neers located in the general Brooklyn 
area attended this meeting. Much mn 
terest was stimulated by an operating 
model of the Yarway steam trap which 
demonstrated the operation of the 
trap under three load conditions. 
here was also a display unit designed 
to show the features of Yarway equip 
ment. 

Harold Greene, president of The 
Greene-Wolf Co., welcomed the engi 
neers to the meeting. He turned the 
discussion over to Charles Grosjean, 
Assist. Sales Manager of the New 
York office of Yarnall-Waring, who 
addressed the group on the history of 
Yarnall steam trap developments. 
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Demonstrating operating model, John Welker, YW engineer, addresses E. J. Egle, Jr., 
Pfizer & 


Co., Brooklyn, N. ¥ 
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R. Taylor (right), The Greene-Wolf 


One of the main features of this 
clinic was the premiere of Yarnall- 
Waring’s new 16 mm color sound 
movie entitled, “Please Pass the Con- 
densate”, the story of steam traps at 
work. 

After the film, Lloyd Denison, 
N. Y. Sales Engineer of YW an 
swered prepared questions with the 
use of slide films. 

Mr. Charles Grosjean then opened 
the meeting up to questions from the 
floor which were answered by a panel 
of YW experts: Lloyd Denison and 
Glenn Chase, sales engineers and John 
Welker, application engineer. Those 
attending expressed their interest by 
tossing a barrage of questions at the 
panel. 

At the conclusion of the discussion 
period, Mr. Harold Greene conducted 
the drawing of door prize tickets and 
invited the guests to participate in 
refreshments. 


Welcoming guests to steam trap clinic, 
Harold Greene, president, The Greene- 
Wolf Co., Brooklyn. N. Y 





Carter, Milehman & Frank 
Moves to New Quarters 


Carter, Milchman & Frank, Inc., 
New York City distributor, has moved 
to new and more modern quarters at 
36-38 Hudson St. 

The new building, a seven-story 
structure, will provide needed addi 
tional space, according to Herman 
Milchman, company president and 
founder. It’s the first move in 18 
years for the firm, which was founded 
in 1924. 

The company distributes hardware, 
machinists’ supplies, power transmis- 
sion equipment, hand and electric ma- 
chine tools and industrial hose. An 
export division is operated separately 
from the domestic sales organization. 





PENNSYLVANIA week was celebrated 
by Standard Pressed Steel Co., Jenkin- 
town, with this exhibit in the Philadel- 
phia National Bank. 
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Congdon & Curpenter 
Promotes Managers 


Charles H. Collins, former office 
manager at The Congdon & Carpenter 
Co., Providence, R. I., has been ap- 
pointed director of operations of the 
steel and industrial supply firm. 

Harold Gamble, recently supervisor 
of purchases, has been named statisti- 
cal manager. 

Warren A. Ray, former outside 
salesman, is the company’s new man 
ager of steel and metals. 

Mr. Collins, who joined the firm 5 
years ago, has been office manager for 
the past two years. His new duties as 
operations director involve supervision 
of the firm’s recently installed me 
chanical handling system. 


OPERATIONS and control problems 
occupy Charles H. Collins, operations 
director, and Warren A. Ray, steel 
manager, at Congdon & Carpenter Co., 
Providence, R. I. 


Champion DeArment Holds Sales Meeting 


* 


New products, new programs were outlined at a 2-day conference of the Champion 
DeArment Tool Co. at Meadville, Pa. Here the group takes a break outdoors. 


The Champion DeArment Tool 
Co.’s sales organization held its annual 
meeting recently at Meadville, Pa., to 
outline promotion plans for the new 
year. 

I'he company’s new Channellock 
plier was featured in the product con 
ferences. William DeArment, sales 
manager, discussed promotion and ad- 
vertising plans. George DeArment, 
company president, and Howard Man- 
ning, chief engineer, described plant 
expansion and new equipment and 
manufacturing techniques. 

Others attending were: Bill Kroyer, 
Barrett Brown, Barnett Ryan, Ed Mc- 
Ginley, Robert Larracuenta, Owen 
Hendricks, Jack Lyle, Paul Carter, 
A. P. Hendricks, Jr., Bob Sullivan, 
Ted Lynn, Bill Hemphill, Frank Lee, 
A. P. Hendricks, Sr., Roy Peters, Frank 
Grooss, Bill Wallace and Ollie Buck. 





Distributor 


~ 


oe 


Albert Tuch, sales manager of the Warren & Bailey Co., Los Angeles, signs a 
contract with Fred Nixon, representing Barco Mfg. Co., Chicago, to act as 
exclusive distributor for Barco ball, swivel, swing and revolving joints. 





Basic Materials Show 
To Feature New Products 


New materials and uses will be 
featured in an international “Exposi- 
tion of Basic Materials for Industry’’ 
scheduled for June 15-19 in Grand 
Central Palace, New York. 

Purpose of the event, which will 
also include a series of technical 
conferences, is to present an inte- 
grated picture of all materials funda- 
mental to product development, in 
both the consumer and_ industrial 
product fields. Some 15,000 execu- 
tives are expected to attend from 
manufacturing centers throughout the 
world. 

Don G. Mitchell, president of Syl- 
vania Electric Products, Inc., New 
York, is chairman of the board of 
sponsors. Others on the board are 
Eugene C. Sullivan, Corning Glass 
Works; Austin R. Zender, Bridgeport 
Brass Co.; Milton P. Higgins, Norton 
Co., and M. H. Meighan, Johnson 
Bronze Co. 

The exposition will be managed by 


Clapp & Poliak, Inc. 


Chase Brass & Copper 
Holds Open House 


Chase Brass & Copper Co., Inc., 
Waterbury, Conn., rel an open 
house for the public recently at its 
Cleveland plant. 

Some 45 mill operations were de- 
scribed in a tour of the 1,000,000 
sq. ft. manufacturing plant, the first 
time it had been open to the public 
since 1929. A new rolling mill is now 
under construction. 


FOR ADDITIONAL NEWS SEE NEXT PACE ===> 














Simonds Abrasive Holds Distribution Course 


ee 


Three-day sales training program brought these distributor representatives , A to 
date on latest products and policies at Simonds Abrasive Co.’s Philadelphia plant. 


Simonds Abrasive Co., Philadelphia, 
recently held a three-day training 
course for distributors at its home 
plant. 

J. F. Fisher, manager of sales engi- 
neering of Simonds Abrasive, and Ted 
Rowlands were hosts to the group, 
which included the following distribu- 
tor representatives: J. J. Fetzer and 
R. E. Vay, of Standard-Machinists 
Supply Co., Pittsburgh; Harold Shel- 
ley and Jerry Palmer, Gransden-Hall & 
Co., Flint, Mich.; Walter Raistrick, 
John Horvath, and Joseph Kmetzo, 
Che Ellsworth Steel & Supply Co., 
Stratford, Conn.; G. J. Kocsis and 
F. G. Fagan, Van Kleeck, Inc., Buf- 
falo, N. Y.; Robert Frantz, Butler Hol- 
linger and James Harris, Landis Tool 
Co., Waynesboro, Pa.; B. J. Murphy, 
Sager-Spuck Supply Co., Albany, 
N. Y., Charles Langdon, Langdon 
Supply Co., Kansas City, Mo.; Leon- 
ard Greenberg, Greenhill Hardware & 
Supply Co., New York; and Paul 
Tudor, Machinists Tool Co., Rock- 
ford, Ill 


Cleveland Tool & Supply 
Holds Golf Party for 115 


Vhe Cleveland Tool & Supply Co., 
Cleveland, entertained 115 representa 
tives of suppliers and its own sales 
staff recently at a golf at the 
Kirtland Country Club 

William Bucholtz, of the Cleveland 
distributor's sales force, won top hon 
ors with a 79. Harold Hurt, assistant 
sales manager of The Cleveland Twist 
Drill Co., got an 82 

l'ed Lowles, Cleveland Tool & Sup 
ply sales manager, was host for the 
event, which included a luncheon and 
dinner. 


party 





Parker Appliance Co. 
Names Sales Engineer 


]. J. Matich has been appointed in- 
dustrial sales engineer for The Parker 
Appliance Co., Cleveland. 

From headquarters in Indianapolis, 
he will cover Indiana and Louisville, 
Ky. 

Mr. Matich has been sales engineer 
for F. H. Langsen Kamp Co., Indian- 
apolis, for the past 3 years. Before 
that, he was connected with several 
machine tool companies and agencies 
in the same city. 


Bob Dando 


Standard Pressed Steel 
Transfers Salesman 


Bob Dando, a salesman for the 
Standard Pressed Steel Co. in the St. 
Louis area for the past 6 years, has 
been transferred to the Philadelphia 
territory of the Jenkintown, Pa., man- 
ufacturing company. 

Mr. Dando will sell the regular 
S.P.S. lines in eastern Pennsylvania, 
except in Philadelphia and Lancaster. 
He will travel north as far as the 
Scranton Wilkes-Barre area and west 
to Williamsport. 

An inspector with the company 
when he joined it in 1942, Mr. Dando 
later held positions in the gauge de- 
partment, in sales promotion and in 
the adjusting department. He was 
sent to St. Louis as a salesman in 
1946. 





Teachers Take a Lesson at Thor Plant 


Fifty school teachers from Illinois’ Fox River Valley spent a day recently at the 
Aurora works of the Independent Pneumatic Tool Co., seeing Thor tools produced. 
It was part of the city’s Business-Industry-Education program. 


ADDITIONAL NEWS STARTS ON PAGE 184 








There’s a YALE hoist 
for every lifting need! 











YALE advertising tells your customers about the 
low-cost advantages and the convenience with 
which the YALE Pul-Lift solves thousands of lifting 
and pulling problems. Your customers learn that 
the universal ratchet action makes the Pul-Lift as 
easy to use as a wrench...the light weight means 
one-man operation...the exclusive YALE design pro- 
vides capacities up to 15 tons. 

And, YALE advertising is continually telling your 
customers in every industry that you can provide 


YALE is a registered trade mark of The Yale & Towne Mig. Co. 


The Yale & Towne Manufacturing Co., Phila. 15, Pa. 


ship. Similar uses for the Put-Lirt can be found in the building 
industry, public utilities, transport, metal working, mining, farm- 
ing... any industry, heavy or light, where the need for low- 
cost pulling or lifting occurs frequently or at regular intervals. 


the answers to all of their lifting problems—with 
the YALE Pul-Lift and the most complete line of 
quality Hand and Electric Hoists available. 


That’s why it will pay you to take advantage of 
the advertising and promotion job YALE is doing 
to help you sell more Hoists...offer your custom- 
ers bigger savings in time, money and manpower. 


YALE 


PUL-LIFTS 


Yale Gas and Electric Industrial Trucks + Yale Worksavers - Yale Hand Trucks + Yale Hand and Electric Hoists + Yale Pul-Lifts 
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IDEAS: 


How you can... 


... install a simple but efficient conveyor system 


This belt conveyor at Abrasive Machinery & Supply 
Co., Newark, N. J., picks up goods from the end of a 
gravity roller conveyor, lifts them to truck height on the 
loading dock. The roller conveyor, about 100 ft. long, 
runs the length of the main warehouse, at right angles 
to bins and shelves. Orders are picked and placed on it 
directly, or via the packaging table, as required. 

When the gravity convevor is full of orders, they are 
given a slight shove, and the belt conveyor at the end 
does the rest. Portable gravity conveyor lengths on the 
loading dock take the goods off the belt, distribute them 
where needed, to trucks or temporary storage space 

Incoming shipments arrive at set times, generally in 
the early morning, so as not to interfere with outgoing 
trafic later 

The new system, being demonstrated in the picture 
by head shipping clerk N. H. J. Callahan, cuts shipping 
ind receiving time 25 percent at least, company ofh 
cials say 


... demonstrate a machine right at the point-of-sale 


\t Aikenhead Hardware Co. in ‘Toronte, Ont., the 
ustomer gets a practi il answer when he asks how a 
mall power tool works. ‘The salesman takes him to a 
model workshop in one corner of the sales floor and 
hows him—just lke that 

Vhe workshop is complete, even to bench and hand 
tools, but is intended primarily for demonstrating the 
various small power tools sold by Aikenhead’s. The firm's 
industrial supplies sales manager, E.. H. McKinney, states 
that this ready-made demonstration area has helped boost 
iles considerably, because the customer gets actual proot 
of a machine's capabilities 





It's a time-saver for salesmen, too, since table saws. 
drill presses, lathes, and other equipment are all set up 
nd ready to go 

The machines are changed around occasionally, so that 
ill lines can be demonstrated 


.-. help warehousemen keep the record straight 


National Bolt & Nut Co., Brooklyn, N. Y., has a 
simple, easy-to-use check on outgoing shipments—so busy 
warehousemen won't forget to enter them, and the per 
petual inventory system can function without hitches. 
\ large looseleaf ledger, with columns for size, descrip 
tion, quantity, and customer on each order, hangs inside 
the clevator. Since shipments from three of the com- 
pany’s four storerooms must move by elevator, men 
filling orders upstairs or in basement can’t miss_ it. 
Entries can be made while riding up or down with load, 
saving time and necessity of fumbling in pockets for 
small, fragile papers. 

Each morning, an office worker removes the preceding 
day’s ledger sheet and enters items on the perpetual 
inventory cards. 
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We're Driving tli Story Home to Your Customers 
Month-After-M in 56 Important Publications 


YOU PROFIT BECAUSE — 


Rust-Oleum Advertising is built around you 

Rust-Oleum advertising in Time Magazine, Newsweek, 
Business Week, Factory, Modern Industry, Mill and Fac- 
tory and 50 other leading business publications stresses this 
point—see your Rust-Oleum Industrial Distributor! Here 
is advertising that makes personal calls for you on “hard- 
to-reach” prospects every day! 


YOU PROFIT BECAUSE — 


Every type of Plant, Business and Industry is a Prospect 
Rust-Oleum is the practical answer to your customer's rust 
problems. It may be applied directly over rusted surfaces 

. after wirebrushing and scraping to remove rust scale 
and loose particles. Sandblasting and other costly methods 
of preparation are not usually required. And Rust-Oleum 
beautifies as it protects, because it’s available in all colors, 
aluminum and white. 


YOU PROFIT BECAUSE — ) 


Rust-Oleum backs you with a sound, protected Distributor Polic 
You sell Rust-Oleum under a sound, protected dssibua 
policy — proved by Rust-Oleum Industrial Distributors a 

over the country. Rust-Oleum is the high-profit, fase 
turnover, repeat-sale line specified throughout industry . - 
the line that you can talk on every call! : 


RUST-OLEUM CORPORATION 
2415 Oakton Street, Evanston, Illinois 


Protects Tonks, Girders 
Fences, Stocks, Meto!l Sash, 
Roofs, Buildings, Marine 
ee ond Railroad Facilities 
® 


Look for this label. Be sure 
it’s genuine RUST-OLEUMI! 


Stopping Rust with 
RUST-OLEUM 


4 
e 

A 
‘9° 
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* 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1952 











ON THE MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 











Blow Gun 


Two Stage 
Throttling Action 


lu-Flo, an engineered air blow gun, 
has been developed According to the 
manufacturer, for 9/10ths of the con- 
trol button travel only a small volume 
f air is permitted. If the operator 
wants the full blast, he pulls the but 
ton all the way 

Line pressure sealing is said to make 
the “triggering” casy and economical. 
The manufacturer states that the shut 
off valve is leakproof because it works 
igainst a pliant valve seat by its own 
\ built-in hook coupled with 
1 ball bearing swivel makes it easy to 
hang up without danger of a kinking 
hose jerking the gun off the hook. Con 
struction is such that the gun will with 
stand ordinary abuse without damage 

Ihe gun is furnished in 4-in., 4-in., 
and 3-in. N.P. thread 
tions, along with extensions 
or fifteen inch lengths 

Supreme Machined Products Co., 
Spring Lake, Mich 


pressure 


hose connec 


five, ten, 
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Masonry Drill 


Cleans Dust 
As It Drills 


\ newly developed cemented-car- 
bide tipped drill, “Arroflute Masonry 
Drill” has been added to the maker's 
line 

It is said to have _precision-ma- 


132 


chined oval flutes to clean out ma 
sonry dust as it drills. The manufac- 
turer claims that the new drill gives 
improved performance on all types of 
masonry materia! drilling. 

Available in a complete range of 
sizes, the Arroflute can also be pur 
chased in handy kits of 3 or 4 drills 
each. 

Arro Expansion Bolt Co., 
Ohio 


Marion, 














Hand Drills 


Two General-Duty 
Electric Models 


I'wo new electric hand drills, a 
general duty type with 4-in. chuck, 
and a 4-in. capacity special duty model 
have been introduced. 

Ihe maker advises that both mod 
els have spindle ball-bearing construc- 
tion to absorb radial load and end 
thrust, Jacobs gear-type chucks for 
slip-proof gripping of bits, and Uni 
versal motors. Housings are satin fin 
ished die-cast aluminum with aircool 
vents located to avoid covering by 
hand. 

General Duty Model 107 with }-in 
chuck is designed for all-around inter 
mittent use in shops, homes and on 
farms. It can drill within 3-in. of a 
parallel surface, and weighs only 3 Ibs., 
6 ounces. 

Special Duty Model 109 with 4-in 
chuck is said to be built for use where 


plenty of power is needed to penetrate 
metals and other resistant materials, 
as well as wood. It drills within 1}4-in 
of a parallel surface and weighs 9 Ibs 

Porter-Cable Machine Co., Syra 
cuse, N | £ 
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Parts Feeder 
Small Model With 
Separate Controller 


A new small model, EB-00, has 
been added to the maker’s line of 
“Vertical Vibratory” Parts Feeders. 

Syntron Parts Feeders are said to 
be designed to handle various sized 
and shaped pieces and parts, aligning 
and positioning them as desired and 
dispensing them one at a time to 
packaging, machining, assembling and 
other processes. 

rhis addition, furnished complete 
with cast aluminum or sheet. steel 
bowl and separate controller, lowers 
the minimum part length and diam- 
eter that can be handled from 14-in. 
by 4-in. dia. to 4-in. by Ys-in. dia. Its 
small size base (5-in. sq. by 7-in. over 
all height, including bowl) also per- 
mits its adaptability as an integral part 
of complete processing devices. 

Syntron Co., Homer City, Pa. 


Rubber Wheels 


For Grinding Ball- 
Bearing Raceways 


A new and improved line of rub 
ber wheels for gritiding ball-bearing 
race-ways has been announced. 

The new R3 Bond Rubber Wheels 
are said to provide free-cutting action, 
thereby minimizing generation of heat 
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. PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 


and insuring a high degree of accuracy. 
Another feature claimed by the maker 
is the virtual elimination of chatter. 

The manufacturer adds that, in ad 
dition to the cool-cutting qualities 
achieved, excellent form-holding char 
acteristics and shape maintenance 
throughout the life of the wheels are 
also realized. Only two grain types 
are employed—one that meets more 
grinding requirements, and the other 
intended for use in special production 
conditions. 

The Carborundum 


Falls, N. Y 


Co., Niagara 














Bin Truck 


Light Weight 
Maneuverable 


A new bin truck is now being pro 
duced which has a large 14 gauge bin 
body 22-in. deep by 42-in. by 26-in., 
and weighs 165 pounds. It has two 
rigid and two swiveled casters for easy 
maneuverability and a choice of roller- 
bearing rubber, plastic or semi-steel 
wheels. 

Lansing Co., Lansing, Mich. 


Motodrive 


With Conoflow 
Control Added 


The addition of the Conoflow Con- 
trol to its present line of automatic 
controls has been announced by the 
maker. 

Conoflow Control is available on all 
integral horsepower Reeves Vari-Speed 
Motodrives for use in conjunction 
with instrumentation air pressure of 
3-15 psi. The integral meses 











Reeves Vari-Speed Motodrives with 
the new Conoflow Control are said 
to have 6 to | maximum speed ranges 
on all units with capacities to 25 hp. 

According to the manufacturer the 
addition of this new control permits 
the Motodrives to control liquid levels 
in tanks, whether of the open or en 
closed types. In addition, the control 
makes it possible to use the Motodrive 
for automatically controlling flow pro 
portioning liquid, 
chemicals, grain, etc., as well as pres 
sure and temperature. 

Connection is made direct to the 
Conoflow Cylinder on the Reeves 
drive from a pneumatic controller. 
The cylinder is pre-lubricated; no ou! 
side lubrication is necessary. It is 
stated that it may be operated from 
the present air supply in a plant, and 
can be connected to any pneumatic 
control instrument 

Reeves Pulley Co., 
diana. 


systems of gas, 


Columbus, In 


Couplings 
Socket Weld In 
Sizes 4-in. to 4-in. 


The addition of a complete line of 
2000 Ib. and 3000 Ib. Socket Weld 








Couplings has been announced by the 
maker. 

These couplings are supplied in 
sizes }-in. to 4-in., and are said to be 
manufactured in accordance with 
American Standard ASA-B16.11. 

The Capital Mtg. & Supply Co., 
Columbus, Ohio 























Height Gauges 


improved Utility 
And Versatility 


New improvements have been in- 
troduced in the maker’s line of 12-in., 
18-in. and 24-in. precision height 
gauges. 

According to 
these 


the manufacturer 
improvements have been de- 
signed not only to increase versatility 
and utility, but also to save time and 
effort. 

A newly designed Universal Clamp 
eliminates the need of an extra at- 
tachment when Dial Gauge use is 
necessary. Another modification per- 
mits the marker to be used with a 
depth measuring rod attachment with- 
out the use of an extra clamp. The 
Depth Gauge is included. 

(Continued on page 137) 
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Cero nv ew, WEYL TPS 


With WINTER Taps on your shelves you are able to 
recommend and sell the right tap for every job. 
For WINTER makes not one, but two series of taps. 
The customer with an unusual tapping problem 


will probably find the tap he needs empng WINTER 
\ 


Taps for Special Applications. The customer doing 
conventional tapping will get utmost performance, 


long life, and economy from one of the complete 
line of WINTER General Purpose Taps. You will profit 
hy carrying both series of ‘WINTER Taps in stock. 
} ‘ 

WINTER BROTHERS COMPANY, Rochester, Mich., U.S. A. Distributors in principal cities. 


Branches in New York, Detroit, Chicago, San Francisco. Division of National Twist Drill and Tool Co. 
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Customer Reports: . ead 
Buying Bearing Bronze in 105" Lengths 


Cuts Short-End Scrap Drastically 


The National Broach & Machine Company, Detroit, 
scrapped 4%" to 6” of bronze for every spindle and 
s shaft bearing made from standard 13” stock. The 
bearings run 7” to 8%"; therefore only one could 


be made from each standard bar. 


By buying Asarcon 773 bronze bars in 105” lengths. 
the company is able to cut pieces in the exact 
size needed for its “RED RING” gear testing 
machine bearings. There is only one short end for 


an entire bar ... scrap loss is at a minimum. 


ASARCO Continuous-Cast Bronzes . . . cut in 


the length you want ... can reduce scrap losses for 
you, too. In addition, the consistent dimensional uniformity of the 
stock means that you get a virtually finished product that 

requires less machining. Metallurgical 


defects are non-existent. There are no hard and soft 


spots no porosity no dirt. dross or sand. 


Why pay for metal that will only go to 216 sizes of ASARCON 773 (SAE 660) 
scrap? Specify ASARCON 773 bearing bronze are stocked in 105” lengths . . . 





bronze and get the length you need. 


tubular or solid round and from 4” to 5” 


diameter . . . at warehouses in principal 
cities across the country, Distributors will cut stock 
long or short to suit your specific requirements. Other 


alloy rods, tubes and shapes are available in any length up to 20’. 


West Coast Sales Agent 
KINGWELL BROS. LTD., 457 Minna Street, San Francisco, Calif 


American Smelting and Refining Company 


OFFICES: Perth Amboy Plant, Barber, New Jersey 
Whiting, indiana 
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On The Market Today 


Starts on page 132) 





Another improvement is that the 
attachment arms are now identical in 
size for both the 18-in. and 24-in. 
Height Gauges. The maker states that 
these improvements are now standard 
equipment on all their height gauges. 

Homestrand, Inc., Larchmont, 
N. Y 


Flood Lamp 


All-Glass, 

Sealed-Beam 

A new 300-watt PAR-56 flood lamp 

of the all-glass sealed-beam type has 

been introduced. It is a companion to 
(Continued on next page) 





Blow Gun 


Supreme Machined Prod- 
ucts Co 


Masonry Drill 
Arro Expansion Bolt Co.. 


Hand Drills 
Porter-Cable Machine Co. . 


Parts Feeder 
Svntron Co.. 


Rubber Wheels 


The Carborundum Co.... 
Bin Truck 
Lansing Co 


Motodrive 
Reeves Pulley Co.. 


Couplings 
The Capital 
ae 


Height Gauges 
Homestrand, Inc 


Flood Lamp 
General Electric Co 


Reamer Grind 
Super Tool Co 


Pliers 
Mathias Klein & Sons.... 





Index of Manufacturers’ Products 


Platform Ladder 
Dayton Safety Ladder Co.. 140 


Drill Chuck 
Continental Tool Wks. Div. 
Ex-Cell-O Corp 


Slotted Sleeve 
Novi Tool & Machine Co 


Jig-Saw 
Boice-Crane Co 


Tack Cloth 
Industrial Tape Corp 


Coil Grab 


Dixon Automatic Tool, Inc. 


Cut Thread Studs 
Northwestern Tool & Engi 
neering Co 


Tester 
Ideal Industries, Inc 


Motorized Sweeper 
Multi-Clean Products 


Explosimeter 
Mine Safety Appliances Co 


Blower 
Standard Electric Mfg. Co., 
ine, ... 


Cutting Tools 
Illinois Tool Works 
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teeth guarantee maximum bite 
and minimum weap. 


Here is a plier that will last for 
years! Channellock Pliers—made 
only by Champion DeArment Tool 
Co., Meadville, Pa. 


Send for your Catalog today. 
Channelliock pliers are listed in 
the Yellow Pages of most Tele- 
phone Directories under “Tools” 

sie 
set oe fe Har 
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FLUX CORE 


Flrux-Core 
SOLDER 


SO SIMPLE to leave your soldering 
troubles to Kester 


Kester alone can provide that 
engineered Flux-Core Solder so essential 
to efficient operation. 
This is possible because only Kester possesses that necessary flexibility 
of flux control (different core sizes), just the right amount of flux 


needed, in the many diameters that range from .009” to %-inch. 


Technical Laboratories and Field Engineering Service adapt these 


features to specific requirements. 


KESTER SOLDER COMPANY 
4214 Wrightwood Ave., Chicago 39 


KESTER 
SOLDER 


Newark 5, New Jersey + Brantford, Canada 
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the spotlight lamp of the same size 
ind type introduced in 1950 by the 
maker. 

Described as a “precision” lamp, its 
smooth, medium-spread beam is de 
signed on the principle of the auto- 
mobile headlamp. Prisms in the seven- 
inch lens cause a sharp cutoff of the 
beam, which according to the manu 
facturer, reduces “spill” light to a 
minimum. 

It is suggested for use by the maker 
for building floodlighting and _pro- 
tective lighting. When used outdoors, 
a housing should be used to protect 
the bulb from rain or snow. The new 
light source has a base of the mogul 
end-prong type, and is designed for 
use in any burning position, with a 
life rating of 2000 hours. 

General Electric Co., Cleveland, 
Ohio 


Reamer Grind 
Rough, Finish Ream And 
Burnish In One Operation 


The development of a new grind on 
their “flute long” carbide tipped ream- 
ers is said by the manufacturer to en- 
able users to rough and finish ream 
and burnish in one operation. 

The reamer is ground .005-in. to 
010-in. undersize the first half inch 
and builds up to finish ream size. 
Above the finish ream section, lands 











EI 





are circular ground for burnishing to 
produce a micro finish. The “flute 
long” reamer is carbide tipped the full 
length of the flute. 

According to the manufacturer, pro 
duction tests have proven the value of 
this new grind by producing a finish 
of 25 micro reading for as many as 
1000 pieces in malleable iron produc 
tion parts where previously finish 
could not be held more than a few 
pieces 

Super Tool Co., Detroit, Mich. 














Pliers 


Two Additions 
To The Line 


A transverse end cutting plier of a 
new type has been introduced which 
is said to have many uses in the indus- 
trial, electrical, and hardware fields. 
With this new plicr the maker states 
it is possible to reach into confined 
places and make a clean flush cut. It 
is also useful in precision work where 
ordinary oblique and end cutters are 
too bulky. 

A new small plier of duck bill de 
sign has also been introduced by the 
manufacturer, It has duck bill jaws 
of sufficient width to hold small 
springs for adjusting, yet is said to be 
compactly designed to permit form- 
ing wire in confined places. There is 
no knurl in the jaws to nick or other- 
wise damage soft wire. 

Both pliers are furnished with a 
replaceable tempered steel spring to 
keep them in an open position ready 
for use. They are both hammer forged 


Repeat Order 


New Order 


Repeat Orde 
ani ais Repeat Order 


Four New Catalogs 


Each different... each good 


One catalog features transmission gears and parts. Another, 
machinists’ tools. A third, heavy machinery and equipment. 
And the fourth, a balanced line of industrial supplies—right 
across the board. 

Each of these catalogs reflects a distinct business “personality.” 
Each is planned and built for the service of a specific market. 
So, if you say, “Our catalog problem is different”’—we know 
what you mean, and we know how to give you exactly what 
you require. 


Just drop us a line today. 


R. R. DONNELLEY & SONS COMPANY 
Catalog Compiling Department 


350 East Twenty-seconp Street, CHICAGO 16 


PRINTERS -BINDERS-ENGRAVERS-+-LITHOGRAPHERS 
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It’s no accident that 


they’re known as 


fo 


Drill Presses 
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It was done by design— 
WALKER.-T 
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rmation, use margin below to 
e your name and address. 


| WALKERUTURNER 


ae ON 





4 
KEARNEY ANB TRECKER] CORPORATION 
PLATWEIELD, j 


DRILL PRESSES * RADIAL DRILLS * TLTING ARBOR SAWS 
BELT ond DISC SURFACERS * METAL-CUTTING BAND SAWS 
LATHES * SPINDLE SHAPERS * JOINTERS 


SOLD ONLY THROUGH 
TRAINED 


INDUSTRIAL DISTRIBUTORS 


to write for full details and specifications 
Walker-Turner Division, Kearney & Trecker Corp. 
Dept. 1D-12, Plainfield, N. J. 
(Please write your name and address in margin of page) 














from high grade tool steel, individually 
fitted, tempered, adjusted and tested. 

rhe transverse end cutting plier is 
made in 6-in. size only. No. 204-61 
with leaf springs; No. 204-6 without 
leaf spring. The duck bill pattern 
plicr is made in 54-in. size only; No. 
306-54-L with leaf spring; No, 306-54 
without leaf spring 

Mathias Klein & Sons, Chicago, III. 


Platform Ladder 


Two Men Can Use 
At The Same Time 


\ heavy duty platform ladder fea- 
tures wide steps and a roomy work- 
platform on one side and dowel-type 
steps on the other side so that two 
workmen can work from it at the same 
time 

The dowels are reinforced with 
heavy steel struss rods, and there is a 
shelf at the top for tools, boxes and 
other equipment. The ladder is avail 
able in various sizes from 4 to 16 feet 
in height 

Dayton Safety Ladder Co., 
nati, Ohio. 


Cincin 


Drill Chuck 


For Drilling 
Clearance Holes 


4 new stub drill chuck for use in 
multiple-spindle heads has been intro 
duced. This chuck is said to cut costs 
in drilling bolt holes or clearance 
holes : 

Supported in rigid, true-running 
spindles, these chucks are claimed to 
project a minirhum distance and use 
short drills so that bushings and bush- 
ing plates are not required. This set-up, 
according to the manufacturer, in- 
creases drill life substantially over the 
conventional setup in which drill 
chucks and drills project considerably 


LMONT 


Made Right to Seal Tight .! . LONGER 


There’s a Belmont Gasket—molded, formed, extruded, or die or lathe cut— 
for every gasketing service. They're made for better joint and surface seals... 
under any combination of service conditions . . . from a wide range of mate- 
rials including Compressed Asbestos, Woven Asbestos Metallic, Red Rubber, 
Cloth Inserts, Black Rubber, Vegetable Fibre, Cork-Vegetable, Gray Rubber, 
Neoprene, Buna-N, Teflon, Silicone and many other compounded materials, 


Because Belmont Gaskets are accurately and uniformly cut from just the right 
material to suit your particular service, they can usually be expected to 
deliver a valuable saving in maintenance costs and uninterrupted service by 
providing longer, more dependable service life. 


Write or call your Belmont Distributor for recommendations . . . and get 
reference Catalog No. 40. 


‘BELMONT 


PACKING and RUBBER CO. 


Butler and Sepviva Streets 


Philadelphia 37, Pa 


i rs | 
BE scion 


ar, —** 


4M4 


THERES A BELMONT PACKING FOR EVERY SERVICE 
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TODAY'S 
TOP VALUE 


and a 
Pace-Setting 
Demand 


Model J pictured, 10” x 18” Capac 
ity, available as a wet or dry cut- 
ting machine. Also Junior Model B 
(With or without casters) 5” x 10” 
capacity, shown below. 


Are You, Too, Handling 
This Maximum-Profit Line of 


JOHNSON << BAND SAWS 


You'll do better when you sell 
Johnson Band Saws. Their 
many advantages afford them 
a great and growing demand. 
Advertisements in industrial 
magazines constantly tell their 
story to users everywhere. Ex- 
tra capacity, speed, accuracy 
and versatility are factors that 
have put Johnson Saws out in 
front and kept them there. So 
start now to step up your 
volume, your profits with this 
outstanding line. Write today 
and get the details. 


METAL 
CUT-OFF 


SELECTED DEALERS 
SELL JOHNSONS 


JOHNSON MANUFACTURING CORP. 


ALBION, MICHIGAN 
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further beyond their supporting bear- 
ings, making it necessary to use guide 
bushings to locate the holes. Pieces 
per sharpening and total drill life are 
said to be greatly increased. 

A U-shaped drive key engages 
notches in the shank of the drill and 
fits a groove in the faces of the collet 
and holder. This is said to provide a 
positive drive, and also prevents the 
drill from being pushed back into the 
collet under feeding pressure. The 
drills have several sets of notches in 
the straight shank to provide length 
adjustment. 

Continental Tool Works, Div. of 
Ex-Cell-O Corp., Detroit, Mich 


Slotted Sleeve 


To Install 
Tool Bits 


\ slotted sleeve for simplifying the 
installation of tool bits in boring bars, 
tool holders and cutter heads has been 
introduced. 

To install the sleeve in a boring 
bar, one hole the size of the sleeve is 
reamed part way through the bar and 
the sleeve held in place by a pin. If 
permanent installation is required, the 
sleeve may be soft soldered or brazed 
in place. 

Two more holes are drilled and 
tapped: one to hold the tool rigidly 
in place and the other as an adjust- 




















gETHLEHEN 
STEEL 


vt 
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136-A Series. Double Ball Race 


Swivel 


Caster 


with Roller 


Becring Semi-Stee! Wheels. 


(eee enn 71 


Bond saves 


materials handling time... 


Bre 


Mm’ 


\ 
\\ \ 
\\A 


Hand Truck. Beverage truck illus- 
trated. Also Keg and Case, Barrel 
Drain and General Purpose trucks. 


Bona time-saving, profit- 
building materials handling 
equipment is designed and 
built to directly match your 
customer's requirements in ser- 
vice. It is this built-for-the-job 
characteristic of Bond mate- 
rials handling equipment that 
gives you the “in” to make 
more satisfying and more 
profitable sales. Write for a 
copy of Bond Catalog K-38 

. . we'll be glad to send it to 
you by return mail. 


Universal Lift Jock 
and Platform. 


built-for-the-job 
TRUCK CASTERS 
LIFT JACKS ---- 
PLATFORMS 
HAND TRUCKS 
DOLLIES 


1 
1 
I 
! 
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1 
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1 
! 
! 
1 
! 
1 
! 
! 
1 
1 
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BOND FOUNDRY 
& MACHINE COMPANY 


Manheim, Penrasylvania 
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ment behind the tool itself, preventing 
the tool from sliding away from the 
work. 

The slotted sleeve can be used not 
only for square tool bits but also for 
rectangular tool bits. In the latter 
case, two sleeves are installed with the 
slots facing each other. The sleeves 
are available in sizes for tool bits from 
‘s-in. to l-in. in width and 1-in. to 
4-in. in length. 

Novi Tool & Machine Co.. 
Mich. 


Novi, 











Jig-Saw 
Improved Design 
Precision Machined 


Several improvements in design 
have been introduced in a new model 
jig-saw. 

According to the maker, the new 
model employs a redesigned U-frame 
with larger diameter arcs and gener 
ously rounded edges. A larger mount- 
ing flange bolts the arm directly to 
the pad on the base. This, together 
with wider bolt spacing, is said to 
result in greater strength and rigidity. 

The maker adds that precision ma- 
chining insures a higher degree of 
lineup of all working components 
without lineup adjusting means of any 
kind. The new design is claimed to 
climinate any possibility of the arm 
shifting or bolts loosening due to 
vibration or rough handling. 

Boice-Crane Co., Toledo, Ohio. 


Tack Cloth 
Picks Up 
Dust, Dirt 


Permacel Tack Cloth has been in- 
troduced and is said to pick up dust. 





an 
product : 
The Door is Wide Open 


®@ Your customers, and new plants opening 
up near you, are faced with new material 
handling problems. As a major supplier of 
their operating tools, they expect YOU to 
help solve their problems. Acco Registered 
Wire Rope Slings, many of which you can 
stock, enable you to render a real service 
.. deliver on the spot ...when service counts. 

ACCO Registered Wire Rope Slings are 
exact tools, specifically designed for high- 
est efficiency in material handling. The 
matching of full rope strength with fittings 


a and attachments of equal or higher strengths 
featuring 


permits the safe use of multiple sling hitches 
Duatoc® 





4 for unusual lifts. Your customers know the 

F, ; strength of each unit or complete assembly 
(\ q of ACCO Registered Wire Rope Slings. 

Wire or write today for full information. 


*Trade Mark Registered 


Hegistered 


WIRE ROPE SLING DEPARTMENT Wire Xo) of 
AMERICAN CHAIN & CABLE Slings 


VA cs 
Taapt WO JJ Wilkes-Barre, Pa., Chicago, Denver, Houston, Los Angeles, New York, 


peters Odessa, Tex., Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 
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Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop... and because 
they're basic, they're the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades... slitting saws . . . cutoff blades... key- 
seat cutters ... and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham's reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


dirt, and paint particles on surfaces 
to be painted, rather than spreading it 

The new Tack Cloth is available 
in one size, 18-in. by 36in. The 
maker stresses the fact that it is spon 
taneous-combustion proof. It comes 
packaged in its own sealed, long-life 
cellophane bag, and is always soft, 
fresh and flexible. ‘The maker adds 
that in use, the “hand-size” pad, 
which has been treated with a special 
impregnant, may be constantly folded 
and refolded. 

Industrial Tape Corp., New Bruns 
wick, N. J. 


Coil Grab 


Two New 
Models 


Two new coil grab models each 
with 5,000 Ib. capacity have been 
developed. 

One grab is designed for normal 
width coils up to 12-in. wide and the 
second for coils up to 24-in. wide. 
As with the lighter weight coil grab 
models, one operator can lift the coil 
from the pallet up to a vertical posi- 
tion in one easy motion. It is also 
designed for picking up coils from a 
vertical position and laying them down 
on a pallet. 

A safety lock is incorporated in the 


design to maintain a positive grip on 
the coil at all times. - According to 


the manufacturer, it is easy for one 
TOOL COMPANY floor man to handle both the hoist 
and grab. 
“EVERYTHING IN STANDARD AND SPECIAL CUTTING TOOLS” 


\ prong tapered to fit between the 
coils, in the space made by the coil 

14406 WOODROW WILSON ° DETROIT 3, MICHIGAN 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. jaw is placed in the center of the coil 








bands, is positioned while the opposite 
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SHOW YOUR CUSTOMERS HOW TO 


Cut Their Finishing Time As Much As 50% 


Show them how to SAVE on finishing products, parts, as- 
semblies, in all metals, plastics, wood, glass, hard rubber, 
pressed and laminated materials and combinations. 


Substantial time savings are obtained by combining 


burring. finishing, cleaning, polishing, into one time- 
saving operation with rubber-cushioned Brightboy. 
Your customers get the working advantages of both 
abrasive and rubber in Bright- 
boy’s unique, smooth-surfac- 
ing action. They achieve fin- 
ishing versatility and adapta- 
bility 
conventional abrasives in 


beyond the range of 


less time——in fewer operations. 


WHEELS, STICKS, 
RODS, BLOCKS in 
three textures, — 
for machine and 
manual operations 


Brightboy takes up where other abrasives leave off. 
It will complete your abrasive’s service to customers. 
Sell it in connection with cutting tools, drills, files. 
WRITE NOW FOR DETAILS ON INTERESTING 
DEALER PROPOSITION, INVITING  TERRI- 
rORIES. 


HOW BRIGHTBOY SAVES PRODUCTION TIME 

Does countless jobs regular abrasives cannot do—PLUS low cost, 
“every-day” finishing. Bridges the gap between the rough grind 
and the buff in one operation! Works to close tolerances. Shapes 
to contour. Produces a wide variety of conventional and special 
finishes and patterns damaskeening, for example; often the 
“final” polish. No before-use preparation or dressing needed. No 
skilled labor necessary. 


GENERAL USES—A FEW OF MANY 


Removes light digs, tool and heat marks. Cleans welded and 
soldered joints. Finishes dies and molds. Burrs stampings, cast- 
ings, machined parts. Maintains tools, equipment, machinery, 
parts. 





FOR YOUR CUSTOMERS DOING DEFENSE WORK— 
OR MAKING CIVILIAN GOODS 


Show them how to profit from Brightboy’s outstanding adaptabil- 
ity! Proved in production of countless civilian-goods items. 
Proved again in defense production: Ordnance, Instruments, Air- 
plane Parts, Internal Combustion and Jet Engines, electrical, 


Electronic, Transportation and Communication equipment. 


BRIGHTBOY INDUSTRIAL DIVISION 
Weldon Roberts Rubber Co. 
6th Ave. and No. 13th Street Newark 7, N. J. 
America’s Pioneer Manufacturers of Rubber-Bonded Abrasives 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1952 147 


Tage RE 














fhew-Seal woes CLAMPS 


Wont Shake 


When the steel worm gets its bulldog 
grip deep into the slots of the 
steel band of an Aero-Seal, it’s there 
to stay until you want it co let go! 
Makes a leak-proof hose connection 
or clamps any two or more 
objects of any shape together in an 
unshakeable bond. Proved under 
hardest usage, under extreme 
vibration, in automotive, aircraft, 
industrial installations. 
Can't shake loose 
or snap open accidentally. 
ALL AERO-SEALS HAVE 

STAINLESS STEEL BANDS 


NO FIDDLING — 
NO FUMBLING 


Easily, quickly installed any place 
you can reach with thumb and 
one finger, or with a pipe wrench 
or long-handled pliers. Threads 
engage automatically when band 
slips under clamp. Integral con- 
struction ; no parts to lose. Screw- 
driver or thumb screw types. 


USE AGAIN 
and AGAIN 


Bands conform to any shape. 
Stainless steel band resists cor- 
rosion; lasts indefinitely. Can't 
shake loose, but you can unscrew 
and reuse again and again. 


As the craue lifts the grab auto- 
matically adjusts to the coil size. As 
the coil lifts the grab turns to allow 
the coil to move to a vertical posi- 
tion. 

The Dixon Coil Grabs are available 
in 2,000 and 5,000 Ib. sizes. Larger 
sizes are available on special order. 

Dixon Automatic Tool, Inc., Rock- 
ford, Ill. 


Cut Thread Studs 


Additional Sizes From 
2-in. to 20-in. Long 


An addition to their line of cut 
thread studs has been announced by 
the manufacturer 

With the new sizes, the maker 
states they can supply from stock, 
studs from 2-in. to 20-in. long in fs- 
18; 2-16; 4-13; €-11: 3-10; %-9; and 
l-in.-8 

Northwestern Tool & Engineering 
Co., Dayton, Oho 


Tester 


Tests Motors, Fuses, 
And Spark Plugs 


To complement their line of test- 
ing equipment, the maker has intro 
duced a new industrial Test-Glo for 
testing motors, fuses, electric circuits 
to 600V, and other testing applica- 
tions. 

An enclosed neon test lamp is at 





HOSE CLAMPS 
ANOTHER PRODUCT 


Breeze Corporations, Inc., 41 South Sixth St., Newark, N. J. 
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the front of the prod handle, always 
in the line of vision. It is said to glow 
on 80 to 600V., AC or DC, with in 
tensity indicating relative voltage. 
Heavily insulated 24-in. leads of 10,- 
000 volt wire give long reach. The 
entire unit is said to be cement-sealed, 
moisture proof and built for knock 
about usc 

Ideal Industries, Inc., Sycamore, Ill. 





Motorized Sweeper 


Maintenance 
Time Cut 


\ new, improved motorized indus- 
trial plant sweeper, said to do the 
heaviest industrial sweeping jobs in a 
fraction of the time required by push 
broom method, has been announced. 

A powerful rotary brush sweeper 
and heavy-duty vacuum cleaner com 
bined into an integral unit, the ma 
chine is said to be highly efficient on 
dust, dirt, steel shavings, scrap paper 
and cardbard, grass, leaves, small 
metal parts and milling debris. 

Sweeping is done by eight 36-in. 
hardwood, Palmyra filled brushes 
welded into a single circular unit 17 
in. in diameter and 36-in. long. The 
effective sweeping area is increased to 
48-inches by use of the side brush 
attachment 

The vacuum is built in, and is 
mounted directly on the engine shaft 
\ 1-4-2 hp Briggs and Stratton air- 
cooled engine delivers power to pull 
the operator on the riding sulky, as 
well as operate the sweeper at a 
speed up to four miles per hour 

Multi-Clean Products, Inc., St 
Paul 1, Minn. 


Explosimeter 


For Detecting 
Hazardous Gas 


\ portable instrument, the “MSA 
E:xplosimeter, Model 2”, has been de 
veloped for use in detecting hazardous 
gas ot vapor-air atmospheres 

\ special filter cartridge, imcorpo- 
rating a chemical reagent, is used with 


pecialists 


e of Stresses fr 


‘Tuffy su 


Last Longer 
to Help You Cut 
SLING COSTS 


BRAIDED CONSTRUCTION is the Reason! 
Knot it! Kink it—if you can! See how easily the 
patented braided construction of Tuffy Slings 
straightens cut without damage. Only Tuffy 
gives you this extra flexibility and long-life 
strength—because ONLY TUFFY has this 9 
part machine-braided wire fabric construction 
that fights off knots and kinks, yet stands up 
longer when such stresses of distortion happen. 
Mail coupon for your FREE 3-ft. sample of 
Tuffy Sling fabric and test it yourself! 


A Steel Company Reports: *... outlasted 
former slings 3 and 4 to one.” 

One month’s service was tops—until Tuffy 
showed how they could get 3 and 4 times longer 
service—at big savings on sling costs. 


SEND FOR THIS FREE BOOK! 


Get the facts—and save! Here’s useful 
data on 12 braided sling types . . . various 
types of sling fittings, 30 illustrations of 
sling uses, information on splicing Tuffy 
Slings and Wire Rope. It’s yours for the 
asking! Mail coupon today! 


om Knot 


s & Kinks 


\Wiekone. Corporation 


fer) / In Wire Rope and Braided Wire Fabric 





m 
LJ 
m 
| 


a 3-Ft. sample Tuffy Sling 


Send FREE Tuffy Sling Handbook and Rigger’s Manual 


Have my Union Wire Rope Fieldman deliver to me FREE 
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HEIN-WERNER C-2!I 


Push and Pull Jaekit 


Enable your customers to handle heavy-duty bending, pressing, 

lifting, clamping, moving, and straightening operations without the 
expense of crews, helpers, or complicated setups. One man can do all 
these jobs faster, easier, and better when equipped with a 

Hein-Werner C-21 Push and Pull “JacKit’’. 


The Hein-Werner C-21 includes a 20-ton “Push and Pull’ 
Hydraulic Jack and 15 carefully selected attachments packed in a sturdy 
wooden chest. Jack pushes or pulls direct with one ram. You merely 
turn valve from right to left. Pump works at any angle . . . in any 
position. Remote control operation protécts user. Varied attachments 
adapt jacks use to unlimited range of industrial applications. 


Hein-Werner ‘‘JacKits"’ are available with ‘Push and Pull"’ Hydraulic 
Jacks of 4, 10, and 20 tons capacity complete in chest or rollaway metal 
stand. Write us for details. 


Meme HEIN-WERNER 


A TAD CORPORATION 


WAUKESHA, WIS. 
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the instrument when sampling leaded 
gasoline vapor. Both items are listed 
by Underwriter’s Laboratories, Inc 

Provided with this instrument, 
which is powered by flashlight bat- 
teries, is a sampling line of synthetic 
rubber, recommended for use in re- 
mote sampling of atmospheres which 
may be explosive. 

Mine Safety Appliances Co., Pitts 
burgh, Pa. 














Blower 


For Removing 
Fumes, Sawdust 


A high pressure blower that quickly 
removes fumes, smoke, dust, sawdust 
and obnoxious odors has been intro- 
duced. 

The precision made all-aluminum 
blower, according to the maker, moves 
up to 450 cubic feet of air per minute. 
On the standard unit, made with a 
54-in. inlet and 34-in. outlet, power 
is supplied by an enclosed, 1/6 hp, 
Westinghouse 115V, single phase 
AC, 3450 rpm motor. However, hans 
sizes with different speeds and differ- 
ent current characteristics can be ob- 
tained. 

Standard Electric Mfg. Co., Inc., 
West Berlin, N. J. 


Cutting Tools 


Additional 
Standard Line 


Supplementing its line of engi- 
neered cutting tools, the manufacturer 
has introduced a new line of standard 
cutting tools. 

According to the maker the new 
line will include a complete selection 
of standard end mills, saws, milling 
cutters, key slot cutters, hobs and 
shaper cutters. 

The new standard line will be dis- 
tributed under the trade name ILLI- 
NITE. 

Illinois Tool Works, Chicago, Ill 





@ Your customer's confidence is earned 
by experience... experience with you,and with the 
uniform high quality in every link of Peoria Chain 
...experience with Peoria Chain's complete de- 
pendability — dependability that assures him 
smooth-sailing production year after year. 

Your confidence is earned by experience 
with Peoria Malleable’s straight-steering policy 


that protects your investment in time and effort. 


LEABLE Ca 


PEORIA, 


PEORIA Mat 


LEXAN 


FOR 45 YEARS 


And this confidence is well-placed. Plant-wide 
quality control assures dependability—-whether it’s 
top quality malleable iron or the even stronger, 
longer-lasting pearlitic iron, METAMAL 

@ if you are not already one of 
PEORIA CHAIN'S “protected distributors”, 
write for our free catalog. Sell this complete line 


of malleable iron chain with confidence. 


H Class 
Drive Chain 


STINGS Co. 


;LLINOTS 


Transfer 
Chain 
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ABLUE DEVIL 


OCKET SCREW PRODUCTS 


Whether your application is delicate 
precision apparatus or huge rugged 
machine tools, you'll find no finer 
socket screws on the market than Blue Devil! 
Write today for the complete Triple-Ess 


Catalog .. . or see your distributor. 
Stripper Bolt 


Carety Cocxer Cenew Company 


6500 AVONDALE AVENUE - CHICAGO 31, ILLINOIS 


SOLD THROUGH AUTHORIZED 
INDUSTRIAL DISTRIBUTORS 


Actval cross-section photo shows 
structural continyity of Bive Devil 
cap screw from body to head 


SOCKET SCREWS EXCLUSIVELY! 
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D-A-T-E-$ 
TO REMEMBER 





Dec. 1-6—20th Annual Exposition of 
Power & Mechanical Engineering, 
Grand Central Palace, New York. 


1953 


Jan. 19-22—Plant Maintenance Show 
& Conference, Public Auditorium, 
Cleveland. 

Jan. 19-22—Fastern Canada Hardware 
Show, Montreal. 

Jan. 20-22—Pennsylvania & Atlantic 
Seaboard Hardware Association, 
Philadelphia. 

Feb. 23-25—New England Hardware 
Dealers’ Association, Boston. 

Mar. 2-6—American Society for Test 
ing Materials, Detroit. 

Mar. 6—Regional Meeting, American 
Supply & Machinery Manufacturers 
Association and National Industrial 
Distributors Association, Statler Ho 
tel, Cleveland. 

Mar. 16-20—National Association of 
Corrosion Engineers, Chicago. 

Mar. 23-27—National Association of 
Power Engineers, Chicago. 

March 27-28—Regional Conference, 
National Association of Cost <Ac- 
countants, Toledo. 

\pril 12-16—Triple Industrial Supply 
Convention, Miami, Fla. 

April 13-17—Western Metal Exposi- 
tion & Congress, Los Angeles. 

April 20-23—National Packaging Ex 
position, American Management 
Association, Chicago. 

May 1-2—Regional Conference, Na 
tional Association of Cost Account 
ants, Baltimore. 

May 14-23—International Petroleum 
Exposition, Tulsa. 

May 18-22—National Materials Han 
dling Exposition, Philadelphia 

May 23-27—Western Metal Exposi 
tion & Congress, Los Angeles. 

May 24-27—National Office Manage 
ment Association, Boston. 





PLASTIC MAKES BANANAS 
GROW 


Australian scientists have discovered 
that bananas grow bigger under plas- 
tic film bunch covers, Food Engineer- 
ing, McGraw-Hill publication, reports. 
Why, they don’t know. 














This 1”-pitch x 8”-wide Hy-Vo Drive replaced a 1”-pitch x 
12”-wide silent chain drive. Eight hours a day, five days 
a week, the Hy-Vo transmits 150 HP to a pug mill in a brick 
and tile factory, requires no maintenance work other than 
routine inspection and lubrication. The Hy-Vo Drive has 
lightened overhung load, reduced noise and bearing load, 
provided greater capacity in less space. 


Can your customers use 


chain drives like this one? 


If your customers are searching for 
improved high-speed, heavy-duty 
power transmission, the sensational 
Morse Hy-Vo Drive, pictured above, 
will deliver it. 


Hy-Vo cuts power transmission costs 
up to 50%, gives one-third longer 
service life. It transmits up to 5000 
HP. It is capable of rotative speeds up 
to 3600 RPM and linear velocities up 
to 6500 FPM. It opens brand-new 
sales, service, and profit opportunities 
for you. 


Hy-Vo is the latest development in 
Morse’s complete line of power trans- 
mission products — ranging from 
quality-built stock roller chains and 
silent chains to small, flexible cou- 
plings. Your customers accept Morse 


quality by reputation. They are pre- 
sold on Morse performance. Let us 
give you details on the profitable line 
of Morse Power Transmission Prod- 
ucts. Write today. 


M=PT Morse means Power Transmission 


MORSE CHAIN COMPANY 


Dept. 402 
7601 Central Avenve . Detroit 10, Michigan 


ses eee eee eee eee oe 


MORSE 


MECHANICAL 
POWER TRANSMISSION 


Propuctrs 


erreererreres 
Tikties tts tee ow 
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As a Morse Distributor, you 
would handle, and profit 
from, these Morse stock 
products: Silent Chains and 
Sprockets @ Roller Chains and 
Sprockets @ Cable Chain, 
Double-Pitch Roller Chains ¢ 
DSC Flexible Couplings e DRC 
Flexible Couplings ¢ Morse- 
Rockford Over-Center Friction 
Clutches @ Morflex Couplings 
@ Morflex Radial Couplings. 


As a Morse Distributor, 
you would sell and profit 
from these custom-ordered 
Morse products: Morse- 
Rockford Pullmore Clutches ¢ 
Morse-Formsprag Over-Run- 
ning Clutches @ Morflex Drive 
Shafts ¢ Morse Hy-Vo Drive. 
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APG: POWER HACK SAW BLADES 


a is are best by Svery test! 


QUALITY ... The very finest in both Q eg 


steels and workmanship 
SERVICE... | Prompt Deliveries 
TECHNICAL ASSISTANCE... 


Whenever needed on unusual 
or difficult cutting problems 


These things we pledge to you. The final test is on 
your own machines. Try Lenox for yourself... on 
any job .. . against any other blade in the world. 


Then you be the judge. L AMERICAN SAW 
& MFG. COMPANY 
Springfield Massachusetts 
. 
. SRR RRR RRMA, S | Shcdhcihadhebhediednabiebiadhadnedneshadhelicahebtncmneniediasn 
. . S >. eadnadnadadinednadednadnediedhedhethadednednadiednelednadee Sednedne nade tned SRR RR . 
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NEW LINES 


taken on by s 
DISTRIBUTORS Ac open-end 


Ihe F & D Machine & Tool Works, 
Three Rivers, Mass., has appointed wrenc 
the following as distributors for its ann 


lines: 
© Wellington Sujply Co. 
West Hartford, Conn. 
e La Barge & McKim Co 
Buffalo 
@ Usher-Voss Co. 
Detroit 
@ Industrial Supply Service, Inc. 
Bridgeport, Conn. 
Textile Mill Supply Co., Providence, 
R. L., has been appointed exclusive 
distributor in Rhode Island for in 
dustrial leather products of the , 
Warren Belting Co., Worcester, é ys: 
Mass, Be. no >; J , 

Ardum Supply Co., Tulsa, Okla., has 1, CUTS TIME on production or maintenance opera- 
been named distributor for indus tions because it slips around tubing and down fit- 
trial tube fittings and tube fabricat tings, where you ratchet off or on in mere seconds. 
ing tools of The Parker Appliance Functions perfectly with as little as 7° arc clearance 
Co., Cleveland. for handle. Reduces workman injury too-TAC 

Clark Equipment Co., Industrial can’t slip off the work and skin your knuckles. 
Iruck Division, Battle Creek, 
Mich., has appointed the following 
authorized dealers 
® Rushmore, Weber & Case, Inc. 

Albany, N. Y 3. REDUCES INVENTORY OF HAND TOOLS required in 
© Dempster Bros., Inc. your tool crib. Several sockets, a few head sizes, 

Knoxville, Tenn. and you eliminate over half the wrenches you'd 
e EquipCo., Inc. otherwise maintain. 


Miami, F'la 

© Furnival Machinery Co. 
Philadelphia 

e Hull Equipment Co. 
Union, N. J. 

I'he Chase & Cooledge Co., Holyoke, 
Mass., has been appointed exclusive 
distributor in its area for wire rope 
of The Wickwire Spencer Steel Di 
vision, Colorado Fuel & Iron Corp 
The Mau-Sherwood Supply Co., 

Cleveland, has been appointed dis 

tributor for wax drawing compounds 

and lubricants of S. C. Johnson, Inc. 
Palmer Supply Co., Seattle, Wash., 
has been appointed distributor for in- 
dustrial tube fittings and tube fabri 
cating tools for The Parker Appliance 
Co., Cleveland. 





2. CUTS COST on fittings, tubing, etc. Snugs down on 
fittings, never “barks” or scars the hex fitting or 
strips thread. 





ISRAEL UPS PRODUCTION 

By next Spring, Israel should be pro- 
ducing enough cement to meet her own 
needs and to export about 250,000 tons 
annually, Engineering News - Record, 
McGraw-Hill publication, predicts. 


TUBING APPLIANCE COMPANY 
10327 Anza Avenue, los Angeles, California 








© 1952 TAC. 
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MEANS THE BEST IN BAND OR HACK SAW BLADES 


oy W BARNES 


ROCKET 


POWER and 
HAND BLADES 


Aas 


The Rocket Jp the ideal all-purpose hack saw 
blade. The balance between cutting ability 
and safety is perfect. The teeth are uniformly 
hardened, the back is semi-hard. This com- 
bination gives you a blade that cuts, is 

and safe. The Rocket will not shatter. Here is 
a blade that assures extra hours of safer 
cutting. 


The Rocket Is available in both POWER and HAND 
BLADES —beth ere Tough, Flexible and Safe. 


W. 0. BARNES CO., INC. 


DETROIT 14, MICHIGAN 
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The Buyer Looks 
at Business 





Composite opinion of purchasing 
agents who comprised the N.A.P.A. 
Business Survey Committee 


General Business Conditions 


Industrial purchasing agents report 
October business remained at the high 
level reached after the steel strike. 
Order books continued to increase, 
but at a slackened pace. Produc- 
tion showed an inclination to level 
off. In September, these buyers pre- 
dicted good business would continue 
through the middle of December. The 
majority extend that forecast well into 
the first quarter of 1953, with the 
usual lull for holiday and inventory 
taking. Prices show a tendency to flat- 
ten out or decline, as foreign and 
futures markets register lower prices. 
Many believe a buyers’ market is in 
the making. Industrial materials in- 
ventories hit a new low and are coming 
into better balance. Employment re- 
mains high, as holiday and winter 
goods production reaches its peak. 
The brief coal strike had no retarding 
effect on industry. Buying policy is in 
line with orders on the books and 
production schedules, and is conserva- 
tive. 

The election appears to have had 
little bearing on current business. 
Some comments indicate contem- 
plated expansion and a ee yee pro- 
grams have been deferred until a 
clearer view of the future can be had. 


Specific Commodity Changes 


Over-all, there are more price de- 
creases reported this month than in- 
creases, zinc and lead recording the 
sharpest declines, attributed to weak- 
ness in foreign markets. 

Reported up were: Bolts and nuts, 
burlap, coal, coke, pass-through of 
copper and brass items, fasteners, cot- 
tonseed, coconut and palm oils, refrac- 
tories, steel items. 

Adjusted down: Oxalic and lactic 
acids, butyl acetate, alcohol, tires, 
bichromate soda, cotton linters, cor- 
rugated boxes, paper, cartons, grains, 
hogs, cocoa, ingot molds, jute twine, 
lanolin, lead, some lumber, menthol, 
essential oils, linseed and soybeans, 
— per, rubber, paraffin wax, zinc. 

td to get: Some items of 
PP others easing. Cement, 
transformers, controls, nickel, pipe, 





selenium, bar steel and shapes, copper 
wire. 

In easing supply: Brass, copper, 
some steel, most chemicals, polyethy- 
lene, rubber, sulphur and acid, zinc, 
lead. 


Canada 


Canadian Purchasing Agents’ re- 
ports showed production sharply up in 
October, with order books holding 
better than in the States. Price trend 
about the same. Inventories higher. 
Employment up. Buying policy of 
somewhat longer range. Over-all, in- 
dustrial business is very good and 
expected to hold up through the first 
quarter of 1953. 


Commodity Prices 


October reports indicate the price 
push following the steel strike has 
spent itself, and the current trend is 
to level off or decline a bit. While 
“pass-through” increases result from 
the steel advance and a three-price 
copper market, the pressure on the 
low side from sharp declines in lead 
and zinc are balancing factors. More 
salesmen are calling. Competition is 
increasing. Supply is catching up with 
demand, and purchasers are expecting 
a steady movement toward a buyers’ 
market. 


Inventories 


Industrial materials inventories 
continue the down trend reported for 
many months. More materials are in 
easier supply, including many items of 
steel; so, inventories are reaching bet- 
ter balance. Current production sched- 
ules are high, but of short range, which 
is limiting stocks and commitments. 
There is nothing in the present indus- 
trial picture that would lead to scare 
buying or speculation in commodities. 


Employment 


October employment records show 
a leveling off at the high pay rolls 
reached since the steel strike. More 
overtime is being used to accelerate 
production of holiday and winter 
goods. Skilled mechanics are scarce in 
most areas, as are qualified office work- 
ers. Many strikes are scattered across 
the country. No serious effect from 
the coal strike has been seen. 


Buying Policy 


Forward commitment range is still 
predominately within a 90-day cover- 
age, 91 percent holding to this con- 
servative policy. There has been a 
slight increase in the number in the 
120-day bracket, the first such move- 
ment noted since last January, and 
supporting their forecast of high-level 
business into the first auarter of 1953. 


CENTER CUT 


e. 





“If it’s metal... lll cut it” 


With this—you stop the clock—that’s what it amounts 
to because every Porter Cutter you sell saves time —/abor 
time, high cost time. Sell enough of these tools to each 
customer so he can save a lot of time by having a tool 
on the job, right for the job, when it is needed. 


There are about 100 models but all you need 
to remember is there are Porter Cutters for 
rods, bolts, chains, straps, bars, wire rope and 
cable, spring wire, insulated wire—a right 
type for the job in the right size. Hand pow- 
ered portable tools on the job anywhere. 


Send for “Porter's Metal Cutter Selector” 
it enables you to quickly select the right tool 
for every metal cutting need. 





50 pounds pres- 
sure on the 
handles delivers 
epproximately 
4000 pounds at 


cutting edge. toys] the To) s) 


H.K. PORTER, INC. 
Somerville 43, Mass. 
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OUR STOCK OF PUMPS 
IS GETTING LOW— 
BETTER RE-ORDER 
FROM GOULDS TODAY 


This distributor is building a 
PROFITABLE pump business 


When a customer wants a pump, he usually wants it right 
away. All factory shipments under present conditions are 
apt to be extended. The distributor with “tpumps in 
stock’? makes the sale! Here’s one sure way you can win 
new customers and please old ones. Keep a good supply 


of Goulds pumps in stock. 


Place your order for Goulds pumps today. Then, as your 
stock gets low, re-order immediately ... and be prepared 


to deliver on short notice. 


Goulds are always ready and anxious to help you with 
your merchandising problems or advise you as to the 
most saleable items to stock. For this information, call 
your nearest Goulds Branch or write Pump Headquarters. 


STOCK THESE “ALL AROUND” GOULDS PUMPS 


Fig.1813 Reciprocating Piston Pump 


Portable Self-priming Centrifugal 





Fig. 3650 Close-cupld Centrifugal 


Goulds branches in 
all principal cities. 
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FROM THE 


ow FILES 


25 YEARS AGO 


Alfred P. Sloan, Jr., predicted a big 
year for the automobile industry in 
1928 because of “the present back- 
log of orders awaiting the appear- 
ance of the new Ford car.” 

Colonel Frederick H. Payne, president 
of the Greenfield Tap & Die Corp., 
was elected president of the Asso- 
ciated Industries of Massachusetts. 

Linear Packing & Mfg. Co., Phila- 
delphia, changed its name to Linear 
Packing & Rubber Co. 

Ihe Salt Lake Hardware Co., Salt 
Lake City, purchased the Colorado- 
Utah Hardware Co., Grand Junc- 
tion, Colo. 

“Fewer varieties, fewer customers and 
restricted territory for the individual 
distributor, as a basis for higher net 
profits,” was forecast as the next 
great development in jobbing and 
wholesaling by Alvin E. Dodd, head 
of the Department of Commerce’s 
distribution department. 

The U. S. Bureau of Internal Revenue 
reported that 42 percent of corpora- 
tions making out tax returns 
claimed to be doing business at a 
loss. 

The Mill Supply Council published its 
Canon of Ethics, which branded as 
unfair a number of practices, among 
which were soliciting any order pre 
viously placed with a competitor, 
price cutting to influence business; 
taking or allowing unearned dis- 
counts; demanding or granting 
quantity prices on small orders; 
making, encouraging or repeating 
false or disparaging statements 
about any competitor or his busi 
ness. 

Bliss Supply Co., Cleveland; Hansen 
& Yorke Co., New York; Mohr- 
Jones Hardware Co., Racine, Wis., 
and The Pierce Hardware Co., 
Taunton, Mass., joined the Na- 
tional Supply & Machinery Dis- 
tributors Association. 

Frank H. Willard, of Graton & 
Knight Co., became the first presi- 
dent of the newly organized Ameri 
ican Leather Belting Association. 

Manning, Maxwell & Moore, Inc., 
formed two new operating com- 
panies, ‘The Shaw-Crane Machine 
Co. and the Consolidated Ashford 
Hancock Co 

“A price buyer always expects more 








At PHEOLL it is a 


determination to earn 


and hold your TRUST 


Your order for screw products... your 
delivery requirements...set the pace at 
Pheoll Manufacturing Company. 


We recognize that your fastener orders 
have been planned to meet definite pro- 
duction schedules. We know that “down 
time” is costly. That’s why Pheoll exerts 
every effort to deliver the products you have 
ordered, as you have ordered them, and at 


the time specified. 


But going much further, a Pheoll de- 
livery promise is a carefully-considered 
pledge, based on definite factors. Once 
you have been given a promise, your order 


is assigned a fixed spot in our own ef- 
ficient schedule. No other order, regardless 
of size, can displace it. And both production- 
wise and method-wise, Pheoll is set up to 
complete your order AS PROMISED. 


We produce billons of pieces annually 
...over 10,000 separate items... sched- 
uled against a thousand first and second 
operation machines. That's really a com- 
plex problem ! But Pheoll has developed 
systems for production scheduling and 
order control which we firmly believe to 
surpass those of any other screw pro- 
ducer ... and Pheoll is one of the largest. 


If, in your own operation, maintained 
schedules and assured delivery of com- 
ponents are imperative, may we send you 
our booklet entitled, “Pioneering in Cus- 
tomer Service?” It shows why you can rely 
on Pheoll as a dependable source of sup- 
ply for all types of threaded fasteners. 
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Could You Fill the Bill? 


If that next incoming call was an order 
for a torque wrench capable of measuring 
2000 foot pounds of tension, could you 
fill ic? Fill it quickly ... right from stock 
...and to the customer's complete 
satisfaction? You could with Apco 
Mossberg Torque Tools and here’s why. 

First, with Apco you sell the only 
complete line of torque tools made. That 
means you can supply your customers with 
drivers and wrenches in a full range of 
sizes — from 280 inch gram models right 
up to a 2000 foot pound heavy-duty 


wrench for maximum torque measurements. 


Secondly, with Apco you sell the line that’s 


in demand, because all Apco Mossberg 
Tools have a coast-to-coast reputation for 
superior on-the-job performance. They're 
lighter, stronger, and unerringly accurate 
in the measurement of final tension on 
nuts, bolts, screws and studs. They're easy 
to use .. . dial readings are instantaneous 
... Specially-designed narrow heads 
make work easy in hard-to-get-at places. 
They are, in every way, made to assure 
lasting customer satisfaction and with it, 
extra profits for you. 

We urge you to write direct for 
complete information on these and other 
Apco Mossberg Tools for Industry today. 


ATTLEBORO, MASS. 
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than he pays for, while a quality 
buyer asks only for what he has a 
right to expect”—direct mail ad 
published by The Boyer-Campbel! 
Co., Detroit. 

Grand Central Palace, New York, was 
the scene of the Sixth National Ex- 
— of Power & Mechanical 

ngineering. 

New England was sweeping up after 
a disastrous November flood that 
caused damage of more than $100,- 
000,000. Howard Hardware Co., 
Bellows Falls, Vt., escaped un- 
scathed, but one of its customers’ 
mills was wiped out ‘and another 
seriously damaged. Water rose a 
‘oot above the second floor at the 
Greenfield Tap & Die Corp., but 
machinery was saved. 

The Ross-Willoughby Co., Columbus, 
Ohio, took over the stock of plumb- 
ing and heating supplies of the 
Scioto Valley Supply Co., Spring- 
field. 

The Grinnell Co., Providence, R. I., 
erected a two-story building for its 
Chicago branch at 4425 South 
Western Ave. 

Knight & Wall Co., Tampa, Fla., pur- 
chased a lot containing a two-story 
building at Water and Jackson Sts. 

The Syracuse Supply Co., Syracuse, 
N. Y., opened its new modern ware- 
house in the manufacturing district. 

Duane M. Folsom, treasurer of the 


Pacific Mine & Mill Supply Co., 
San Francisco, moved to Los 
Angeles to take charge of the com- 
pany’s branch there. 


10 YEARS AGO 


Charles McKew Parr, senior con- 
sultant in the WPB Distributors 
Branch, was nominated and elected 
by both parties as a Connecticut 
assemblyman. 

Captain John Peacock, son of Walter 
ae of Chas. C. Lewis Co., 
Springfield, Mass., was cited for 
bravery in action in Tulagi with the 
U. S. Marines. 

The industry mourned the death of 
one of its distinguished leaders, 
William T. Todd, 82, founder of 
Somers, Fitler & Todd Co., Pitts- 
burgh, and former president of the 
National Association. 

Selective Service Headquarters issued 
a directive making certain key per- 
sonnel in industrial supply houses 
eligible for deferment. 


| Canada prohibited the establishment 


of new selling outlets, including 
supply houses, for lines already 
handled. 


| To beat the manpower shortage, J. E. 


Haseltine & Co., Portland, Ore., 
— 5 young women to sales 
work on the inside force. 








Ever-increasing applications for the new ALLENUT have 
caused sales to double within the past two years. Here are some of 


the things it can do to aid your product designing: 


cap screws, T bolts, machine bolts, and 
other common fasteners. 


7. Saves parts. No washers required when 
anchored. 


8. Easier fe ese. Knurled ring facilitates 
fingering-in. Allenut is always square to 
counterbored hole. Removable by hitting 
screw or bolt head with tap of a hammer. 


9. Reusable indefinitely. Anchoring action 
stripping of threads caused by frequent re- remains unimpaired. Ha threads and 
moval and replacement of screw or bolt. \ AX socket stand up under repeated removal 
In castings and other soft metals a stripped o—<_v7_" and replacement. 
hole can be counterbored, an Alleuut in- 
serted and the same bolt or screw used. 


5. Tighter fit. Greater thread contact than 
with ordinary nuts because of Class 3 fit. 
Weld-like setups accomplished with ore 
hand wrenching. Allenut holds firm against 


turn of screw. 


Allenuts are aveilable in « full range of 14 cLeN 
standard sizes from no. 4 to 1 from lead- any 
ing industrial distributors. maNUFACTURING apy . 
We welcome your inquiry and request for Hertford 2, Connection 
engineering details on Allenut applications. 3 @ 
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Pectory 
2980 Pesobecot Building 
Detroit 26, Sichiges 


Sr. T. ©. Yeu Viakle 
fod 





Deer Ur. Yeu Finkle: 


Sy tie very seture aad scope of the Horse Power Tresenissios 
product lise, our sarket extends scroes American iadustry, 
from aachise tools to fare inplemests, from sisiag te iros 
sad steel productics 


It te true, of course, that certein industries accowst for « 


stoee vustursed in pureuit of ite sales sad expsasion gosls. 
it te therefore secessery that we reach the stxieun sunber 
of top operating personne] who itafluence sed direct the pur- 
chase of sew sod replacement equipmest for plastse taroughoul 
Americes ladustry. 


During the last twenty-five years, Pactory Benagemest end 
gned the important role of carry- 


t 
your publications is belpiag «es presest the Horee seies story 
to our poteatisl customers. 


Very truly yours, 
WORSE CHAIN COMPARY 


J. Mowison 
Vice Presidest-Sales 
RJE/pyd 
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Sensational, new Morse 
transmits more horsepower at higher 
: speeds than any other type of drive ! 


~ 











MORSE CHAIN COMPANY 


FACTORY 


ABP 
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Another great new 
DISSTON. product 





LDiss- -Croloy circuiar SAW 


for non-ferrous metals and plastics 


Here’s a new saw designed to give your 
customers more cuts per saw dollar. It is 
carefully made from tough, high-carbon, high- 
chrome Disston steel ...with edge-holding 
qualities superior to any steel saw hereto- 
fore available. 


Diss-Croloy Circular Saws have a longer 
cutting life, and require less frequent sharp- 
ening ... minimizing downtime losses. To 
your customers, this means more and better 
cuts from each blade, with a considerable 
reduction in sawing costs. To you, it 
means satisfied customers, repeat orders, 
dependable profits. 





The new Diss-Croloy Circular Saw is made 
in 6”, 8’, 10’, 12’’, 14”, and 16” diameters. 
You can confidently recommend it for cutting 
any non-ferrous metal (such as copper, brass, 
aluminum, magnesium, bronze) or plastics 
(as Formica, Masonite, Lucite, Plexiglas, 
Micarta). Stock the Diss-Croloy —it will sell. 
You'll be convinced that it’s smart to sell SEE YOUR DISSTON DISTRIBUTOR 
Disston . . . the profitable line! 





HENRY DISSTON & SONS, INC. 


1223 Tacony, Philadelphia 35, Pa., U.S.A. 


Branches: Chicago, Seattle, Portland (Ore.), Vancouver (8.C.) 
Factories: Toronto, Ont., Canada; Sydney, N.S.W., Australia 
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if better valves 
could be made, 
POWELL would make them 
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In thousands of plants that employ “thru-the-air” handling, 
users know — and depend upon — Zip-Lift quality. They'll 
settle for nothing less. That’s what makes the Zip-Lift 
America’s largest selling wire rope electric hoist. 

That's exactly what makes P&H Hoists a big profit line 

for you. When you sell a Zip — you can depend upon it to 
deliver reliable service — reduce service worries — and give you 
another happy customer. Once the Zip-Lift starts to save 

money for its owner, you can expect repeat business — re-orders! 
Compare the Zip-Lift with any other 1-ton hoist and you'll 
quickly see why. It’s loaded with quality features you'd expect 
to find only on larger, more expensive hoisting equipment. 


interested in Z|P = LIFT profits? 
Aggressive dealers are adding thousands of dollars to their 
monthly sales volume with this popular line. Write us teday. 
Ask us to send you complete details about the P&aH Hoist 
Sales Plan. Your inquiry will be answered promptly. 


(Electric Hoist Division 


HARNISCHFEGER corporation 


MILWAUKEE 46, WISCONSIN 











Sales Helps From Manufacturers 





Carboloy Kits of assorted small size magnets 


“You-Try-It” kit of permanent magnets introduced by Carboloy Dept. General 


Electric Co. to encourage additional uses 


Carboloy Dept. of General Electric 
Co., Detroit, Mich. has introduced a 

You-Try-It” kit of permanent mag 
nets. These kits were designed in the 
belief that countless additional uses for 
permanent magnets can be found 
when engineers have the magnets at 
their disposal for their own experimen 
tal purposes. 

Two kits are available. Shop pack 
age number one contains 48 Carboloy 
permanent magnets in eight styles. 
These magnets have up to two pounds 
of “pull” for each unit. Shop package 
number two contains 18 larger mag- 
nets, in four different styles. These 
have a “pull” of from three to 12 
pounds. According to the company, 
this is the first time that an assortment 
package of small size magnets has been 
made available 


Rustvoid Prods. issues 
folder on Rust Cutter 


Rustvoid Products, Inc., New York 
N. Y., has issued a new folder 
Whiting Rust Cutter 

(his handy, illustrated folder con 
tains useful information regarding the 
uses and markets for this product. In 
cluded are simple tests to show the 
quick complete action of Rust Cutter 
as against ordinary penetrating oils 

On the back of the folder, space is 
designated for distributor imprint. 


on 


for their line of magnets 














Six Sets of high speed drills for metal 
working are included in Standard Tool 
counter display 


Drill Display offered 
by Standard Tool Co. 


Standard ‘Tool Co., Cleveland, 
Ohio has announced a new counter 
display assortment of high speed steel 
sheet metal drill sets. 
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The display, known as the No. 
+5D, consists of six sets of high speed 
drills for metalworking, packed in a 
clear, plastic box. Each set contains 
one each 4, %, 2, % and 4-in. drills 
with }-in. shank for use in electric 
hand drills or drill presses having }-in. 
chucks. Display is an attractive red 
and green carton and occupies very 
little counter space 


New Palmetto Packing 
Catalog Issued 


A new, revised 20-page catalog, 
PC-102, has been issued by Greene, 
‘Tweed & Co., North Wales, Pa. Cov 
ering all Palmetto Packings, it is de 
signed to be especially useful in pack- 
ing sclections for maintenance pur 
poses. 

l'ext includes details on Palmetto 
Self-lubricating, Molded, and Sheet 
Packings plus information on Palmetto 
l'eflon, latest addition to the Palmetto 
line. New data, editing refinements, 
and continuation of the simplified 
format showing application, structure 
and performance of each packing make 
this a comprehensive, easy-to-use cata 
log. Photographs, diagrams, and cut- 
away views highlight the text. An over- 
all packing application chart enables 
rapid selection of the packing suited 
to the service condition. 


Designed for use in packing selections, 
Greene, ‘Tweed revised Catalog PC-102 
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They're Stronger 


Last Longer 


So next time a customer asks for a belt that will 
high-efficiency service . . . be sure to recommend a “DICKBELT” 
it’s the best deal for them—and for YOU! 


R.& J. COMPANY, INC. PASSAIC, N. J. 


CHICAGO, ILL. SAN FRANCISCO, CALIF. SEATTLE, WASH. 
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TACK CLOTH-Industrial Tape 
Corp., New Brunswick, N. J. has re- 
leased two new folders on their new 
Permacel Tack Cloth. Both folders 
have space provided for distributor im- 
print. The steps required for this new 
masking procedure are described and 
illustrated with direction drawings. 
Complete descriptions of the advan- 
tages and uses of tack cloth are fea- 
tured in both folders 


PAYROLL PLAN—Remington Rand 
Inc., New York, N. Y. has published 
a new booklet entitled “The Fastest 
Known Way to Produce Paychecks.” 

Booklet AB569 covers the plan 
which is distinguished by two basic 
elements: 1) Simplified handling of a 
compact, new statement-check with 
the automatic shuttle carriage On the 
Remington Accounting Machine. 2) 
Simplified handling of the employees 
earnings record which is no longer 
posted while pavchecks are written but 
are completed with pre-payroll compu- 
tahhons 





THE BROADEST Lime OF iT 
” 8 


wham urral 

















“Tools of Industry” is title of new 68- 
page H. Williams & Co. Catalog 
No. 30] 


\ new 68-page Catalog No. 301 has 
been made available by J. H. Williams 
& Co., Buffalo, N. Y. This catalog 
contains the entire line of Williams 
tools with illustrations, descriptions 
and complete information about each 
item 

Products featured include carbon 
and alloy wrenches of all types, de- 
tachable sockets and accessories, im- 
pact sockets, tool holders, ““C” clamps, 
lathe dogs, chain pipe tongs and vises, 
flange-jacks, hoist hooks, eye bolts, 
rod ends, thumb nuts and _ screws, 
pliers, screwdrivers, punches and chis- 
els, soft-face hammers, crank and bal- 
ance handles and fender repair tools. 


bonsistent 
National Advertising 
helps you 


SELL PYRENE 


Pyrene* makes extinguishers for every fire hazard. And 
Pyrene sells through distributors or jobbers, for it knows that 
only they can serve industry as it should be served. You 
have a head start on every call, because Pyrene is the most 
honored, most trusted name in the fire-extinguishing field. 
Pyrene advertises consistently in Business Week and a 
long list of trade and industrial publications. The ads 
tell your prospects to order through you. You'll be ahead 
when you mention Pyrene on every call. Did you today? 

*T.M. Reg. 5. Pat. Off 


There’s a PYRENE for every fire hazard 


PYRENE MANUFACTURING COMPANY 
581 BELMONT AVENUE 


NEWARK 8, NEW JERSEY 
Affiliated with C-O-Two Fire Equipment Co. 





(Continued on page 172 
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New Tapes and Coated Abrasives 








Sure footing— anywhere! 


Steps, walks, catwalks and stairways are made safer with 
“Safety-Walk"*» WETORDRY Non-Slip Surfacing. This 
mineral-coated miracle fabric stops falls wherever it’s 
applied. Provides good traction even under water, oil or 
grease. Perfect for kitchens and shower-rooms, too. 


ADVANTAGES: “Safety-Walk” is easy to apply. Simply 
peel off the liner on the backing—place material in position 

and roll or hammer. Sticks firmly, permanently to any 
clean surface 


MARKETS: Your own shipping room. Steel mills, bakeries, 
furniture plants, metal-working plants, railroads, hos- 
pitals, paper mills, tanneries, schools and colleges, tool 
and die plants. 


Great guns finished faster 


Shotgun barrels are ground and finished in one high-speed 
operation by 3M Abrasive Belts. Winchester Repeating 
Arms Company finds the 3M Method (using belt and 
backstand idler) is more than twice as fast as previous 
set-up wheel method. 


ADVANTAGES: Abrasive can't lie down on the job. 
Mineral grains are chemically treated to adhere strongly 
to the bond. Grit sizes are carefully bonded to insure a 
uniform cutting surface. 3M Belts have extra high re- 
sistance to heat. 








MARKETS: Aircraft industry, steel industry, all machinery 
manufacturers; appliance industry, glass, ceramic and 
pottery industry; woodworking and metal-working plants. 


Pre-packaging boosts sales 


Retailers report 10° to 20°, profit increases on bulk 
items since they started their own packaging with “Scotch” 
Brand Cellophane Tape. This famous transparent tape is 
fast and safe to use. Won't tear the bags. And customers 
like the way tape-sealed bags open quickly, reseal easily. 


ADVANTAGES: Sticks at a touch. Needs no special ac- 
tivating equipment. Useful all over the store, “Scotch” 
Cellophane Tape increases sales of combination deals, 
speeds up jobs like mounting posters and price lists, mend- 
ing torn bags and labels. 


MARKETS: Grocery, hardware, dry goods, drug, sporting 
goods, stationery or photographic supply stores. 


Tape tames torn edges 


“Scotch” Brand Acetate Fibre Tape No. 750, used with 
this “Scotch” Brand Edger, solves the torn-edge problem. 
Forms a wrinkleproof, tearproof edge on any paper. 
Makes even weakest duplicator and mimeograph papers 
stand up under months of rough handling. 


ADVANTAGES: “Scotch” Brand Acetate Fibre Tape No. 
750 gives neat, bright appearance to all finished work. 
Sticks at a touch. Needs no activating. Won't break or 
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open new industrial markets... 





pull out of position. Perfect for splicing and pad-binding, 
too. Compact “Scotch” Brand Edger clamps to desk or 
table. Is easy to position, easy to remove. 


MARKETS: Your own office. Advertising novelty or 
specialty houses where any pieces require binding, edging 
or splicing. Printing or binding shops for binding the edges 
of small memo pads, booklets. County auditors’ offices 
for edging maps of land plats. Photographic supply houses 
for edging slides. 


Perfect palletizer 


Palletizing cartons by banding them together with “Scotch” 
Brand Filament Tape saves time, cuts costs, prevents 
injuries. So strong it can tow a car, this remarkable tape 
has 50 times the tear-resistance of most industrial tapes. 
Rayon or glass filaments give it up to 500 pounds tensile 
strength per square inch of width. 


ADVANTAGES: “Scotch” Brand Filament Tape sticks at a 
touch. Can't slip loose. Has no sharp edges. And there's 
no disposal problem after shipping. 


MARKETS: Your own shipping room. All industries doing 
heavy-duty packaging and materials-handling .. . ship- 
pers, warehousemen, freight lines, airlines and railroads. 

e*eeee#ee#*e 





ADVANTAGES: 3M Abrasive Discs are made in three 
basic types for every kind of grinding or finishing opera- 
tion. Type A gives a fine finish on blending operations. 
Type B solves the problem of loading on paint and rust 
removal jobs. Type C is the heavy-duty all-around disc 
that does the rough jobs faster. 


MARKETS: Sheet metal fabricators, manufacturers of 
refrigerators and other major appliances, aircraft fabrica- 
tors, railroad equipment manufacturers, office furniture, 
welding shops, ship propeller manufacturers, and many 
others. 
. . 


Tape stripes are tougher 


Traffic lane markings at Deluxe Check Printers, Inc. last 
5 times longer than markings of conventional material. 
That's because this company uses “Scotch” Pressure-Sensi- 
tive Tape No. 471 for this important job. Rugged, plastic- 
backed tape sticks firmly to any clean, dry surface. Re- 
quires no special applicating equipment, no drying time. 


ADVANTAGES: Also perfect for marking storage areas 
and traffic zones, ““Scotch’’ Brand Pressure-Sensitive Tape 
No. 471 is unaffected by acids, oils, greases, alkalies, 
water, salts and common solvents. Available in popular 
widths in yellow, white, orange, red, blue, green, brown 
and black. 


MARKETS: Your own shipping room. Every manufactur- 
ing plant. Warehouses, freight terminals, depots, garages, 
gymnasiums, stores. 





Minnesota Mining & Mfg. Co. } 
Dept. 1D-122, St. Paul 6, Minn. 


| 
Please send more information on the products checked below: | 


C] “Safety-Walk” Non-Slip Surfacing [] 3M Abrasive Belts 
(] Scotch" Brand Cellophane Tape [] “Scotch” Brand Acetate 
Fibre Tape No. 750 [] “Scotch” Brand Filament Tape [] 3M 
Abrasive Discs () “Scotch” Brand Pressure-Sensitive Tape 
No. 471 (J other “Scotch” Brand Pressure-Sensitive Tapes 
(] other 3M Abrasives 





—_———— ——-—-— -— -— - 4] 


Last 3 times longer ) 


TY 
In actual performance test at Shampaine Co., ordinary Lou 
abrasive disc wore out after smoothing down 10 stainless 
steel welds. 3M Disc finished 30 welds—and did better 
work. That's why this company chooses and uses long- 
wearing, fast-cutting 3M Abrasive Discs, 





Made in U.S.A. by Minnesota Mining & Mfg. Co., St. Paul 
6, Minn.—also makers of “Scotch Sound Recording Tape, 
“Underseal” Rubberized Coating, “Scotchlite” Reflective 
Sheeting, “3M” Adhesives. General Export: 122 E. 42nd St., 
New York 17, N.Y. In Canada: London, Ont., Can. 
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Fairbanks Products 


for 


PROFITS Plus 








Fairbanks products assure profits plus, Profits plus for you in 
customer satisfaction. Profits plus for you in faster easier sales. 


Fairbanks Valves are standards for dependability. Sound engineering, 
rugged construction, have been proven in service. You and your cus- 
tomers get a complete line of bronze and iron body valves! 

Fairbanks Trucks — American industry runs on Fairbanks Trucks. Their 
rugged construction, smoother operation, takes the load off your cus- 
tomers’ minds, The most complete line of hand trucks, platform trucks, 
and dollies for every kind of service. 

Fairbanks Steel Casters are revolutionary achievements in design. Give 
your customers many exclusive advantages. The “Lock-weld” construc- 
tion eliminates the king-pin, the cause of most caster failures, and sub- 
stitutes an all welded structure providing greater strength and rigid 
alignment for easier swiveling. 

Fairbanks Wheels — A complete line to insure the ultimate in customer 
satisfaction. There's a wheel for every type of service to fit your cus- 
tomer’s precise need. 


Dart Unions — General distributing agent for Dart and Pic Unions. 


393 LAFAYETTE STREET 


<-lig-Y-11) <p... ...... 


Branches: New York 3 
COMPANY Phtsburgh 22 
Boston 10 * Rome, Ga. 
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CUTTING TORCHES — Catal 

Sheet M38 has been released by K. 
G. Equipment Co., Long Island City, 
N. Y. Page 1 covers general purpose 
cutting torches with illustrations and 
data on the M38 model. Page 2 shows 
tips available for M38 and Model B 
cutting torches with illustrations and 
cutting table for standard K-G tips. 


VALVES—Edward Valves, Inc., East 
Chicago, Indiana has published a new 
six page catalog section describing a 
new line of cast steel gate valves. 

The new booklet, Catalog 12-E, 
contains complete information on de- 
tails of design, material specifications, 
pressure and temperature ratings, and 
dimen.ional details and weights. 

Feature of gate valves described in- 
clude close fitting guide ribs which 
prevent wedge drag on seat faces, one 
piece bonnets for accurate stem align- 
ment, and ball bearing yokes for easy 
operation. 

Items cataloged include cast steel 
gate valves in 300, 600, 900, and 1500 
sp classes, from 24-in. through 12-in. 
with flanged or welded ends. 


WINCH-HOISTS—Bulletin 116, re- 
cently issued by The Lug-All Co., 
Wynnewood, Penn., describes and 
illustrates their line of winch-hoists 
and accessories. 

[his bulletin explains the Lug-All’s 
outstanding features, and how to suit 
it for individual requirements. Also 
included is a handy order form for the 
various models. ‘ 


GRINDING WHEELS — Simonds 
Abrasive Co., Philadelphia, Pa. have 
issued a new catalog, Form ESA-29, 
describing grinding wheels for internal 
grinding operations. 

These wheels are manufactured on 
new, automatic press equipment as 
suring automatic uniformity of me- 
chanical accuracy and __ grinding 
characteristics. Included in the bulle- 
tin are grain and grade recommenda- 
tions for internal grinding various 
materials and tables of standard sizes 
and shapes up to 24-in. diameter. 


WIRE ROPE~—A fact-packed, 64-page 
“Wire Rope Handbook” has been 
published by A. Leschen & Sons Rope 
Co., St. Louis, Mo. 

Che new book is designed to help 
users become more expert wire rope 
buyers. The handy size booklet con- 
tains valuable, every-day information 


and fits conveniently in a jacket pocket, 


or neatly on a shelf or in a desk drawer. 

I'he contents include descriptions, 
diagrams and illustrations of wire rope 
types and constructions, as well as in- 
formation about lubricants, working 





You know the acceptance of popular Du Pont Sponges 


Now Cash in on New 
Mops of Du Pont 
Sponge Yarn 


eas to sell ¢ ’ me 7, 4 These wonderful mops are making just as big a hit with 
y customers as famous Du Pont Sponges have made. 
They’re ideal for all the industrial organizations you 
HERE’S WHY serve. And most important to you, every sale of a sponge- 
yarn mop brings you bigger profits! 
© tpenge yon ange sete Gee eter... Hay Sas Now’s the time to cash in on the increasing demand 
water than ordinary mops. : “i ~ 8 
mic ney . Peete es for these new mops. Get in on the ground floor . . . order 
Rey ee Mennen rae ne ree your supply of mops made of Du Pont Sponge Yarn. 
won't sour, snorl or tangle. 
: t Send coupon today for the names of mop manufacturers 
@ They're easier to clean—dirt and grease 
: whom you can contact. 
wash right out. 


@And sponge-yorn mops are 


tough . . . give service that SEND for FREE BOOKLET - mony 


means repect sales. 





E. I. du Pont de Nemours & Co. (Inc.) 
Cellulose Sponge Sec. 0-12, Wilmington 98, Del. 


Please send the names of manufacturers and free copy of 
the booklet describing Du Pont cellulose sponge yarn’s ad- 
vantages for floor cleaning and maint 








GUPIND 


Meese 





080% Anniversary 


Better Things for Better Living i State. 
. . through Chemistry 


TO HELP YOU SELL THESE MOPS, Du Pont is running hard-hitting ads in these magazines: 
PURCHASING, MODERN SANITATION and INSTITUTIONS 
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Universally accepted—50,000 now in use! 
Benchmaster's high productive capacity, low initial cost 
and reliable year-in, year-out dependability have made 
them the world’s most accepted small punch presses. 


The 50,000 now in use prove that your customers know 
them and want them! 


Big market for Benchmasters! 
In every industry where parts are stamped, formed, 
pierced, staked, riveted, sheared, embossed, blanked 
or marked—you'll find a prospect for one or more 


Benchmasters. ... Many of these among your present 
customers! 


Benchmasters are widely advertised! 


Benchmasters are consistently promoted in leading 
metal working and industrial magazines. Hard-selling, 
reason-why advertising has helped make them the fast- 
est and easiest selling small punch presses available! 


Benchmasters sell right from the floor! 


Benchmaster’s universal acceptance and low price mean 
quick sales, big profits for Benchmaster dealers. Low 
price eliminates need for red tape decisions . . . users 
buy ‘em right off the floor! 


Why don't you cash in on 
master's sales possibilities 
in your territory 7 


A few select territories still open. 
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loads, safety factors, and specifications. 

Forty separate charts give breaking 
strengths and weights of wire rope by 
constructions and sizes, along with 
calculations for the proper selection 
of wire rope attachments. 


BELT FASTENERS-—Filexible Steel 
Lacing Co., Chicago, Ill. have issued 
Bulletin F-106 on Flexco HD Belt 
fasteners and rip plates which are now 
available with assembled bottom 
plates. This bulletin illustrates and 
describes the parts of these fasteners 
along with packaging information 


PURCHASING — Emphasizing — th« 
importance of the purchasing depart 
ment and its place in the top ranks 
of management planning, a new book- 
let by Remington Rand Inc., New 
York, N. Y. entitled, “Purchasing Pro 
cedures to Save Time and Monev”, 
outlines several time and money sav 
ing procedures for fast, precision pur- 
chase action. 

A feature of the book is a check list 
which gives the purchasing depart 
ment a capsule survev of the impor 
tant information needed for efficient 
operation. Checked answers point up 
the need for improving records and 
simplifying procedures. 

Effective methods for processing 
requisitions, procuring bids, placing 
orders and the follow up of purchase 
orders are outlined and case histories 
based on actual installations are re 
viewed. A section is also devoted to 
reproduction of forms which give bet 
ter purchasing records, produced in 
less time, at a lower net cost. 

A newly developed traveling requi 
sition is pictured and explained em- 
phasizing the importance of how 
planned inventory control permits ef 
ficient purchasing. 

This booklet, known as X-1202, also 
contains a flow chart comparing the 
merits of the traveling requisition and 
the usually used requisition form, and 
illustrates the reduction of paper work 
and simplification of routines. 


MATERIALS HANDLING — The 
Caster and Floor Truck Manufac- 
turers’ Association, Chicago, IIl., made 
up of the principle manufacturers of 
industrial wheels, casters, hand and 
floor trucks and other basic materials 
handling equipment, have announced 
publication of a new Handbook of 
Manual Materials Handling Equip- 
ment. 

The handbook is designed to ac- 
quaint both industry and the layman 
with the terminology and basic funda- 
mentals of casters, wheels, hand and 
floor trucks, pallets and skids. Accord- 
ing to the association, by applying the 
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Stanley Electric Tools 


Ads like this pre-sell Stanley Electric Tools for distributors. Month after 
month millions of these hard-hitting sales messages blanket the buying 
factors in the industries you sell through the pages of leading industrial 
publications. 


Add to this a sound distributor policy supplemented by assistance from 
Stanley Regional Sales Representatives and you're backed by a powerful, 
sure-selling team. Stanley Electric Tools, 412 Myrtle St., New Britain, Conn. 
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CARBIDE MASONRY DRILL 
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CARBOLOY CEMENTED CARBIDE TIPS GS 
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slg 
For All Masonry 


Removes Dust 
Automatically 


Drills Full Depth 
Faster Cutting hg ig 
Longer Life hat L SATE | 


No Stalling 
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? 





Now, you can drill any type of masonry easier . . . brick, 
concrete, marble, slate, tile, and plaster. Arro’s new improved 
Arroflute Masonry Drill with carboloy cemented carbide tips— 
drills faster, easier, cleaner and deeper than any other drill. 

The New Arroflute Masonry Drill is designed to remove 
the dust as it drills. No packing—no stalling . . . Arroflute 
drills full depth without removing. 





Ideal for Expansion-bolt install sign hanging— insulation 
work installing equipment — plumbing — anchoring partitions — wiring 
buildings building maintenance — tile setting — antenno installation 


Write for Catalog #68 Describing Arro’s Complete Line of Anchoring 
& Drilling Devices for Masonry 


ARRO EXPANSION BOLT CO. © MARION, OHIO 


eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee | 
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principles outlined in the text, indus- 
trics and institutions, warehouses, 
stores and other commercial establish- 
ments as well as government agencies 
can effect considerable cost savings in 
the movement of materials. The hand 
book sells for $1.00 and is avzil:ble to 
associations, user societies and institu- 
tions at quantity discounts. 


CHUCKS—Continental Tool Works, 
Div. Ex-Cell-O Corp., Detroit, Mich. 
has issued a new Bulletin No. 60224 
entitled, “Cut Drilling Costs with 
Continental Chucks.” This bulletin 
contains photographs and a cutaway 
drawing with complete description of 
the Continental Stub Drill Chuck 


Convenient device for selecting sheaves 
is David Round & Sons’ slide chart 


selector 


\ new pocketed chain sheave “selcc- 
tor” (slide chart) has been brought 
out by David Round & Son, Cleveland, 
Ohio. This device is being offered as a 
buying aid to purchasers of pocketed 
chain sheaves and guides, grooved idler 
sheaves and chain. 

According to the company this is 
the first time specifications pertaining 
to these products have ever been of 
fered in slide-chart form. Engineers 
are expected to find it a convenient 
device for selecting sheaves for vari- 
ous applications. The selector is ap- 
proximately 64-in. x 5}-in., and both 
sides are utilized in supplying infor- 
mation. 


EXPANSION JOINTS—A new six- 
teen-page illustrated catalog describ- 
ing all types of Flexon corrugated 
expansion joints and the basic theory 
behind expansion joint design has 
been released by Flexonics Corp., 
formerly Chicago Metal Hose Corp., 
Mavwood, II. 

This catalog gives complete speci- 
fication and installation information 
for the recently redesigned Flexon line. 





hoist type hook 
designed with extra 
thickness at point of 
greatest stress. Crosshead, 
eyes, and links all 
drop-forged for 
high strength. 


Forged and 
drilled eyes 
on strap ends 
instead of “wrap- 
eround" type. No" wrap” 
to straighten out under 
load. Full strap 
thickness around eyes 
for greater strength 
and safety. 


Wire rope 
can't jam between 
shell and sheave, 

since sheave is 
recessed into shell 
impression on each 
side at top. 


Upson-Walton's 
unique, simplified, 
one-piece strap 
construction provides 
greater rigidity 
under hardest 


ENGINEERED 
FOR SAFETY | 


J 


(y\ 





Lf 


o - wor “i 


For higher safe working loads, with a 
liberal factor of safety, specify Upson- 
Walton tackle blocks. Note the engineer- 
ing details on this wire rope snatch block 
to give greater strength and safety. 





See your nearby distri- 
butor for quick and effici- 
ent service from stock, 
Write for free Tackle 
Block catalog. e/ 


‘werine ——-] Hranufactarers of Alt Tiree, ‘THE UPSON-WALTON COMPANY 


TACKLE BLOCKS 12500 ELMWOOD AVENUE + CLEVELAND 11, OHIO 
FITTINGS New York ° Chicago . Pittsburgh 
WIRE ROPE 


YOU CAN DEPEND ON UPSON-WALTON’S 81 YEARS OF EXPERIENCE 
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Presented in the catalog are Flexon 
Free-Flexing expansion joints for low 
pressure applications; Controlled- Flex- 
ing joints for absorbing greater 
amounts of traverse, and Flexoniflex 
integral-ring expansion joints for 
extremely high pressure applications. 


Also covered are dual, hinged, bal- 


an IMPORTANT name 


CUTTING TOOLS—Threadwell Tap 

e 7 & Die Co., Greenfield, Mass., has 
issued a 48-page illustrated catalog 

Mn today Ss economy covering its complete line of cutting 
ili tools, including taps, dies, twist drill, 


counterbores, kevway broaches and tap 
ind die kits Also available is the 


latest +48-page illustrated fixed gage 
cat ilog 

SANDING PAPER-—A four page bul 
letin has been issued by Behr-Manning 
Corp., Div. of Norton Co., Trov, N. Y. 


FHP BELT STEEL CABLE GRIPBELT entitled “Behr Facts” about Tufbak, 


sure  GRIPBELT their new wet sanding paper. A } 
sheet of Tufbak is attached to the 
cover page with the suggestion that it 
be soaked in a bucket of water and 
then tried for sanding qualities. The 
last page lists the advantages of this 
GRIPROLL new product 


GRIPLINK THERMOMETERS-—The Marsh In- 
DOUBLE V GRIPBELT strument Co., Skokie, Ill. has pub- 


SESS OS lished a new informative 30 page cat 





DIE CAST oe T IRON 
BUSH TYPE 
T h e VARIABLE PITCH 


makes the specifying of the right ther 
mometers for the job an easy matter 


alog covering their expanded line of 
Vapor Tension Dial thermometers. 
Catalog No. 76-T is designed in 
such a manner that complete speci 
fications, including descriptive matter, 
line drawings, templates and dimen 
sional charts are listed for each indi 
vidual dial size and tvpe. This ar 
rangement of all pertinent details 





. ° > ae SHOP EQUIPMENT-—The Standard 
Distributors Line Pressed Steel Co., Jenkintown, Pa., 
e has prepared a new 4-page bulletin de 
T | scribing in pictures and text the com 
ruly pany’s entire line of Hallowell steel 

the Complete shop equipment. 


Included are steel work benches, 
s . : cabinet benches and SPS’ recently 
Vv Drive Line MULTIPLE GROOVE developed multiple unit benches with 
cabinet and drawer-section pedestals 

for storage. 

CAST IRON Also described are bench legs, 
drawer tier units, shop desks, steel 
carts, tool stands, tool carriers, port- 
able cabinets, posture stools and 

FOR knock-down, adjustable stools. Mate 


rial, color, dimensions and shipping 


FULL PARTICULARS = ““'s"*" "sve. 


BROWNING MANUFACTURING CO ELECTRODES~ Bulletin AR52-2218 

1951 BROWNING DRIVE entitled “Nickel-Are 60” Electrodes 

WOM AA 7108 Se 44 balled a7 has been issued by Alloy Rods Co., 

COCCCOCOSCESCOSECOOEEEECe York, Pa. This 4-page illustrated bulle- 


PRESSED STEEL 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1952 





Sales training 


Complete and factual market data is combined 
with answers to common selling problems in 
regular Armour sales managers’ meetings with 
distributor salesmen. 


and sales aids like these 


Armour’s complete line of quality coated abra- 
sives is covered in informative, easy-to-read 
booklets which are a big help in closing sales. 


backed up by advertising here 


And every ad stresses the line, “Buy through 
your Industrial Distributor.” 








Armour'’s advertising and direct mail campaigns 
pre-sell prospects—and open doors for you. 








els e 
“They all help you sell more 


MND tine 


Armour and Company + North Benton Read * 
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CHICAGO Safety Plas’ SCREWS 
are’ quality made to be trouble free” 
1. Rigid laboratory control of the -selected 

steel we use in all our products 

We purchase “whole heats”’ of steel—not 
just available warehouse lots 

Our tremendous production capacity en 
ables us to use more efficient machines to 
produce screws of precision quality 


Our large research facilities are constantly 
geared to be on the alert for greater devel 
opment and improvement of product and 
processes. 


Our exclusive method of heat treating in 
carbon recovery atmosphere furnaces re 
sults in greater uniformity to hardness 
specifications. 


\ 


——-Small territory coverage by our— 
field men offers greater availability of their 
specialized engineering service to you. And 
the central geographical location of our 
plant insures faster deliveries to all parts 
of the country. 


Chicago “Safety Plus” Screws 
mean lower production costs, fewer rejects, 
neater, sturdier construction, tighter holding 
power. You get faster deliveries, greater 
savings over “‘Special Sizes” and less ‘‘down- 
time”’ when you specify STANDARD SIZES 


Your Service-Conscious Industrial Supply Dis- 
tributor carries a complete stock of ‘Safety 
Plus” screws. His familiarity with your local 
field conditions enables him to fill your supply 
needs promptly and correctly. Ask for “‘Chi- 
cago” and get “Sofety Plus 





HEXAGON HEAD 


CAP SCREWS 


All Chicago“Safety Plus” Screw Products 
now come packed in this strong, easier- 


A C SCREW COMPANY to-see carton. Color identified labels 


3 W. Washington Bivd + Bellwood. ti phy wy yg greater saving 


Hexagon Head Cop Screws, Steel and Brass © Square Head and Headless Cup Point Set Screws © Semi-Finished Hexogon Nuts, Steel and 
Grass » Hexagon Castelloted Nuts » Fillister and Flot Head Cop Screws © Taper Pins » Milled Studs » Socket Head Cop Screws » Socket 
Set Screws » Socket Pipe Plugs » Stripper Bolts or Shoulder Screws © Square Head Dog Point Set Screws © Keys, Assortments and Kis 


180 INDUSTRIAL DISTRIBUTION © DECEMBER, 1952 


tin gives complete data on their new 
“Nickel-Arc 60” electrodes for ma- 
chinable welds on cast iron. 


VALVES—The D’Este Div., Kaye & 
MacDonald, Inc., West Orange, N. J. 
has issued a new Bulletin No. 535 on 
their line of steam pressure regulating 
valves. The bulletin introduces three 
new items, Type F, FR, and PR 

Complete sizing tables are included 
as well as a section on Choosing A 
Regulating Valve. This bulletin has 
been designed to be of interest and 
assistance to users of pressure regu 
lator equipment. 


MACHINES-—A._ new, condensed cata- 
log has been published since the mov- 
ing of Famco Machine Co. from Ra- 
cine, Wisc., to its new, enlarged pro- 
duction facilities in Kenosha, Wisc, 

The catalog includes the complete 
Famco cost-cutting machine line of: 
air presses; band saws; drill presses; 
foot presses; power presses; and squar- 
ing shears. This 8-page book is fully 
illustrated, with all specifications and 
machine features listed. 





FIRST ATOMIC MOSQUITOES 


Sanibel Island, off Florida’s west 
coast, now boasts atomic mosquitoes, 
according to Chemical Week, McGraw- 
Hill publication. Part of the state's 
experiments to find out how far and 
fast a salt-marsh mosquito will travel, 
the insects are made radioactive by 
adding radioactive phosphorus to the 
water in which they breed. They can 
be identified in the surrounding coun- 
try with a Geiger counter. 











“Nice of you to treat me. But I’m not 
the Bill Williams in Purchasing—lI'm 
the Bill Williams in the Bookkeeping 
Department . .” 




















Hygrade Drives on 
Roller-Hearth Harden- 
ing Furnace, treating 
Carbon Steel and 
Armor Plate, built by 
DREVER COMPANY, 
PHILADELPHIA. 


Handling hot plate is no job for weaklings. This is why 
the Drever Company chose rugged, powerful Hygrade 
Drives on this Roller-Hearth Hardening Furnace. These 


sturdy units not only handle this tough job with ease, 
A WEAKLI but with minimum maintenance. 

Wherever you have a speed reduction problem where 
low cost and rugged dependability are essential, the 
Hygrade Line of Enclosed Worm Gear Drives offers a 
solution. Available in a wide range of ratios and h.p. 
capacities in horizontal and vertical types. Vertical drives 
are also available with wider low speed bearing span to 
accommodate long, unsupported output shaft extensions. 





PChLES TE¢BROS. 


Baller Power Tea ccion Through Ballon Loans 


Gi 


Maxi-Power Line-O-Power Foote Bros.-Lovis Allis 
Drives Drives Gearmotors 


Foote Bros. Gear and Machine Corporation 
Dept. 1D, 4545 South Western Boulevard 
Chicago 9, Illinois 


Please send a free copy of Bulletin HGB 
on Foote Bros. Hygrade Worm Gear Drives. 
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BEST VISE VALUE 


Vises are not all alike. 


Proper lubrication is 
quick and easy. Re- 
moval of outside 
screw retainer per- 
mits withdrawing 
screw for lubrication 
in a few seconds. 


Desmond Sim- 


plex Vises have extra wide and deep jaws, 


combined 


with greater jaw 


opening. 


Exclusive Steel Slide milled from the 
solid is guaranteed against breakage for 


the life of the vise. 


Note, too, Desmond's 
replaceable, step 
milled hardened steel 
jaw inserts, which fit 
over pin on jaw 
shoulders stand 
heaviest top and side 
blows without jam- 
ming the screws. 


Desmond vise back jaws are accurately 
broached for proper fit of the steel slide, 
insuring smooth, free operation always, 
typical of the accuracy with which 
Desmond-Simplex vises are constructed. 
For every vise need, select from Des- 
mond’s complete line. Request the name 
of your Desmond Simplex Industrial 
Distributor and your copy of the new 
complete catalog . . . The Desmond- 
Stephan Mfg. Co., Urbana, Ohio. 


STANDARDIZE ON: 
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Another 
Desmond 
Sales-Proven 
ad appearing 
in user 
magazines 


ay 
Desmond 
wall charts 
catalogs 
mailings 
displays 


Plus! 

Desmond 

Sales meetings 
for your 

Sales 
personnel 


Plus! 
Desmond's 
complete line 
—meets every 
customer 
requirement 


Plus! 
nationally 
known name 
—Stands for 
quality 

and service 





OBITUARIES 


Irving E. Dyer, 
Stanley Salesman 





Irving E. Dyer, 53, Stanley Tools 
salesman who had been associated with 
The Stanley Works, New Britain, 
Conn., for 27 years, died October 20 
in Minneapolis after a long illness 

Mr. Dyer was assigned to the Chi- 
cago office of the company in 1935 
and became the sales representative for 
Stanley Tools covering lowa, Minne- 
sota, northern Michigan, Wisconsin, 
and the Dakotas. 

\ native of Meriden, Conn., he was 
a graduate of Muhlenburg Academy 


William P. Jeffery. 
Saw Association Officer 


William P. Jeffery, secretary of the 
Hack & Band Saw Association, died 
October 31 in St. Luke’s Hospital, 
New York, after a brief illness 

He was also a director of the Con- 
tainer Corp. of America and a member 
of the law firm of Jeffery & Murray. 

\ veteran of World War I, Mr. 
Jefferv was formerly president of the 
Greenwich, Conn., Country Dav 
School, a trustee of Greenwich Acad- 
emy, and a church vestryman. 


E. C. Maynard, 
Balknap Hardware 


E. C. Maynard, 56, sales represen 
tative of the Balknap Hardware Co., 
Louisville, Ky., died suddenly October 
9 at his home in Waycross, Ga. 

Mr. Maynard was active in church 
and community affairs in Waycross. 


Victor J. Berguson 
Keystone Lubricating Co. 


Victor J. Berguson, executive repre 
sentative, Keystone Lubricating Co. 
died suddenly on October 25th 

He had been connected with Key 
stone for more than 28 vears, more 
than half of which were in the ca 
pacity of executive representative 


John S. Dodge 
Lowell Wrench Co. 


John S. Dodge, president and gen- 
eral manager of Lowell Wrench Co. 
of Worcester, Mass., died on Novem- 
ber Ist, as a result of a cerebral hem 
orrhage 








ARMSTRONG 


TOOL HOLDERS... 


for the toughest steels! 


The “Armstrong System” provides special ARMSTRONG TOOL HOLDERS 
for ARMALOY (cast alloy) and for ARMIDE (carbide-tipped) cutters. With 
these modern cutting tools, the toughest and hardest steels are easily ma- 
chined. Far heavier feeds and the extremely high cutting speeds become 
practical (300 f.p.m. with ARMALOY cutters; 600 f.p.m. with ARMIDE cutters). 
Delays for tool re-grinding are reduced to an absolute minimum—edges hold 
up to 100 times as long. 

Industrial Distributors can increase profits by selling the complete System 
of Tool Holders, not just individual tool holders . . . by selling the correct 
types for all operations, the correct sizes for each job .. . by selling the 
correct bits, blades and cutters for each material and cutting speed. 


ARMSTRONG BROS. TOOL CO. 


WRITE FOR CATALOG “The Tool Holder People” 
5205 WEST ARMSTRONG AVENUE e CHICAGO 30, 7 
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Attractive dis 
ploy stand tokes a ray 
up only 1p aq. ft ew 


of floor space asia 
Sal (Starts on page 124) 


helps you make more money 
on small-quantity sales of electrodes 





Gives you the advantages of 
up-to-date self service! 


Makes an attractive display! 
Provides visible inventory! 
Gives you better margins! 
Saves customer's time! 

Stops many losses! 

Helps sell welders! 


Yours =_ with lt e Aaron Evans 
Tera e e tehA tt Me Russell, Burdsall & Ward 


e Names Two Executives 
P:H Maintenance Pack! 


The Russell, Burdsall & Ward Bolt 
& Nut Co., Port Chester, N. Y., has 
promoted Aaron Evans to the position 
of Detroit sales manager. 

He succeeds Alfred Fairchild, rc 


tired. He has represented the com 

AC-3, 1/8”, 5/32”, 3/16” —For all position 

Dealerships Open! welding of mild steels and sheet metal. pany in Detroit for a number of years, 
P Pp AC or DC. : 


Pechaged- temas Gist Oi: 8 Sp es a ind previously had been Chicago rep 


resentative. 
. 70 LA2, 5/32” — For high-carbon, alloy, 
for dealers who act now: high-sulfur, free-machining, cold-rolled, and The company has appointed Lam 
ty Sica. ee bert M. Kaspers as manager of its 
op ll gag El ($125.62 . HMerstain, 1/8” — fer spring stools and Caraopolis, Pa., plant, replacing Mat 
Sturdy plywood display stand ae — rv ee sce thew L. Douglas, also retired. M+. 
Nicast, ” —— for machinable welds on f > a rly ; 
You retail for $167.50 cast fren, Mlenst welds ere strong and Kaspers was formerly at the Rock 


non-porous. ” Falls, Tl, plant. 
With the P&H Maintenance Pack, your 
You Make $41.88 Profit | customer no longer has to buy seldom-used 
rods in quantities larger than he needs. In- 
stead, he can keep some of each type on hand 
economically — and get replacement packages 
L* year, $50,000.00 worth of P&H from you as he needs them. 
packaged electrodes were sold in one These P&H packaged electrodes are easy to 
lone. With th P&H Mai carry in your delivery trucks for on-the-spot 
territory alone. With the new P& 1 Main- sales. And displayed on your floor in the 
tenance Pack, your potential may be as P&H ‘‘Silent Salesman,’’ they boost your 
great or even greater! Here's why: over-the-counter business. 
> : Cash in on this new, golden opportunity 
First of all, you offer your customers to do a bigger volume on small-quantity sales 
one handy package that contains an as- of electrodes. Order P&H Maintenance Pack 
sortment of five different kinds of clear- , he. 3 ~ your one —_ welding 
aaa P < istributor — and get set for real turnover. 
ly identified rods for repair and main- If you don’t know who your P&H distributor 
tenance welding: is, send coupon below for his name. 


P H @ TEAR OUT COUPON AND MAIL TODAY! 4 

> WELDING DIVISION | HARNISCHFEGER CORPORATION 8 
| 4683 W. National Ave., Milwaukee 14, Wis. § 

HARNISCHFEGER aThe new P&H Maintenance Pack sounds like g 

CORPORATION Patt ‘welding distribucor. = ™ MPG 

4683 WEST NATIONAL AVENUE © Name 

MILWAUKEE 14, WISCONSIN } Position ....... 


eree Pe eee | 
POWER SHOVELS © CRAWLER AND TRUCK Company .........0+-+002ee05 Leisdtuawaeta sn a 
CRANES @ OVERHEAD CRANES @ HOISTS @ ARC RAINED evinvdcoocdenacecal pias ; 

n 





A group of selected electrodes for maintenance welding 


Approximately 325 Ibs 








+ 
WELDERS AND ELECTRODES @ SO!l STABILIZERS g City 


@ DIESEL ENGINES © PREFABRICATED HOMES ov wenbannen<eesnebaaaaal Lambert M. Kaspers 
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AIR COMPRESSORS are a specialty 
at Cameron Barkley Co.’s Miami, 
Fla., branch. Van P. Polley and Paul 
Fink look one T 


Kaye & MacDonald 
Names Sales Manager 


Alfred G. Owen has been appointed 
sales manager of Kaye & MacDonald, 
Inc., West Orange, N. J., manufac- 
turer of steam traps, air filters and 
valves. 

Mr. Owen was formerly in the in 
dustrial department of Crane Co. He 
joined Kaye & MacDonald in 1948 
to take charge of sales in New Jersey, 
and later set up his own selling or- 
ganization in eastern Pennsylvania. 


LEGAL NOTICE 


TEMENT BEQUIRED BY THE ACT OF AUG 
24, 1912, AS AMENDED BY THE ACTS OF 
MARCH 38, 1933, = ND JULY 2, 1946 (Title 
39, United Section 233 
ame 7s" TH ow oo 
uv 


iEMENT, A} 
CIRCULATION 


Of Industrial Distributien published mark with ~3" 
me in Mid-December at Albany, N. ¥. for October 1 


@ name and address of the publisher, editor. 
— and business manager is: Publisher 
1. Publishing Company, Inc., 7 West 42nd J 
Y.; Editor W. F. Crowder, 330 . 
: York 36, N. » Managing editor 
R W. Barnett, 330 West 42nd Street, York 
N. ¥.; Business manage W. A. West, 330" West ‘tend 
Street, New York 36, 
2. The owner is: MasGue- Hill Publishing Ay + 
Inc., 330 West 42nd Street, New York 36, N. Y.; St 
holders holding 1% or more of stock: Curtis w. McGraw 
nd Donald C. McGraw, Trustees for Harol Mec 
oC 


> 
ia W. | Py pote 2 sontene 
urtis W. McGraw and Donald C. McGraw, all sean ht is 
330 W 42nd Street, New York “ N. Y¥.; Curtis 
W. McGraw and Harold W. MoGra: Trustees for 
Catherine M. Rock, 330 West oo Street, New_York 
36, N ; Curtis W. MoGr 330 West 42nd Street. 
, N RS a5 penale C.. McGraw, 330 rent 
% — W. MeGr: 


= ren, 536 Arena 
, Lajolia, Ci siifornia:; Touchstone company € 
Pennsylvania Company, 15th and Chestnut Srreats. 
*hiladelphia Pa. 
he known bondholders, mortgagees, and other 
rity holders owning or holding 1 percent or more of 
tal amount of bonds, mortgages, or other securities are 
None 
4. Paragraphs 2 and 3 include, Ld cases where the 
stockholder or security 


. the name 
h trustee is ac 


paragra 
as to 
stockholders and security holders who do appear 
upon the books of the company as trustees, hold stock 
=< quemrities in capacity other than that of a bona 
fide ownet 

MecaRAW HILL PUBLISHING COMPANY 

By DI, Viee Pres 

Sworn to and subscribed before me this 9th day of 

Cent: 952 
SEAL) ELVA MASLIN 
My Commission expires March 30, 1954) 
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You can now chrome plate 
worn gages IN YOUR OWN SHOP 


This compact new chrome plating unit is 
saving real money for leading engineering 
and manufacturing concerns throughout the 
country. For instance, here's what Taller and 
Cooper, Inc., foremost makers of toll col- 
lection equipment and builders of electro- 
mechanical measuring and recording devices, 
say about their Chromaster installation: 


“Within one hour from the time a space 
was arranged for the unit, the Chromaster 
was in operation. In the very first day over 
$100.00 worth of undersize plug gages 
that normally would have been discarded 
were replated and put back in use in our 
inspection department.” 


Same saving applies to other small tools 


Normal life of your cutting tools and wear 
parts can be multiplied 3 to 10 times by this 
accurate, simplified method of chrome plat- 
ing right in your own shop. Chromaster 
deposits chrome with positive uniformity yet 
the average job takes only 34% minutes. 


Write for cost-cutting 
free information today! 


A Chromaster for every shop 
Model A-20 (shown here) is a 20-amp, 
bench-mounted unit for the gage room 
or tool crib; plates up to 10 sq. in. 

Model A-50, 50-amp, bench-mounted 
unit for larger shops in plating of cut- 


ting tools. Plates up to 25 sq. in. 
Model A-250, 250-amp, floor-mounted 
unit for production plating of small 
parts in greater quantities or larger 
parts with areas up to 125 sq. in. 





trade publications, the sky is the limit. 





Last year, despite component and material 
shortages, industrial distributors sold hundreds of 
Chromasters without any advertising at all. This 
year, with national advertising in both business and 


There are a few choice territories still open for 
live-wire distributors. Write Ward Leonard today. 


INDUSTRIAL CHROME DIVISION 


WARD LEONARD 
ELECTRIC CO. 


68 South Street, 
Mount Vernon, N.Y. 
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ORDER WRITING is an exacting 
process for C. G. Taylor and Edward 
Hatcher, of C. M. McClung & Co., 
Knoxville 





Pittsburgh Distributor 
Recalls Gay ’Nineties 


“In 1892, the Homestead Steel 
Strike raged and an assasin went after 
Henry Clay Frick, the ‘coke king,’ 
with knife and gun. . . . Pittsburgh 
was spelled without an ‘h’ and fewer 
than 345,000 people lived within the 
sooty city limits. . . . It cost a penny 
at the toll gate to walk across the 
Sixth Street Bridge, and local sports- 
men paid off in amazement when 
John L. Sullivan was knocked out at 
New Orleans by James J. Corbett. . . .” 

Chis was the setting when a new 
partnership known as Somers, Fitler & 
Todd set itself up in business on 
Water St. to sell industrial supplies. 
Now celebrating its 60th anniversary, 
the modern Somers, Fitler & Todd 
Co., which employs 150 persons and 
serves major industries in three states, 
has published a large illustrated bro- 
chure describing early days in the com- 
pany and its city. 

The booklet’s account of the 
"Ninety’s adds that “Pittsburgh was a 
‘wide-open’ city with a flaming night 
life that rivaled the Barbary Coast. 
. . . A laborer in a steel mill earned 
$1.25 for a 10-hour day, and Mr. 
Hall’s newly discovered aluminum was 
being accepted as a sound and _prac- 
tical metal. . . .” On bustling Water 
St., its wharf jammed with steamboats, 
W. T. Todd, founder and star sales- 
man, wrote out Somers, Fitler & 
Todd’s first order, to the Lunken- 
heimer Brass Mfg. Co., for valves and 
lubricators. 

Important sales the first year were 
such items as lamps, deck scrapers and 
pitch for river steamers. These later 
disappeared as did the handsome black 
teams that drew the company’s fleet of 
delivery wagons. The first motor truck 





purchased was the product of Louis S. 

Clarke, one of the founders who had 7 

also become one of the nation’s pio 

neer automotive builders and who later - 
headed the Autocar Co. “Daredevil” 


Johnny Ryan was the driver of this 
first delivery truck, the booklet recalls 

Besides milestones in the firm’s his 
tory, the brochure also contains a de 


scription of present day operations and 
pictures of officers, showrooms and 
warehouses. 


The company’s idea of service is 
stressed. William T. Todd, Jr., presi 
dent, says: “Business methods have 
changed, ours among them, but the 
business policy of this company has | the hest 0 ts 
never changed from the original plan. se 
It is a policy of quality and service 
which insures to our customers the 
best articles obtainable at the lowest 
safe price.” 
Among anecdotes recalled is one 
concerning E. L. Alberter, Ist vice r) 8 ® 
president in charge of sales. Mr. Al ave time in or ering 
berter tells how he first joined the S 
company in 1910, but was fired fifteen 
minutes after he went on the job: “I 
went to work in the office and mv new 
boss was filing some papers and I said, 
“That’s a hell of a way to file’ and he 5\ 
fired me on the spot. But Mr. Somers catalog Nd. 
hired me back and I've been there 
ever since.” 


Norton Sales Manager 


Made Association Officer reduce 


Harlan T. Pierpont, Jr., sales mana- 


ger of the Refractories Division of the h dlin costs 
Norton Co., Worcester, Mass., has an 
been elected vice president of the 
Special Refractories Association. 

Mr. Pierpont joined the Norton 


Company in 1935. For 12 years he Only Buffalo Bolt gives you this combination of quality bolts, 
was an abrasive engineer in St. Louis, 


Chicago, and Flint, Mich., until ap- a concise and complete catalog, and clearly beled sturdy cor- 
pointed to his present post in 1948. rugated board Handy-Pack containers. What's more, prices are 
no higher than for ordinary bolts in ordinary cartons. That's 
why it makes sense to order, stock and sell Circle @ bolts. 


‘BUFFALO 


BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 








North Tonawanda, N. Y. 
“TRY THIS ONE,” Claude H. Brown- 


ing, president of Browning Belting & Sales Offices ‘in Principal Cities 
Supply Co., Knoxville, Tenn., tells 


outside salesman Walter N. Hood. PRODUCERS OF CIRCLE @ PRODUCTS—BOLTS © NUTS © RIVETS AND SPECIAL FASTENERS 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1952 187 








L. S. Starrett Co. 





DOORWAY 
TO SALES.. 


B&H LOCK WASHERS 
The Standard of Quality 


Every Size and Type P 
Packaged for Easy Identification : ¢ ial 
} 5 
s 


NORTHEASTERN Pennsylvania- 
Accept south-central New York has been as- 
/ signed to Thomas R. Griffith. 


A.S.A.—S.A.E.—A.S.M.E. 
BUTCHER & HART MANUFACTURING CO. 


TOLEDO 6, OHIO 


é 








HOME OFFICE is new assignment 
of Clyde Starrett, replaced in old terri 
tory by Mr. Griffith. 


























Send for our 32 page catalog 
of Vises, Work Positioners and 
Industrial Clamps. 

Sold Thru Distributors 


' WILTON TOOL MFG. CO. 
“925-D Wrightwood Avenue 
CHICAGO 14, ILLINOIS 


NEW YORK office will include Tudor 
Garland, assigned to assist branch man- 
ager Don Gilbert. 
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Shifts Assignments combination 


wrenches 





NORTH CENTRAL New York is new 
territory of Walter Clark, assisting Jack 
Lynch 


Billings Vitalloy* Forged Combination Wrenches 

are versatile! The pear-shaped Engineers’ head with its 

tough, thin jaws gives fingerlike control for fast starting and “thumb- 

LOUISIANA-Mississippi-south Texas tightening”. The rugged, thin-wall 15° Box head fits into tight corners 
territory will be handled by Harold E. and gives a solid, non-slipping grip for two-fisted tightening or 


mareeee, B loosening of stubborn nuts. Both heads have the same size, accur- 





ately machined openings making an ideal dual purpose wrench for 
a wide variety of jobs. .. . Mechanics and machinists prefer Billings 
Vitalloy® Forged Combination Wrenches because they save time. 
They are lighter, stronger and last longer. That's why more and more 


master craftsmen always reach for a “Billings”. 


Other Billings Vitalloy 
Forged Wrenches 


ca “ILUNGS 


ADVERTISING assistant _ recently WRENCHES & SHOPT us 


FROM BILLINGS INDUSTRIAL SUPPLY DISTRIBUTORS 
* named is Frederick Clarkson, who wil' 


report to C. G. Nordmark. 
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Our Distributors 
like Anglqear 


| IN NEW YORK 
H. Wilson Moorhouse 
Jr., Transmission Equip 


ment Company, Inc., 


says: “Compact, adapt 

able, powerful ANGL- 
gears are the modern answer to many 
hitherto unsolved design problems. 
Their universal appeal is quickly recog- 
nized in customer appreciation.” 


IN PHILADELPHIA 
M. R. Oberholzer, Lind- 
say, Oberholzer & Co., 
says: “Our sales of 
ANGLgears amounted to 
$2306.40 during the first 
sixty days we handled the line. They 
are units which enable our men to 


develop customer interest quickly.” 


IN DETROIT 

John J. Lovchuk, general 

manager, Factory Equip- 

ment Company, says: 

“ANGLgears are to the 

engineer as colors to the 
artist; their infinite range of applica- 


tion tests the imagination.” 


IN HOUSTON 
Lawrence Isaacson, Isaac- 
son Chain & Belting Com- 
pany, says: “This rugged 
ANGLgear is fast grow- 
ing in popularity. Its 
small, compact size helps us solve 


many power transmission problems.” 

















IN CHICAGO 

G. E. Poplar, Patlyn 

Gears and Transmissions 

Corp., says: “As interest- 

arousers in engineering 
departments, ANGLgears 

can’t be beaten. And wherever there 
has been a need for power transmisson 
at right angles, we haven’t lost a sale. 
ANGLgears are really in demand.” 


IN CLEVELAND 

Walter Meier, Meier 
Transmission Supply ,Inc., 

says: “‘We find that 

ANGLgear has real door- 

opening possibilities. This 

small right angle unit has developed 


great interest in the power transmission 
field.” 


IN SAN FRANCISCO 

L. R. Burmester, Mon- 

arch Supply Co., says: 

“The clean lines and 

rugged dependability of 

ANGLgear make it a 

natural solution for troublesome right 
angle transmission problems.” 


IN BOSTON 

Warres. Pike, Warren M. 

Pike Associates, Inc., 

says: “ANGLgears help 

us solve transmission 

problems every day. Their 

ease of mounting, rugged dependability 
and simplicity of design make them 
one of our most effective tools.” 


A FEW CHOICE TERRITORIES ARE STILL AVAILABLE. WRITE FOR INFORMATION, 


jonas oie Ns 


er 


ae he 


ACCESSORIES CORPORATION 
1414 CHESTNUT AVENUE + HILLSIDE 5, NEW JERSEY 
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ARMED with engineering data, Rich- 
ard Parke, sales manager of Allen & 
Reed Co., Providence, R. 1., heads for 
customer's plant. 


Allen & Reed Branch 
Opeened in Norwich 


Allen & Reed Co., Providence, R. I., 
distributor and steam specialty firm, 
has completed the outfitting and stock- 
ing of its new branch in Norwich, 
Conn. 

The branch office and warehouse 
were acquired earlier this year. Alex- 
ander Grant is branch manager. 

At its Providence headquarters, the 
company recently — the re- 
painting of its main building. 

Reorganized in 1949, Allen & Reed 
has since broadened its supply depart- 
ment and added a number of new lines 
of pumps, compressors and steam spe 
cialties, according to William S. Allen, 
president. Offices on two floors of its 
main building have been completely 
renovated and modernized 

Mr. Allen’s father, the late Philip 
Allen, president and treasurer since 
1890, died in October, 1951. William 
S. Allen and Donald E. Jackson, vice 
president, are controlling owners. 





SIXTY YEARS is the service record of 
E.. E. Bogart, treasurer, with Chase & 
Cooledge Co., Holyoke, Mass 


Chase & Cooledge 
Plans New Annex 


The Chase & Cooledge Co., Hol 
yoke, Mass., will celebrate its 75th 
anniversary next year with the opening 
of an annex adding 40 percent more 
floor space at its headquarters. 

A building next door to the main 
office, acquired 4 years ago, is being 
completely renovated to house en 
larged display space and three floors 
of warehouse space. The two build- 
ings will eventually be joined as a 
single unit, with a remodeled front. 

Most of the new warehouse rooms 
are completed and in use. Reconstruc 
tion of the display room and front is 
expected to be completed next Spring 

The firm’s 75th anniversary also 
marks 60 years of continuous service of 
its oldest member, E. E. Bogart, treas 
urer. Mr. Bogart joined the company 
as a bookkeeper in the Fall of 1892 
after working three years in the Hadley 
Falls National Bank. 

A contemporary of Mr. Bogart, Wil- 


’ 


VINCENT ressers and Cutters 
for every grinding operation 


Yes, there's real profit for jobbers in a stock of Vincent 
Dressers and Cutters ... a fact that has been proven time and 
again during the past forty years by jobbers throughout the 
country. Here are a few of the reasons: 

Vincent Dressers have an exclusive design that minimizes 
costly dresser replacement and gives better dressings on 
every application. And, Vincent Cutters provide the exact 
degree of hardness that prevents teeth from breaking or 
from mushing over. They're heat treated right in our own 
plant—one of the three largest in the country. 

Added to these important features, Vincent Dressers and 
Cutters are available in sizes and styles to meet every 
dressing need. Combine these tangible selling points with 
the fact that the Vincent line has been continually advertised 
to your customers in leading trade publications, and you have 
a sure-fire profit picture that’s hard to beat. Why not 
investigate today? Vincent Steel Process Company, 
2424 Bellevve Avenve, Detroit 7, Michigan 





VINCEDY ., ont 


SINCE 1909 


Designed — Built — Merchandised 
to do a better job... for the user—for you 


_— 
pnaducets af HSS TOOL BITS « CONICAL CUTTERS AND HOLDERS + DIAMONI 


a 


ANOTHER VETERAN with the Hol- 
yoke firm is William Lavey, on the job 
for 46 years. DRESSING TOOLS * TUBE CLEANER CUTTERS * HIGHWAY SURFACER CUTTERS 
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KNATIONAL \e 


Single-Pad... 
Straight-Line 
Action. . . Wet 
ot Dry Sander 
Added to 
National Sander 
Line! 





Here is the latest addition to the extensive 
National Line of electric and air driven 
block sanders. The Model 600 is a fast, 
lightweight, powerful straight line 
action, single-pad air sander with water 
attachment. Its 5/16” stroke assures 
rapid stock removal. It is the product of 
National's years of experience in sander 
engineering and development Combined 
with careful field testing on manu- 
facturers’ production lines. 


NATIONAL AIR SANDER, INC. 


2822 AUBURN STREET, ROCKFORD, ILLINOIS 


192 
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liam Lavey, chief warehouseman, has 
also chalked up an impressive continu- 
ous service record. He joined the firm 
in 1906. 

Younger members of the firm, active 
in the present renovation of the plant 
and a recent project to streamline 
office procedure around a perpetual 
inventory system, are Donaki Mc- 
Corkindale, son of R. E. McCorkin- 
dale, president, and Richard Heming- 
way, R. E. McCorkindale’s son-in-law. 


Machine Tool Production 
Up Despite Steel Strike 


Production of machine tools is still 
——s regardless of the steel strike 
and its effects, according to American 
Machinist, McGraw-Hill publication. 

Pre production rate went up just a 
few points in July whereas it has 
jumped about 20 points without the 
strike to hold it back. 

Meanwhile revision of M-41, the 
order that restricts exports to rated 
orders only, will help balance out 
machine-tool sales that resulted from 
the machine-tool shows at Hanover, 
Germany and London in September. 

Effects of the two shows won't be 
felt until this month but the im- 
proved quality of foreign machines 
shown, especially French and Italian, 
will make exports more difficult in 
the future oe government action 
on exports is fast and effective, the 
magazine predicts. Both foreign ma- 
chine-tool shows demonstrated that 
builders in Europe can produce good 
machines. 

Best U. S. angle is high-production, 
specialized machines and complex 
equipment. But foreign concentration 
on electronics and some advanced de- 
signs indicate that U. S. builders will 
have to work for their export business. 





ABRASIVES are center of interest for 
H. G. Bares, of Barnes & Jordan, Inc., 
Syracuse, N. Y., and Frank J. Spain, 
Cortland Grinding Wheels. 








At Philadelphia 
You Met Old Friends... 


(Story on page 108) 





“BEN FRANKLIN” greets Lyman H 
Bellows (Sheldon Machine), Fred Emer 
on, (Spartan Saw), Frank W. Lovejoy 
Socony-Vacuum), the guest speaker, 
and J. A. Proven (Porter Cable) 


Profitable lines are the ones your customers 
pbrefer—first sales are easy, repeat sales are easier. 


For over half a century, VICTOR Distributors 
have profited four ways— 


1. With @ quality line—quality of materials and manu- 
fecture that have built up preference with industry. 


2. With @ line sold only through recognized distriby- 
tors. 


3. With ° line supported by qualified factory repre- 
WELCOME from David R. Powers, “ha 
Syracuse Supply Co., is for B. Douglass ° i 


Hollar (Pyrene Mfe 4. With a line consistently pushed by national adver- 
a: 5 tising to industral consumers. 


Make profits from preference for VICTOR “Moly” 

High Speed Power Blades, preference that taghedies 

VICTOR Hand Biades, Frames, and Metal Cut- 
ting Band Saws. 


We're Building PREFERENCE for YOU, TOO 


Every VICTOR national advertisement now ends 
up with copy for you—copy that tells industry 
why the industrial distributor is the man to 
call for fast, local service on hundreds of 
products. It's ome more reason why it 

pays to stock the VICTOR line. 








REUNION in the lobbv includes Joe 
De Jure (Charles Parker), Robert I 
Towles, of L. A. Benson Co., Baltimore, 
Robert G. Berrington (Cleveland Twist 
Drill), and Jack Barr (Greenfield Tap 
& Die 


C 194 Makers xf Hand and Power Hack Sew Blades,'Prames and Metal Cutting Bend Sew Bledes 
vontinued on page 1/4) 
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Talked Serious Business... 


Story on page 108) 


product 


a 


CORRIDOR conference involves Her- 
mann C. Heins, Seaman Mill Supplies, 
Readng, Pa. and Samuel C. Hottle, 
W. L. Reynolds Co., Baltimore. 


WITH AN 
ACCO Registered Sling Chain 


@ ACCO Registered Sling Chains are engineered to the 


job. The rings, the links, the hooks—all parts are built AFTER SEMINAR, B. S. Meade and 
and tested together as a complete unit. Arthur N. Klebes, of Smith & Klebes, 


New Britain, Conn., talk it over with 
Look at the rugged design of the unretouched hook in Charles T. Jordan (Charles Parker). 


the photo above. See the good grip it has on the tough yet 
light-in-weight, easy-to-handle Endweldur chain. Sell one 
safe, efficient, ACCO Registered Sling Chain toa plant and 
you get a good grip on their repeat business. 

Write or phone today for full informa- 
tion on ACCO Registered Sling Chains. 
Ask for the DH-314 ACCO Registered Sling 
Chain Catalog. 


American 
AMERICAN CHAIN DIVISION } 
AMERICAN CHAIN & CABLE ain 
York, Pa. Atlanta, Chicago, Denver, Detroit, Los Angeles, DOWN FROM NEWARK are E. R. 


New York, Philadelphia, Pittsburgh. Portland, Patton and N. B. Seggel, both of 
San Francisco, Bridgeport, Conn 


Dodge-Newark Supply Co. 
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Whatever Type 
You Want, We Have It! 


| Pease" lleys / 


RELAXING after day's work are R. C 
Taylor, Jr Phecoll Mfg ), Walter C 
Crowder, Industrial Distribution, and 
M. E. Ziegenhagen (Worthington) 


Most COMPLETE LINE Available 


If it’s a cast pulley, you name it 
and we'll ship it—fast! Here at 
Medart are pulleys made from the 
best cast iron produced. Here are 
pulleys for every requirement in 
every size in use—with split rim or 
solid rim—split hub or solid hub 
—single arm, double arm or web 
center— 
internal or external flange, one side 
or both—loose pulleys and 
tight pulleys. 





ATTENT: VE listeners are Kirk Hobart Or if, by chance, you need a special 


and Ivan Smith (Allen Mfg.), with pulley, we can make it quick. 
James E. Seaman, W. L. Smith, New 


burgh, N. Y It will pay you to have the Medart 
Catalog on hand for reference, and 
for easy ordering. Send for it now! 








Here also is your best source for all 

types and sizes of cast tooth or cut 

proc p S tooth sprockets — made of Medart 
wear-resistant Hi-Ten cast iron — 

Too | for malleable, roller or other kinds 


of chain. And there's also a full 
line of gears! 





ATTACH TO COMPANY LETTERHEAD 
THE MEDART co. MEDART CO., 3535 DeKalb St., St. Louis 18, Mo. 
Most Complete Source For CO Send Catalog showing afi Medart Pulleys 
Mechanical Power © Send Gear Catalog 
Transmission Equipment Also send following catalogs. () V-Belts and Sheaves 
© Speed Reducers () Pillow Blocks and Hanger Bearings 


SITTING OUT at Philadelphia meet- 

ing party are W. H. Tuppeny, of Mad- 3535 Dekel St., wise 
dock & Co., Philadelphia, and Robert St. Lovis 18, Mo. 

G. Berrington (Cleveland Twist) Title 








(More pictures on page 198) 
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NICHOLSON FILES 


---A FILE FOR EVERY PURPOSE 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1952 





Enjoyed Chatting 


TNVANHUNID R22 = 


by Superior Quality 


rz 


BALLROOM is the meeting place for 
W..L. Revnolds, Jr., of W. L. Reynolds 
Co., Baltimore (center) and Edward M 
Baldwin and George S$. Chiaramonte 
(E. Horton & Son) 


Awick-Aling Universal 
HOSE COLPLING 


HEADING HOMEWARD, Albert L 
, Stevenson (Jacobs Mfg.) and John H 
{ omparison with sumilas . Lindenmuth and Jack Corkery, Jr., of 
Supplee-Biddle-Steltz Co., pause in the 
‘ ouplings hes in veneral hotel corridor. 
upp aranet ilone Ser ; el 
ice-tested materials . ay Carborundum Exec. Gets 
precision manutacture Special Sales Assignment 


ind caretul Inspection Tat Harold C. Smith, Jr., manager of 
led , @ the central zone of the Carborumdum 
—— re pee Co.’s Merchandising Sales Division, 
and former sales representative with 
ee a . Charles Bond Co., Philadelphia dis- 
; tributor, has been appointed mana- 
teaael ra 3 | ger of rail and government sales for 
bronze a . | Carborundum. 

A ert In his new post, Mr. Smith will 
| also have special assignments under 
the company’s general sales manager, 

| F. W. Bonacker. 
Sate ? ee. a Mr. Smith joined the Niagara Falls, 
“7 ee N. Y., manufacturer in 1948 from the 
i LP Te) ; ; ’ Niagara Chlorine Products Co., where 
>) >, 1) \ ~ .% A 4 sd . he had been vice president and gen- 

Jhe Quality Lu eral manager. 

_ 7 eae . : Before that he had been with a 
- — or Wall St., New York, firm and with 

Charles Bond Co. 


lormance under all con 


idmium plated ol 
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Setting Sales Records 


99 


F. P. Murken 


Quaker Rubber Appoints 
Industrial Hose Manager 


Quaker Rubber Corp., Division of 
H. K. Porter, Inc., Philadelphia, has 
appointed F. P. Murken as manager 
of the Industrial Hose Division. 

With Quaker since 1944, Mr 
Murken has held positions in both 
sales and technical service. Until re 
cently he was manager of the Wrap 
ped Hose Division, where he devel 
oped new types of materials handling 
hose. 

In his new position, he will have 
charge of sales for all types of indus 
trial hose manufactured by the com 
pany. 


Built like a 


Jarecki Names Executive 


ilaleMaatelaallatcm cele), 


Another H. K. Porter appointment 
makes F. E. Swain assistant general 
manager of Jarecki International Sup- 
oly Division. During 10 years’ experi + 
ei in the oil field supply helene Full of fast-selling features 
Mr. Swain has served im various ca- @ Range %" to 2” pipe; % ” to 2” bolts. 
pacities with IDECO at Columbus @ Cutting, threading and reaming tools operate 
and in the IDECO Supply Store Di independently a right up to chuck, swing 
vision. He has recently becen assistant up out of way when not in use. 
to the general manager of Jarecki. @ New RIEZAID quick-opening quadritype, 

dualtype and monotype die heads save time 

and work. 
@ Concealed oil system, reversible pump, no 
LUXURIOUS CAMPS me 
@ More than 20 other efficiency improvements— 

The latest construction camps are write for complete profit story on this new 
a far cry from the collection of shacks RizaIb> 00”. 
of the past, Construction Methods and 
Equipment, McGraw-Hill publicetion, THE RIDGE TOOL CO. e@ ELYRIA, OHIO 
says. A camp on the Canadian Trans F a j oS ae Di a a 
Mountain pipeline is made up of big 
van-type trailers; dormitories are 20- 
bunk vans; kitchens and dining rooms 
are separate trailers. Portable houses, 
refrigerators, storage, parts and tool 
houses and shops complete the facili- 
ties on wheels. 

















INDUSTRIAL DISTRIBUTION © DECEMBER, 1952 





A NEW 


8 POPULAR SIZES 
Available in Coin Pak 


IDEA... 
LOCK 


WASHERS 


Machine Packaged 
for the Distributor! 


Coin Pak meons Savings to you 
and your customers. 


Coin Pak safeguards quality... 
the Coin Pak Machi liminat 
“linkers”, mixed washers, off size 
washers, foreign matter. 


Coin Pak is moking new Friends 
the country. 





Coin Pak costs no more — 


prices and discounts same as for 
conventional 


Hewitt-Robins Dedicates 
$1 Million Plant Addition 


Hewitt-Robins, Inc., Stamford, 
Conn., recently dedicated a $1 mil- 
lion addition to its Buffalo, N. Y., 
conveyor belt plant in ceremonies fea- 
turing open house for 2,000 employees 
and their families. 


Mayor Joseph Mruk of Buffalo and 


| Representative Edmund P. Radwin of 
| the New York 4lst district took part 


in the program. 
The new facilities will increase the 


| company’s conveyor belt oe aperey 


by 41 percent, company officials said. 
Equipment includes a press costing 
$220,000 which will make belts up 
to 72 in. wide compared with the pre- 
vious limit of 60 in. 

Thomas Robins, Jr., company presi 
dent, predicted that conveyor belts 


| are entering “‘a new era of tremen- 


dous growth” because of the rising 


| cost of labor and the need for more 


| materials handling equipment. 
In another ceremony recently in 
| Baltimore, Md., Hewitt-Robins ofh- 
| cials joined Governor Theodore Mc- 
Keldin of Maryland and Mayor 
Thomas A. D’Allesandro of Balti- 

| more to dedicate new ore unloading 
facilities at Canton Pier on the Pa- 
tapsco River. The conveyor system, 

| designed by Hewitt-Robins engineers, 
has two 48-in. wide belt conveyors 
more than 1,600 ft. long. 


4 1/4", 5/16", 
fe", 7/16", 1/2" 
5/8", 3/4" 








For Volume Sales 


Salesman Clancy Says: 


CONCO SPUR GEAR HOIST 
In capacities ranging from ¥4-ton through 25- 
ton. All modern features. Request bulletin 1540. 
For army type and low-headroom type trolley 
hoists request bulletin 1550. 








CONCO DIFFERENTIAL HOIST 


Light weight, low cost. Capacities '2-ton 
and 1-ton. Request bulletin 1520. 





wy CONCO I-BEAM TROLLEYS 


Plain or geared type, with Hyatt Roller Bearing wheels, 
in capacities of 1-ton through 10-ton. 

CONCO ENGINEERING WORKS 

Division of H. D. Conkey & Co., Division Street, Mendota, Illinois 


If I looked like Clark Gable; 
was hep to the jive; 

And knew enough golf 
to break 85; 

And wined every prospect 
and fed him enough— 

I still couldn’t sell 
without knowing my stuff. 


I LEARN MY PRODUCTS. 


Request bulletin 1510. 
CRANES MOESTS 
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Z C wy in your own territory... 


If you’re looking for a line of drills 
that is competitive in quality, in per- 
formance, in price—made by a com- 
pany that offers you the best deal in 
the industry—the PET line is it! 
PET Superduty drills have con- 
tinuous-use quality built in, from 
chuck to cord. They’re powerful, 
compact, dynamically balanced, 
built with ball and needle bearings. 
In short, they’ve got the features it 
takes to close sales. And, we back 


PORTABLE ELECTRIC TOOLS, 


320 West 83rd Street, Chicago 20, Illinois 


Portable Elect 


with your own sales figures 
PET Tools offer you bigger profit opportunities! 


up your selling with national adver- 
tising, plus a strong campaign in 
leading trade papers. 

Sales of portable electric tools 
mean higher profits—and the PET 
line will help you get your share. 
Get the facts on these fine tools... 
the promotional program we're un- 
derwriting... our top-flight dis- 
tributor proposition. Write today, 
for catalog and details, to Portable 
Electric Tools, Inc., Dept. ID-122. 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1952 





The features you get in PET Superduty 
Drills are features you can SELL! 
Reserve Power; for the extre-tough job 
Heavy-Duty ball and needle bearings 


Precision-Cut, Heat-Treated Gears; for 
smooth, quiet power flow 


Dynamically Balanced Armatures; for 
freedom from vibration 


Forced Ventilation; for cool running 


Aluminum Alloy Die Castings; for light 
weight, easy handling 


© Compact Design; makes hard-to-reach 
drilling jobs easier and faster 


© Meet U. S. Government and Military 
Specifications 


INC. 











i 
satisfaction 
...f0r 101 years! 


F. E. Myers Staff Holds Sales Conference 


Executives and salesmen of The F. E. Myers & Brother Co., Ashland, Ohio, take 
time off during a week of sales and product sessions at the company’s factory. 


Six new salesmen who had just com- 
pleted training were presented to the 
staff of The F. E. Myer & Brother 
Co. at the firm’s annual sales con- 
ference recently in Ashland, Ohio. 

Graduates of a three-month factory 
school conducted by C. B. Sattler, 
sales training manager, the newly 
assigned salesmen have already taken 
over their territories. Their assign- 
ments are: M. E. Derfler, special can- 
vasser in Arizona, California, western 
Idaho, New Mexico, Nevada, Oregon, 
F1 Paso, Texas, and Washington; R. 
H. Farnsworth, special canvasser in 
Arkansas, Louisiana, Oklahoma and 
Texas; M. D. Metzger, upper penin- 
sula of Michigan and Wisconsin; W. 
C. Rose, eastern New York; W. J. 
Wagner, West Virginia and north- 
eastern Maryland; and O. E. Whit- 
comb, power spray salesman, northern 
Illinois and Wisconsin. 

Two new members of the export 
staff were also introduced—Maurice 
Lachance, eastern Canada, and Jorge 
Wenzel, Central and South America. 

'wenty company officers, including 
C. Ginn, Jr., president, C. D. Leiter, 
vice president and domestic sales man- 
ager, and Everett Myers, assistant to 
the president, participated in the pro- 
gram. J. F. Simmons, assistant domes- 
tic sales manager, directed the pro- 
gram. Mr. Sattler, D. E. Brubaker, 
assistant domestic sales manager, and 
the company’s product managers con- 
ducted the training and reviewed mer- 
chandising plans. 

Plans for the expansion of the com- 
pany’s sales force include a new train- 
ing class scheduled to open early next 
month for at least 5 salesmen. The 
new men will be assigned teritories late 
in the Spring. 

District managers attending work: 
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C. B. Austin, A. E. Beible, E. L. 
Board, W. E. Booker, C. W. Graham, 
C. R. Jordan, G. J. Light, D. F. 
Mainz, R. S. Marks, R. D. Morr, C. M. 
Parquette, L. R. Raudebaugh, J. E. 
Tice, H. T. White. 

Territory salesmen included A. L. 
Angert, D. D. Armstrong, H. E. Bar- 
ron, E, W. Benson, Jr., C. P. Boals, 
P. H. Cross, R. W. Culbertson, W. L. 
Durza, J. E. Hudson, J. M. Kelley, 
L. R. Lorenz, J. P. Neilson, J. W. 
Rogers, C. R. Snyder, C. P. Triphaus, 
J. C. Williams, L. I. Wingert, G. F. 
Wirth, and C. A. Zender. 


Thor Seoreboard 
Reaches 100,000 


The Thor “Scoreboard,” a_bi- 
weekly, 4-page news bulletin published 
by the Independent Pneumatic Tool 
Co., Aurora, Ill., now has a circula- 
tion of 100,000 copies, its editors have 
announced. 

The illustrated, news-type publica- 
tion was started 15 years ago to keep 
employees of the firm, its distributors, 
and distributor personnel and friends 
of the company informed of develop- 
ments in the Independent Pneumatic 
organization. 


Square Supply Co. 
Opens New Quarters 


Square Supply Co., Knoxville, 
Tenn., has moved to new quarters on 
West Jackson Ave. from its old loca- 
tion on Market Square. 

Harry Goldberger, president; Mel- 
vin Goldberger, vice president, and 
Mrs. Harry Goldberger, secretary-treas- 
urer were hosts at the formal opening 
recently. 





Every screwdriver your men 
sell is worth its weight in orders 
for other merchandise. 

For example, each time you 
sell a screwdriver, wrench, tap, drill, bit or any kind 
of accessory material, you’re starting a chain re- 
action for the related product, fasteners. For every 
hand tool uses up countless fasteners in its long, 
sturdy lifetime. This means profitable repeat busi- 
ness in fasteners for years to come. 


Be on the watch for these related sales. To make 
sure you get them, stock the finest fasteners, RB&W’s. 


RB&W means customer satisfaction . . . bolts, 
screws, nuts and rivets of uniform accuracy, de- 
pendability and physical properties . . . products of 
quality control over every phase of production, from 
raw material to end product. 

When you sell RB&w, you're able to suggest the 
right fasteners for a particular job, thus building 
customer confidence and good will, and leading 
people to depend on your firm more and more for 
an ever-widening range of products. 

Cash in on the related sales chain reaction now 
with RB&W fasteners. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. 
Additional sales offices at: Philadelphia, Pittsburgh, Detroit, Chicago, Dallas, San 
Francisco. Sales agents at: Portland, Seattle. Distributors from coast to coast. 





107 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 
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MOTORIZED 
HEAD PULLEY 


@ THERE'S NOTHING LIKE IT ON THE MARKET 
It's completely different from conventional 
conveyor drives. It's simply a new applica- 
tion of the long-proven gear reduction 
drive. Everything . . . electric motor, reduc- 
tion gears and all moving parts... is con- 
tained inside the pulley shell. The shell 
rotates about the motor which is held 
stationary by a torque arm attached to the 
conveyor frame. I'ts the newest thing in 
maintenance-free conveyor operation. It's 
a sure-fire seller! 
@ EVERY CONVEYOR CUSTOMER IS A 
PROSPECT 
The market is unlimited! Every belt con- 
veyor or belt-bucket elevator owner will 
want several, because Motorized Head 
Pulleys save 70% to 90% of conveyor trouble 
and downtime! With every part inside the 
ulley shell, there are no sprockets, chains, 
/-belts or jack-shafts to service and lubri- 
cate... no exposed motors to maintain, 
@ THERE IS NO END TO THE REPEAT SALE 
POTENTIAL 
When they add up the savings gained by 
Motorized Head Pulley installations, ail 
maintenance-conscious owners will be 
repeat buyers. Think of your pulley re- 
placement sales in the mining, milling, 
crushing and heavy construction industries; 
in factories and foundries; in chemical, 
coal, food processing plants, etc. 
@ PROFITABLE SALES AREAS STILL OPEN 
A few choice territories are still open for 
live-wire distributors. Send the coupon 
today for complete details about this 
valuable franchise. 


MANUFACTURING COMPANY 
Cedar Rapids, lowa, U.S.A. 


1OWA MANUFACTURING COMPANY 
Ceder Rapids, lowe, U.S.A 


Please send details about your Motorized Head 
Pulley opportunity 


Name 
Title 
Firm 


Address 








INDUSTRIAL DISTRIBUTION © DECEMBER, 1952 


| du Mont Corp. Moves Into New Quarters 


Modern plant now housing the Greenfield, Mass., manufacturer doubles the com- 
pany’s capacity for production of its tool lines. 





Hardware Association 
Elects New Officers 


William A. Parker, of Beck & Gregg 
Hardware Co., Atlanta, Ga., was 
elected president of The National 
Wholesale Hardware Association at 
the recent annual convention of the 
association in Atlantic City. 

I'he new vice presidents are Charles 
L. Hildreth, of The Emery-Water- 
house Co., Portland, Me.; Charles L. 
Wheeler, of The Salt Lake City Hard- 
ware Co., Salt Lake City and Alex- 
ander Thomson, of Tanner & Co., 
Indianapolis. 

The following comprise the execu- 
tive committee: S. T. Exley, Jr., Harper 
& Reynolds Corp., Los Angeles; John 
H. Stauffer, Herr & Co., Lancaster, 
Pa.: Paul W. Anderson, Farwell, 
Ozmun, Kirk & Co., St. Paul; Ernest 
C. Kieswetter, W. A. L. Thompson 
Hdwe. Co., Topeka, Kan.; N. F. Van 
Hoogenhuyze, Wm. Van Hoogenhuyze 
Hdwe. Co., San Antonio; Herbert L. 
George, Marshall-Wells Co., Portland, 
Ore.; Sterling W. Tucker, Fones Bros. 
Hdwe. Co., Fitte Rock, Ark.; Spencer 
E. Cram; The W. Bingham Co., 
Cleveland; and Joe W. Pitts, Brown- 
Roberts Hdwe. & Supply Co., Alex- 


andria, La. 


Seither & Ellis 
Opens Rebuilt Offices 


Seither & Ellis, Inc., Newark, N. J., 
distributor, is putting the finishing 
touches to its rebuilt second floor 
which contains new offices and sales 
rooms 

This virtually completes the com- 
pany’s long range program of reno- 
vating its headquarters for added 
space, more efficiency and modernized 
appearance. 

The bookkeeping department and 


salesmen’s desks have been moved up- 
stairs to the new rooms, formerly de- 
voted to warehouse space. Over-all 
stock space has been actually enlarged, 
however, by the re-arrangement. The 
renovated floor also contains a private 
office for conferences, and a telephone 
switchboard. 

The city sales and display room 
downstairs was rebuilt some months 
ago, and downstairs offices were also 
renovated. 


Biddle Purchasing Co. 
Opeens West Coast Branch 


Biddle Purchasing Co., New York, 
has opened a new West Coast branch 
at 727 West 7th St., Los Angeles. 

Charles J. Tobin, who has been 
with the company for the past 17 
years, will be in charge. 





LONG AND SHORT of it at Roches- 
ter office of R. C. Neal Co. is provided 
by Constance Ferrante, 5 ft., and Don 
ald R. Walsh, 6 ft. 5 in 





WATCH FOR Your COPY OF THE 


The Annual Mid-December MARKETING 
AND PRODUCTS NUMBER for 1953 will 
carry a new editorial feature which will make 


it more valuable and more useful to you. 


The new editorial section wili list sales aid 
material available to you from manufacturers 
selling through industrial supply distributors. 
For your convenience, the listings will be 
arranged alphabetically by name of manufac- 
turer. A list of prepared sales aids will be pre- 
These 
will include catalogs, leaflets, booklets, bro- 


sented under each company’s name. 


chures, films, counter and window displays, 
bulletins and other material to help you sell. 
You will want to review this new, exclusive 
section carefully for available aids on the lines 
you carry. Keep it handy for ready reference 
throughout 1953. 


1953 MARKETING 


and PRODUCTS NUMBER 


The MARKETING AND PRODUCT 
NUMBER, of course, will continue to car 
the easy-to-use buyer’s guide with thre 
product reference sections— 


1. CLASSIFIED LIST of production a 
maintenance equipment, tools and su 


plies. 





. NAMES AND ADDRESSES of co 
panies manufacturing and selling th 
products through industrial suppl 
distributors. 


. TRADE NAMES used by these manu- 
facturers. 


Your copy of the 1953 MARKETING AND 
PRODUCTS NUMBER will be mailed to you 
around December 15th. Watch for it! Use it! 


a 
n d U Stri a | MARKETING AND PRODUCTS NUMBER 





Distributio nl 330 WEST 42nd ST. - NEW YORK 36, N.Y. 
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REASONS 
FOR HANDLING THE 


COMPLETE MAC-IT LINE! 


1. The complete Mac-it line 
of heat-treated, alloy steel 
screw products enables you 
to meet a wide variety of 
your customers’ needs, 

2. You get a definite dis- 
tributor sales policy. 

3. Specials in alloy steel are 
made to customers’ specifi- 
cations. 


4. Advertising and mer- 
chandising help to support 
your selling job. 

5. You handle an_ estab- 
lished quality line recog- 
nized for dependability for 
over 39 years. 


Mac-it screw products are 
sold through leading in- 
dustrial supply distribu- 
tors everywhere. Let the 
complete Mac-it line 
cover more thoroughly the 
needs of your customers, 
Write today for complete 
information. 


Mo e 1913 by 


STRONG; CARLISLE & HAMMOND COMPANY 


eveland 13, Ohio 


MA 1 PARTS MPANY 





Wendt-Sonis Doubles Plant Facilities 


New — system in tool department of Wendt-Sonis Co., Hannibal, Mo., serves 
1 


a plant ad 


A new plant addition that doubles 
the manufacturing area of the Wendt- 
Sonis Co., Hannibal, Mo., was opened 
for production recently. 

New equipment includes a con- 
veyor system, grinders, milling ma- 
chines, lathes and induction brazing 
machines. 

Henry Wendt, company president, 
and Alec Sonis, general manager, said 
the changeover was effected without 
interrupting production of the com 
pany’s line of cutting tools. 


Strong, Carlisle Names 
Coast Representative 


Strong, Carlisle & Hammond Co., 
Cleveland, has appointed William G. 
Ballantyne, of the W. G. Ballantyne 
Co., Portland, Ore., as Pacific Coast 
representative for its Mac-it Products 
Department 

Mr. Ballantyne will establish Mac-it 
distributors in Oregon, Washington 
and Idaho. 

Mac-it heat-treated alloy steel screws 
are manufactured by the Mac-it Parts 
Co., Lancaster, Pa., and marketed 
nationally by Strong, Carlisle & 
Hammond. A button head socket 
screw was recently added to the line 


Goodrich Names Manager 


Rollin D. Hager has been appointed 
general manager of industrial prod- 
ucts manufacturing for The B. F. 
Goodrich Co. He will be responsible 
for operations at the company s plants 
in Clarksville, Tenn., Cadillac, Mich., 
Marion, Ohio, and DuBois, Pa., and 
the industrial products and sundries 
divisions in Akron. 
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tion that doubles company’s manufacturing area. 





Babcock & Wilcox 
Has New Cleveland Office 


The Tubular Products Division of 
The Babcock & Wilcox Co., New 
York, has moved into larger offices on 
the 14th floor of the National City 
Bank Building, Cleveland. 

The office is headquarters for north- 
ern Ohio, Erie County, Pa., and west- 
ern New York. Ray E. Fleeson is in 
charge. 


H. K. Porter Appoints 
Midwest Representative 


H. K. Porter, Inc., Somerville, 
Mass. manufacturer of cutters and 
pruners, has named Arthur L. Holmes 
as sales representative covering I]linois, 
Indiana, Minnesota, Missouri and 
Wisconsin. 

For the present, Mr. Holmes can be 
reached through the company’s main 
plant in Somerville. 


Arthur L. Holmes 



































FEDERATED’S MACHINE-CAST SOLDER 
OUTSELLS ORDINARY BAR SOLDERS 


When you stock Federated Castomatic® Solder you carry a unique product that sells and 





re-sells . . . because there is nothing like it on the market. No other bar solder compares! 
Castomatic Solder is machine-cast . . . produced only by Federated Metals on patented 
electronically controlled machines. 
Castomatic Solder is a dross-free solder . . . harmful oxides are excluded from the 
product because air is kept from the molten metal in the pressurized casting system. 
Castomatic Solder is extra fine-grained . . . has no hard spots, voids or soft spots to 
slow down work, 


Castomatic Solder comes in all standard sizes and compositions. Stock it . . . sell it! 


odencadeet 
* oe én the 

Ne 
Sedeidal Wiles Dwiioon FS 
AMERICAN SMELTING AND REFINING COMPANY + 120 BROADWAY, NEW YORK 5, N.Y 
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To Help You In Selling 
VIKING ROTARY PUMPS 


Advertising Appears Monthly in These Publications 


The Viking Pump Company is supporting 
your sales plans by consistently using space 
in the following publications. Over three 
quarters of a million times each month 
pump users are urged to see their distribu 
tor about Viking Pumps. 


Business Week Milk Plant Monthly 

Butter, Cheese & Milk Mill & Factory 
Products Journal 

Butane-Propane News yer 

Chemical Engineering National Petroleum 

Chemical Processing News 

Diese! Power 

Food Engineering 

Fueloil & Oil Heat 

Industrial Distribution OU & Ges Jounal 

Industrial Equipment Pacific Factory 
News Plant Engineering 

Machinery Power 

Machine Design Product Engineering 

Marine Engincering Railway Engineering 

Milk Dealer and Maintenance 


National Cleaner and 


National Provisioner 
New Equipment Digest 


_ 


OIL Ato CAS 


JOURNAL 
Pump Company 


Cedar Falls, lowa 





LIGHT! STURDY! 
CONVENSEN) : i \ Fred Orthey 


Two Vice Presidents 
Named by Dumore 


‘ 
F 





The Dumore Co., Racine, Wis., has 
promoted Earl Owen from sales man 
ager to vice president in charge of 
sales. Fred Orthey has been named 
vice president in charge of manufac- 
turing. 

Mr. Owen joined the company in 
1936 as roving missionary salesman. 
In 1940 he was assigned to the New 
England-New York territory as sales 


New TRAILERS representative, and was transferred to 


. sales headquarters at Racine in 1942. 

L a n S i n g g { N T R U C K He became sales manager in 1943. 
; Mr. Orthey, who has been with the 

This new truck hos won immediate acceptance from : company since 1934, was works man- 
industry. Large 14 gauge bin body is 22” deep by Bs oN ager until his recent promotion. 
42” x 26”. Weight only 165 pounds. Two rigid and ; 
two swivel casters for easy maneuverability. Choice 3 : 
of roller bearing rubber, plastic or semi-steel wheels. ¢ . + e 
Special low price, custom painted in lots of 10 a Diamond Expansion Bolt 
i es - Moves New York Office 


Ask your distributor or write for details today. ) ; The New York City office and store- 


lAMSIMNG co. LANSING, room of the Diamond Expansion Bolt 
satan aie] 


MICHIGAN | Co., Inc., Garwood, N. J., is now 
located at 25 Warren St. 











440 
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Ths Sales Policy 


PROTECTS Este 


Your Share 


OF THE 


MILFORD 
MARKE™ 


all others in the territory are 
advised in advance 


To assure that all MILFORD Distributors receive a fair share of the profitable market for MILFORD 
Saw Blades, the number of distributors in any territory is limited to the needs of that territory and 
the trades solicited. All new distributors are selected with careful discrimination; present distribu- 
tors are advised in advance when a new distributor is to be added. New distributors are given a 
written statement of all terms and conditions granted, and copies are sent to our other distributors 
in that territory — because you have a right to know. 





By assuring the same fair treatment for all MILFORD Distributors; The Henry G. Thompson & Son 
Company Sales Policy helps to create a strong productive manufacturer-distributor relationship. 


MILFORD BLADES ARE SOLD EXCLUSIVELY THROUGH INDUSTRIAL DISTRIBUTORS 


THE HENRY G. THOMPSON & SON CO. 


SAW BLADE SPECIALISTS FOR OVER 7D YEARS 
NEW HAVEN 5, CONNECTICUT 





MILFORD PROFILE AND BAND SAW BLADES HAND AND POWER HACK SAW BLADES 
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GREATER PROFITS 
CLIPPER 


v Constant Consumer Demand 
W No Factory Sales to Users 


f 


. V Nationally Advertised 
) V Firm Resale Price Policy gg 
v Highest Uniform Quality & 


IS Sold ONLY 
) Through Authorized Distributors 


Model 610 is a low-priced 
sow with a capacity 
cutting 6” round and 6” 
x 10” flat. Also available 
with coolant equipment. 


j Model y~ ys extra 
Model 816 cuts 8” round , cutting jobs. Capacity: 
ond 8” =x 16" flat. Model aH x 20” flat and 12” plus on 
824 cuts 8” round and 8” rounds. Available with 
x 24” float. Both models coolant equipment for con- 
available with coolant tinvous production cutting. 
equipment. 


to help you SELL 
---and PROFIT! 


we're pushing the 


Iron Age 
advantage 8 
antages of Mill & Factory 


00 Modern Machine Shop 


Industrial Equipment News 


METAL CUTTING BAND SAWS 7 ><" cpne Oem 

to 333,784 readers Industrial Arts & Vocational Education 
of these national Contractors Electrical Equipment 
magazines... Metal Working 


Get the details on Kalamazoo... you'll be money ahead. 
MACHINE TOOL DIV. Kalamazoo TANK and SILO CO. 
1218 HARRISON STREET * * * KALAMAZOO, MICHIGAN 
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George A. Park 


Norton Names Park 
Distributor Sales Head 


George A. Park, eastern region sales 
manager for the Norton Co., Wor- 
cester, Mass., has been appointed man- 
ager of distributor sales. 

He will take charge of programs car- 
ried out by the operating sales group, 
including district managers and abra- 
sive engineers working with distribu- 
tors. KR. H. Cannon, merchandising 
engineer, who has been closely asso- 
ciated with the distributor sales pro- 
gram, will continue in his present 
duties, reporting to Mr. Park. 

To free Mr. Park for his new duties, 
eastern and central sales regions will 
be combined under Donald L. Price 
as sales manager, eastern region, Ralph 
M. Johnson, vice president in charge 
of sales for the Abrasive Division an- 
nounced. 

Mr. Price was formerly sales man- 
ager of the central region. 

The sales territory which generally 
includes the areas west of the Missis- 
sippi River remains under Fred L. 
Curtis, western region sales manager. 

Purpose of the changes, Mr. John- 
son said, is to increase Norton partici- 
pation “in the thousands of accounts 
which are handled by distributors.” 

He predicted more effective cooper- 
ative effort with distributors as a re- 
sult of the new appointment and the 
activities of the company’s Distribu- 
tors’ Advisory Council established in 
1951. 


Somers, Fitler & Todd 
Appoints New Salesman 


John R. Thomas has been ap- 
pointed a salesman in the Machine 
Tool Division of Somers, Fitler & 
Todd Co., Pittsburgh. 

He was formerly connected with 
Tranter Mfg. Co., where he spent 
21 years in the automotive sales and 
machine department. 








Se IN EVERY INDUSTRY, = 


For almost two years {0c has been sending a 
“Refresher Course’’ on bearings to over three 
thousand cs Distributor Salesmen. Prac- 
tical, down-to-earth literature freshens their 
knowledge of bearings and bearing problems — 
helps them give sound advice to their customers. 


To make a valid check of distributor opinion 
of =csF’s continuing educational service, these 


questionnaire cards went to Distributors’ saleg 
men. 


97.8°,, said, “Yes, continue your program!” 





These men do want practical, down-to-bra 
tacks selling help, and that’s what every 
tributor can depend on getting from csr. 


SKF INDUSTRIES, INC., PHILADELPHIA 32, P. 
— manufacturers of S%F and HESS-BRIGHT bearii 


CS has supplemented the “Re 
er” Educational Program with the 
of a series of full-color slide 
it's made available to Distributors, 
made so that these Distributors 
show the films to their customers. 





eal pa in 


~~ 


SACSIF is continuously providing Distrib- 
utors with promotion to help cose the 
sale .. . including fact-filled catalogs, 
booklets, wall charts, etc. 


SCF Puts The Right Bearing In The Right Place 


/ 
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AA AY 


INDUSTRIAL 


BRUSHES and BROOMS 


Tops in Quality 
and in Service 


@ Industrial men continue to buy CAPITAL 
Brushes and Brooms because they know from 
experience that they are the best buy for their 
money. The need for good maintenance equip- 
ment is greater today than it has ever been— 
the high production in all branches of industry 
is the reason. The CAPITAL line is complete 
for all needs and we always urge users to buy 
thru their local distributor. 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. Est. 1890 = INDIANAPOLIS, IND. 











GRIEVE-HENDRY 


$79° INDUSTRIAL OVENS ~ 





Here’s why you will profit by cataloging this line: 


© Successfully sold NOW through In- @ Wide application in all types of 
dustrial Supply Catalogs. industry. 

No lower cost source of Oven co- 

pacity. 

All units are fully (money-back) 

guaranteed. 


® Dealers not required to carry stock. 


@ Immediate shipments — if desired, 
we will drop-ship 


®@ Substantial discount Eleven standard models fill require- 


ts to 1000°F 
® Strong national advertising pro- a 


gram No measuring — no installation. 
@ These are production units soa Hoag ae Shey literature 
; Send us 
w I inquiries 
rite 
on 
wer |  GRIEVE-HENDRY €O., Inc. | c2=, 
for 1813 W. LAKE STREET * CHICAGO 12, ILLINOIS prompt 
details q 
pS sie) 
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E. E. Valy 


Heads Distributor Sales 
For Illinois Tool Works 


Illinois ‘Tool Works, Chicago, has 
appointed E. E. Valv as distributor 
sales manager for the company’s line 
of Illinite standard cutting tools. 

Mr. Valy has been associated with 
the company for 33 years. 

His office will be in the company’s 
main plant in Chicago. The Illinite 
line, including a complete selection 
of end mills, saws, milling cutters, 
hobs and shaper cutters will be mar 
keted nationally through industrial 
distributors, company officials have 
announced. 


Plant Maintenance Show 
Includes 7,000 Products 


More than 7,000 products will be 
shown at the Plant Maintenance Con- 
ference and Exposition, scheduled for 
January 19-22 in Cleveland. 

Among highlights of the conference 
will be 63 separate sessions on plant 
maintenance questions, including pan- 
els, sectional conferences and round- 
tables. Main emphasis will be on 
question-and-answer sessions. 

There will also be four plant tours 
and a banquet. 

The events are sponsored by The 
American Society of Mechanical En- 
gineers and the Society for the Ad- 
vancement of Management. 


American Stamping Co. 
Opens New Euclid Plant 


American Stamping Co., Battle 
Creek, Mich., recently marked its 30th 
anniversary by opening its new plant 
in Euclid, Ohio. 

Clarence W. Custer, company pres- 
ident, was host at an open house at 
the new 74,000 sq. ft. manufacturing 
site, which is capable of handling 


| 2,500 tons of steel per month. 





CINCINNATI is the most complete line = > 
of grinders available anywhere. There's 
no match for their 50-year record of 
satisfactory service. They're backed by 
a quality story, told month after month 
to your customers in top industrial 
magazines. This picture spells profits. 
Write today for Catalog 52-BE. 


6-INCH GRINDERS 

Here's ao practical answer to the 
grinding needs of small shops and 
tool rooms. Ball bearings in dust- 
proof housings, locked to the 
shaft to provide end thrust and 
eliminate wear. Dependable 44 
and % H.P. motors. Toggle switch 
in motor base. Complete with 
grinding wheels, guards and rests. 


7 and 8-INCH GRINDERS 


Your customers can count on these 

grinders for ample production capacity and increased efficiency. Dust- 
housings for ball bearings and enclosed switches insure trouble-free o 
tion. Furnished with grinding wheels, guards and rests. 4 and ¥% 
motors for 7” size; 34 H.P. for 8” models. 





8 and 10-INCH GRINDERS 


For heavy-duty grinding of all 

kinds, plus buffing and polishing, 

CINCINNATI has the answer in 

ruggedly built 8” and 10” models. 

Dust-proof ball bearing housings, — 

heavy nickel steel spindle, safety- EN 

type adjustable wheel guards. Or , General purpose grinding of 
for dependable duty on lighter all kinds calls for CINCINNATI 
jobs, there's an exceptional valve 12” and 14” models with 
in the 10” Economy model, com- *' . emphasis on utility. Wheel 


ete with wheels, safety- ‘ 
— and adjustable Son guards are fully enclosed safety-type with hinged end covers, spark 


breakers and exhaust connections—adjustable for wheel wear. Ball 
bearings are mounted in dust-proof housings; magnetic starter is 


ALL GRINDERS FURNISHED FOR standard equipment. Furnished with wheels, guards and grinding rests. 


BENCH OR PEDESTAL MOUNTING 


NCINNATI 8, oH 1 
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THIS “BLOW HARD” 
Makes a Quick Clean-up ADVERTISING 


Put a CLEMENTS-CADILLAC blow- - 2 z LIKE THIS 
er-suction cleaner into action and r- 

presto!—Dirt, Dust, and Grit von- ; - —~zi% 

ish from every crevice of ma- 5 y—J 
chinery and equipment. Then = 

you can do some bragging— 
about this fast, easy, eco- 
nomical way to clean. 


DESIGNED TO 
STIMULATE 
BUYING INTEREST 
, IN THIS NEEDED 
Eligible under Z A >A AND MUCH IN DEMAND 

C.M.P. regula- : 4 7 CLEANING TOOL 


=" 
eee 
ee 


6 





SPRUCING UP an exhibit for open 

APPEARS MONTHLY house at Barker-Chadsey Co., Provi 
IN LEADING dence, R. I., are Barney McCormick, 
INDUSTRIAL inside sales, and Steve Krakow, Millers 
MAGAZINES Falls Co 





, 
LSTOCK BINS 


ees ee, IF YOU Barker-Chadsey Co. 
Pabcaak 259 ¥ WANT A | Makes Staff Changes 


PORTABLE COMBINATION Profitable | Barker-Chadsey Co., Providence, 


BLOWER-SUCTION CLEANER SELLER | R. I., has a new sales manager and in- 
| dustrial supply manager and has ap- 
CLEMENTS MFG. CO. ff p WRITE US 


pointed a new outside salesman. 
6624 S. NARRAGANSETT AVE. CHICAGO 38, ILL FOR DETAILS Horace Brown, previously with 


Tracy & Co., Providence, has been 
named sales manager for all depart- 
ments. Until 1946, he was sales pro- 
motion manager for J. T. O'Connell 
Co., Barker-Chadsey affiliate in Provi- 
dence. 

Ivan Sweeney has been named to 
head the industrial supply department. 
He was previously assigned to inside 
sales in the hardware department. 

Armand Batastiny has been ap- 
pointed to the outside selling staff. He 
was formerly associated with chemi- 
cal and lubricating companies. 





| Holds industrial show 


Barker-Chadsey held an open-house 

recently to exhibit its major lines to 

| customers’ buyers, executives and fore- 
men. 

Customers and friends were invited 


STANDARDIZE ON STANDARD to “stump the experts” at the three- 
day event, which included actual oper- 
HALLOWELL SOLID STEEL COLLARS ation of machines complete with work- 
pieces. Guests were asked to present 
as : 

B It’s easy to sell these standardized products. Your customers actual problems, with the Barker- 
will appreciate the fast delivery you can give. They'll like Chadsey salesforce and manufacturers’ 
the precision machined, beautifully polished collar that you sell. And representatives on hand to answer 

they'll like the way the well-known UnsrRako Self-Locking Set questions. 


Screws—used in all HALLOWELL Collars—keep the collar positioned 
on the shaft 


42 stock sizes—for shafts from *%@'’ to 3’ inclusive—are available s 
for your shelves. Write for descriptive tele STANDARD PRESSED Named to Executive Group 
Sreet Co., Jenkintown 13, Pennsylvania. R. M. Hollingshead Corp., Cam- 
den, N. J., has appointed Donald O. 
| Severson, vice president and director 
| of sales and merchandising, as a 
| member of the corporation’s executive 





CEYTOCITT POWER TRANSMISSION DIVISION 
JENKINTOWN RE PENNSYLVANIA committee. 
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What more could be asked? 


.-- about steel pipe 


Easy cutting and threading 


National Pipe retains its strength even in the lightest 
part of the smallest thread because the steel is uniform 
and free from slag inclusions, laminations and blisters. 


__——~ Complete uniformity 


National Pipe is more than uniform in structure. 
uniform with regard to corrosion resistance, ductil 
strength; as well as diameter, wall thickness and su 

finish. 


_~_—_~_— —— — Smooth coiling and bending 


Over the years, we've learned that more and 
National Pipe is used for coiling and bending appl 
tions. National Pipe’s strength and ductility are 
result of specially selected materials, special proces 
and rigid tests and inspections. 


Spellerized 


Spellerizing is an exclusive National Tube develop: 
that assures a dense, homogeneous surface that 
the pipe added protection against corrosion and pitt 
Special roll-knobbed blooms work the metal to eli 
nate irregularities. 





Scale-free 


National Pipe is made by the National Scale-Free Proc- 
ess that removes the mill scale, inside and out. This 
gives you a smooth surface that minimizes corrosion 
and prevents clogged orifices and damaged valve seats. 


NATIONAL TUBE DIVISION, UNITED STATES STEEL COMPANY, PITTSBURGH, PA. 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, WEW YORK 


U-S°S NATIONAL Stee! PIPE 


ee Re Be Se ee = 6 6-4 
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LATEGRI 


TE FASTENERS FOR CONVEYOR SELTS 





Make strong dust-tight 


joints in belts of any width. 


Special design spreads tension 


across belt, allow natural 


smooth 
pke-up 


ARMSTRONG BRAY & CO. 


53 Northwest Highway 


CHICAGO 30.U.S.A 





and be certain of complete 
customer satisfaction 


F® over 30 years Globe has 
specialized in the production of 
high-quality alloy steel tubing. 
Specialized machinery . . . special- 
ized methods assure uniformity of 
concentricity, diameter, wall thick- 
ness. Precision checks at every 
stage of production guarantee tub- 
ing that meets the most exacting 
specifications, 

Offer your customers maximum 
strength and minimum weight. 
Stock and sell dependable Globe 
Alloy Steel Tubes. 


Chicago * St. Lovis * Detroit * New York 
Philadelphia * Cleveland * Houston 
Denver * Son Francisco * Glendale, Cal. 





GLOBE STEEL TUBES 


Milwaukee 46, Wisconsin 
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Typical 
Applications 


© Pressure Tubes 
© Superheater 
Tubes 


Still Tubes 
Evaporator 
Tubes 

Barre! Tubes 
Oil-Well Pump 
Barrels 
Mechanical 
Tubes 
Rollers for 
Transmission 
Chains 


Producers of 


@ Globe seamiess 
stainless steel 
tubes 
Gloweld 


stainless steel 
tubes 

Alley 

Carbon 
Seamless steel 
tubes 


Globeiron 
(high purity 
ingot iron) 
seamless tubes 
Globe welding 
fittings 


Lt + B 





Joe S. Koonce 


Boice-Crane Appoints 
Mid-South Representative 


Boice-Crane Co., Toledo has 
named Joe S. Koonce, of Memphis, 
I'enn., as its new representative for 
the mid-South. 

Mr. Koonce has had previous ex- 
perience selling the company’s line in 
Memphis for a Boice-Crane distrib 
utor 


Tool Engineers Society 
Increases Student Aid 


The American Society of Tool En 
gineers will increase its scholarship 
aid more than 3 times over for Amer 
ican and Canadian college studcnts 
studying tool engineering and allied 
subjects. 

The society is offering ten $700 
scholarships for 1953, nine in the 
U. S. and one in Canada. 

Purpose of the program is to fill in- 
dustry’s need for graduate tool en 
gineers, which, according to National 
A.S.T.E. president L. B. Bellamy, 
“has never been greater than today.” 





* 


TEAMWORK pays off at Lindquist 
Hardware Co., Bridgeport, Conn., be- 
tween Fred J. Knowles, of Nicholson 
File Co., and Lindquist salesman 
George-M. Jasmin. 





Incandescent and Fluorescent 
Lamps are ‘‘bread and butter’’ essen- 
tial items for you. They mean not only 
steady volume and profit but also a 
key supply leader for your men. Once 
they get the lamp business they get 
other supply business. 

Add CHAMPION Lamps to your 
line and give your men a new and real 
opportunity to get in and get lamp 
accounts they've never had a crack at 


before. Champion quality backs ’em 
up — wins steady repeat business. The 
Champion sales plan is simple, direct 
— no red tape nor extra handling ex- 
pense — everything to help your men 
go after and get more lamp business. 

For new volume and profit in 1953 
look into the Champion Lamp story. 
It’s yours for the asking. Simply get 
in touch with 


CHAMPION LAMP WORKS 
Lynn, 


A DIVISION OF CONSOLIDATED 


VU assachusetts 


ELECTRIC LAMP CO 
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CALDER ... the Rediwer Line 


for Bigger Profits... Easier Sales 


BUILT RIGHT Best materials throughout to 
steel cutters Right and Left hand Threaded Bushing 


for Automatic Tightening 


NEW POST at The Carborundum 

Co., assistant to the president, has been 

EASY TO HOLD— Extra assigned to Joseph S. Imirie, former 
ir F Under Secretary. 

Weight well distributed Air Force Deputy ssa tary. 


for smooth handling 


Also CALDER Fine Diamond Dressing Tool | Interstate Drop Forge 
Adds Sales Agents 
NAN SOLD ONLY THROUGH DISTRIBUTORS & 
Four new sales agents have been 
appointed by the Special Products Di 


CALDER MAN Tia Venger’ ai icmmaen vision of Interstate Drop Forge Co., 


Milwaukee. 
2049 North Prince Street ' Lancaster, Pennsylvania They are: Louis W. Apell Co., New 


York, covering metropolitan New 
York; Fred W. Smith, Buffalo, cov- 
ering upper New York State; William 


° - se ° | Abely, Needham Heights, Mass., for 
L a t l fn | the New England states; and Merrill 
€ n | | Wood, Cleveland, for Ohio, Indiana 


and Michigan. 


~ 


* 


Cleveland Distributor 
Host at Golf Outing 


Strong, Carlisle & Hammond Co., 
Cleveland, held its annual golf party 
for executives and sales staffs of its 
principal suppliers recently at the 
Spring Valley Country Club. 

Golf competition for prizes, special 
events for non-golfers, and dinner and 
entertainment were featured on the 
program. The party included 74 
guests and 67 representatives of the 
distributor firm. 


Durkee-Atwood Opens 
Cleveland Warehouse 


Durkee-Atwood Co., Minneapolis, 
has opened a new warehouse in Cleve- 
SOLD ONLY THROUGH 7 Uy 9 ~ 
INDUSTRIAL DISTRIBUTORS land at 1197 West 67th St. to serve 
distributors and users in the surround- 
| ing area. 

° . It will carry a complete stock of 
Rel tant Ind ustries standard fractional and multiple V- 
belts. Walter F. DeLonge, who has 
been associated with the company for 

the past 5 years, will be in charge. 
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For! Worli 


Opens the Door to Sales 


WITH ADVERTISING 
IN LEADING PUBLICATIONS 


Consistent advertising and promotion of the FORT! 
WORTH line in leading publications month after 
month opens the door to more sales for Fort Worth dis- 
tributors. Note the publications at left — just part of 
this year’s campaign to promote the Fort Worth Dis- 
tributor as THE source for modern power transmission 


and conveying machinery. 

You can be sure of top quality products as a Fort 
Worth distributor — and quality products are your as- 
surance of large quantity sales ... steady repeat orders, 
and generous profit margins. Write today for full infor- 


mation. 


..BY LETTING YOUR CUSTOMERS KNOW— 
Forl Worl 


¢ 
SPROCKETS AND ) 
Gi. “ SHEAVES USE SAME F Sty) 
l@ > ~=INTER-CHANGEABLE > 


~ 
)\ “QD” TYPE - “DH” TYPE 


USING USING 
TAPERED BOLTRIM 


SPLIT HUB HUB 


. ++ By Informing Them of the Advantages of Screw 
Conveyors and Vertical Screw Elevators 





S ORTIWORIH oF 


GENERAL OFFICES: 3600 McCART, FORT WORTH, TEXAS 


BRANCH WAREHOUSES AND SALES OFFICES 
KANSAS CITY, MO. CHICAGO, ILL. LOS ANGELES, CALIF. HOUSTON, TEXAS 
1733 Main St. 1523 S. Stote St. 3026 East Olympic Bivd. 5831 Armour Drive 
Victor 7832 WeEbster 9-5774 ANgelus 3-6128 WOodcrest 9681 


ST. LOUIS, MO. JERSEY CITY, N. J. MEMPHIS, TENN. ATLANTA, GA. 
1700 Chestnut St. 319 Barrow St 730 S. Third St. 451 Whitehall St., $.W. 
CEntrol 6447 HEnderson 5-7222 5-2691 MAin 7919 
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Bolts ... Nuts... 

Rivets . . . Screws-have 
provided their users with 
almost 100 years of the 
same dependable uniformity 
of quality and accuracy of finish 
that has made CLARK Products 
famous for their greater security 
and ease of application. 


For Greater Security... 
Fasten Fast with Clark Fasteners 


MILLDALE, CONN. 


Export Dept.: Suite 525 
25 Beaver St., N. ¥. 4, N 
WhHitehall 4-4392 


WHEN BOTH 


STEAM and MOTION 


sir) 


UNIVERSAL 
Flexible 
Steam 
Connections 


Write for Catalog U-101 
end data sheet showing 
proved method for in- 
stalling Universal Seam- 
less Flexible Metal Hose 
in vertical loops 


UNIVERSAL METAL HOSE CO. 


2163 SOUTH KEDZIE AVENUE 


? 
EERIE gg lh wont 


PLATEN 
Pers 


af 2 
F} 


ro 


oe 
¥ tur 
} 


_H6 


They're tough flexible and economical. 
Widely used for movable platen presses, 
tire molds, laundry pressing machines and 
similar equipment requiring flexing many 
times per hour. Available in lengths to 
your specifications and equipped with 
heat-proof male and union female con- 





wee 
POSITION 


- = = 








nectors as required 


7 


SSSSESSesetesess 
sss 


CHICAGO 23, ILLINOIS 
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VICE PRESIDENT in charge of man 
ufacturing recently appointed by Aro 
Equipment Corp., Bryan, Ohio, is A. N 
Abelson, former plant head. 





Bliss & Laughlin Names 
Lehr Vice President 


A. Lehr, former general manager of 
the St. Paul Foundry & Mfg. Co., St. 
Paul, Minn., has been appointed vic« 
president of Bliss & Laughlin, Inc., 
Harvey, Ill. 

Mr. Lehr was connected with the 
sales department of Bethlehem Steel 
Co. for 10 years. Later he was asso 
ciated with several companies, includ- 
ing the St. Paul manufacturing firm 


Somers, Fitler & Todd 
Names Safety Dept. Head 


Somers, Fitler & Todd Co., Pitts 
burgh, has appointed Bronson A. Cole 
as manager of the Safety Equipment 
Department. 

Deaioutie, he has held positions in 
both safety and personnel work. 


Syntron Opens Store 


The Syntron Cleveland Sales Co., 
representing the Syntron Co., Homer 
City, Pa., has opened a new store at 
2919 Carnegie Ave. to handle vibra 
tory materials handling equipment, 
sclenium rectifiers, shaft seals, paper 
joggers, heating elements and other 
products. 





EXPLODE TOUGH NUTS 


Somebody has patented a way to 
crack tough nuts that uses‘the prin- 
ciple of popping corn, Food Engineer 
ing, McGraw-Hill publication, reports 
The shell is exploded by applying high- 
frequency dielectric heat, which vapo- 
rizes the moisture ‘inside. 
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How to keep your sales on the line..\the “line of profit control” 


Kardex Visible Control charts and signals every salesman and 
every account that needs attention. It not only shows sales 
managers the relative quota standings of all salesmen, but also 
indicates what percentage of quota each salesman has sold 
to each of his accounts. As a result salesmen and accounts are 
easily kept under close, constant control which means increased 
sales. You don’t have to wade through quantities of irrelevant 
material. Your complete sales picture tells you at a glance just 
what action to take. 


KARDEX SALES CONTROL TELLS YOU EVERYTHING AT A GLANCE 
® Percentage of sales for the current year compared to estab- 
lished quotas or previous performance ... by branch, by sales- 
men and by accounts. All done and visibly charted by the 
ingenious “Chart That Thinks” and Graph-A-Matic color 


signals — no computation or checking of voluminous reports! 
© Color signals may flash date of last call, date of last sale or 
date when next call should be made. 

® Up-to-date customer credit standing. 


greg re [ov | oec |] UO 


}_ Geneve __ Geneve Cutlery Co Locr | mov | sc | 


Geneva 
a 


Glens Falls Finch 


© Lines selling well and those showing weakness. 
¢ A record of syles by month, by class and by quota, right on © 
the body of the akcount card. : 


You have all these salient facts at your finger tips ...no more i 
digging through massgs of irrelevant data. 

The Kardex method is simple and easy to use .. 
no special ability or training on the part of clerks. ‘ 

Kardex means all your Vital data is at your finger tips in one ~ 
complete visible record. It\gives you positive control in every 


. requires © 


phase of your sales progra 


Free Booklet: See how easily Kardex Visible Records fit into your 
business. Get booklet KD524 today It’s packed with facts, methods 
and ideas for sales managers. 

Just phone, or visit the nearest Remington Rand Business Equip- 
ment Center, or write Management Qontrols Reference Library, 
Room 1590, 315 Fourth Avenue, New 
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No question about it. It's your best source of 
supply for precision “milled-from-the-bar” 
screw machine products. 





CAP SCREWS COUPLING BOLTS 
SET SCREWS MILLED STUDS 


Wi, Nh wi Otte Canned ue | 


mm SOURCE 
OF 
SUPPLY 


Regulators FOR ALL YOUR LIQUID AND 
Temperature STEAM CONTROL SPECIALTIES 


Regulators 


Float Valves Here at Keckley you can get everything you need 
Relief Valves for controlling liquid and steam service—all trom one 


Strainers source. It's the simple, easy way to handle your require- 
ments—saves valuable time and trouble for you and 
Pop Safety Valves - 
c \ assures your customers of the best regulating equip- 
Level Controllers . ‘ 
ment available. Here's a profit making line that makes 
Moter Valves for easier, simpler satisfying of your customer's needs. ~- 
Float Boxes 
Don’t forget to send for your tree copy ot the Keckley 
Diaphragm V : ; 4 - 
— wives Catalog 51-C, a our ogi line. Write 
Water Gauges O. C. Keckley Co. 


Balanced Valves Madison St., Chicago 6, Illinois. 


CKLEY_= 
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Use the Right Tools 
To Machine Cast Iron 


To get the most out of machining 
cast iron works pieces, your Customers 
need the latest information on the 
right tools for the wide range of con- 
ditions found in this branch of metal- 
working. 

Some cast iron workpieces—notably 
those cast in permanent molds and 
completely annealed—are very readily 
machined. Others, including those 
made of white or chilled cast iron or 
hardened by heat treatment without 
being tempered, present some of the 
toughest surfaces found in the shop. 

What to use in each case has been 
the subject of extensive study re 
cently, the results of which have been 
published in SPDA Technical Aid for 
Small Business, No. 12. 

Gray cast iron is relatively soft and 
easy to machine, the bulletin points 
out. However, it’s quite brittle and 
owing to this quality, is clean cutting 
and easy on the tools. Still, these con- 
ditions don’t obtain in all cases, since 
it has been proved that the commonly 
rccepted fixed relationship between 
hardness and machineability does not 
always hold. 

For example, certain nickel chro- 
mium cast iron workpieces of in- 
crvased Brinell hardness can be worked 
at higher speeds that are usually rec- 
onimended from plain cast iron. Shops 
that take the trouble to determine the 
composition of their cast iron work 
pices know the difference. 

A true evaluation of machineability 
ii: Olves other factors such as cutting 
sonia possible with the equipment 
at hand, available speeds and feeds on 
some of the equipment, heat treat- 
ment already applied for the castings 
and uniformity of the castings. 


Machining Cast Iron 


Cast iron workpieces are often being 
machined with the tools considered 
satisfactory for other ferrous metals. 
But where closer studies have been 
made, better cutting tools and meth- 
ods have been found under various 
conditions. 

Turning. Cast iron is a weak mate- 
rial in most cases and the pressures on 
the tools are relatively low. To turn 
cast iron, most shopmen set the tool 
above center. The front clearance de- 
pends on the diameter of the work to 
be turned. Recommended front clear- 
ance for small diameters is less than 
for large workpieces and range between 
8 and 15 degrees. 

On rough turning it has been found 
that the nearer the lip angle is to 68 
degrees, the higher the cutting speed. 
This is because the chip pressure, 





FEDERATED 


Helps You Sell... 


Pi NAN LEE LIE TY PRES RO Dh 


Y.... customers know Federated Acid Core and Wire Solders . . . your 
customers demand these faster-working solders time and again because 
they know from national reputation and national advertising that 
Federated produces only the finest quality products. 

Federated helps you sell these profitable solders with a year ‘round, 
hard-hitting advertising program that reaches your prospects in fields 
of immediate interest to them. In addition, Federated distributes sales 
aids for your own use... such as advertising reprints, booklets, brochures, 
catalogs and other merchandising material. With Federated’s advertising 
and Federated’s reputation, you get repeat sales... volume sales! 

For display purposes, Acid Core Solder is packed in a bright blue and 
white package; Solid Wire in neat black and grey. Available in all com- 


mercial sizes and compositions. Listed by Underwriters’ Laboratories Inc. 


Fedo Métils Diniion Pz 


AMERICAN SMELTING AND REFINING COMPANY « 120 BROADWAY, NEW YORK 5, N.Y. 
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CR 
JAW-HEAD 


The best “soft” striking 
tool you can buy. Tough, 
resilient water buffalo 
faces deliver needed 
power, cushioned to pro- 
tect fine finishes and 
delicate parts. Faces 
quickly and easily re- 
placed. Safety-Flare 
handle gives comfort- 
able, non-slip grip. When 
you need a ‘solt” ham- 
mer, make sure it'saC/R 


Rawhide Jaw-Head. 


FACES 
REPLACED IN 
SECONDS 


Merely loosen- 
ing a nut 
releases jaws 
for replacing 
faces. Tighten- 
ing nut holds 
faces in vise- 
like grir 


. 
Available from 
leading industrial 
suppliers. Also 
C/R Rawhide 
mallets and 
Rawhide mavis. 


For further information write Dept. 22 


CHICAGO 


1301 Elstor 


Rawhide MFG. CO. 


’ 


when turning cast iron, comes close to 
the cutting edge, which should there 
fore be blunt enough to withstand the 
abrasive action and heat. ‘Turning 
tools with inserted cutters should be 
ground so that the right slope is 
iwchieved when in position in the 
holder. 

Cutting speeds. Depending on the 
depth of the cut, the rate of feed, and 
machineability of the metal, recom 
mended speeds range from 125 to 150 
ft. per minute. 

When tipped tools made of the 
various hard alloys of the cobalt, chro 
mium and tungsten types are used, 
cutting speeds from 350 ft. per minute 
and up can be employed on heavily 
built machines. Users of such tipped 
tools should know the quality of cast 
iron to be worked, since manufactur 
ers now have special tipping alloys 
for cast iron. 

Ihe average cutting speed for high 
speed steel tools used on turret lathes 
is between 35 and 50 ft. per minute 
surface speed on hard cast iron. On 
soft cast iron and malleable cast iron 
this speed varies between 50 and 80 
ft. per minute, if the workpieces are 
clean and free from sand and scale. If 
carbon steel cutters are used instead 
of high speed steel materials, the 
speed should be decreased by half. 


Drilling 
Speeds and feeds. Start at the mod- 


erate speeds and feeds recommended, 
and by careful practice determine what 
is best. Using twist drills made of 
carbon steel, start at a periphery speed 
of 35 to 50 ft. per minute, and with 
drills made of high speed steel begin 
with a speed of 70 to 100 ft. per 
minute. 

Cutting angles of drill points. ‘These 
are usually left at 45 degrees. Some 
shopmen prefer to grind the drills 
with the double angle points between 
80 and 100 degrees. The rake angk 
on the points can be left within the 
ordinary range since cast iron usually 
breaks up into small chips regardless 
of the amount of rake on the cutting 
edges. 

Conservation of drills. This is ef 
fected in many shops by a systematic 
program of resharpening after a cer 
tain number of workpieces have been 
drilled. If the drills dull prematurely, 
it is usually caused by (a) sand pockets 
or chilled spots, (b) drill point scrapes 
and rubs on the surface, (c) poor sup 
port of work or teol, (d) feeds too 
heavy or too light, (e) wrong cutting 
angle on drill point. 


Planing 


Many of the principles which gov 
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flexibl® er 


MACHINES 


your BEST BUY 
because they 
serve your customers 


J 


BETTER! 


Sitice ns 


43-SPEED JIFFY 


$j-38 


These two STOW Variable 
‘Speed Machines permit 
choice of operating speeds 
... @re specially designed to 
provide the highest efficiency 
wherever applied. Many other 
models available. 


Stow 
N.40 


STOW FLEXIBLE SHAFTS 


are the result of 


perience. Reliable, 
trouble-free performance. 


Write for Free Copy! 


Don’t delay—write to- 
day for your free copy 
of Catalog 5! 


cTOW MANUFACTURING C 
TO $ Shear $1., Binghamton, N 


STREAMLINER 


specialized 
knowledge and 76 years of ex- 
efficient — 
they're famous for long-wearing, 


Y 





U.S. CORRUGATED RIBBED MATTING 


UNITED 


Theres Money In Mattin 


U.S. Matting sells so well because there is no 
end to the list of its advantages. Selling “U.S.” 
means profit to you, profit to your customers. 


A NECESSITY FOR SAFETY AND SANITA- 
TION. Easy-to-clean surface, keeps dirt and 
moisture from being tracked through building. 
Comfortable, noiseless to walk on. 


FOR EVERY TYPE OF INDUSTRY. U.S. Mat- 
ting is available specifically designed for the 
job in hand. For example, matting for the meat 
packing industry is made of neoprene, to with- 
stand fats and greases. 


STATES 


U.S. GEOMETRIC ROLL MATTING 


made by U. 


U.S. STAIR TREADS 


. RUBBER 


FOR EVERY DECORATIVE SCHEME. These 
mats can be made in colors and patterns to 
harmonize with any surroundings. They can be 
made to liven an otherwise plain setting or to 
blend in with a colorful background. 


VALUABLE AS ADVERTISING. In custom- 
made U.S. Royalite® Perforated Corrugated 
Mats, lettering, emblems or trade marks can 
be faithfully reproduced in rich colors. Your 
identification will be seen for the entire life of 
the mat. For full information about U.S. Mat- 
ting, write to address below. 


MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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RUBBER COMPANY 
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em the shape of mins tools also 


apply in the grinding of planing tools. 

Does It Again! The amount of slope depends upon 

the hardness of the cast iron, but in 

MORE EXCLUSIVE FEATURES | all cases the direction of the slope 

should be away from the working part 
of the cutting edge. 

The clearance angle on all tools 
should be just enough to enable the 
cutting edge of the tool to work freely 
and without interference. ‘This angle 
is usually only a few degrees, since 

| planer tools are normally held square 
BRAMMER “V” Link Belting now has its size embossed right on the head of | with the platen. One finishing tool 
each Brammerivet—makes it simpler and faster to identify—prevents any error has a broad, straight cutting edge set 
when re-ordering. Only BRAMMER offers this exclusive feature. rallel to the surface of the work. 
: ake very shallow cuts with such a 

tool and use a coarse feed, that is, 

nearly as much as the length of the 

nes See ve | cutting edge. If the tool is apt to 
cor Ee eee te _ pene Senay work and take a aioe 
over Getily = canes j ing cut, a “spring” tool is preferable. 
gehen WHOM? FOGG. When carbide tools are used for 
And, it hes © smerter look: heavy jobs involving deep cuts and 

ing oppearonce. Another , | coarse feeds, the tips should be set so 
a as to provide the necessary side rake, 
See for yourself why BRAMMER is the best. | back rake and side cutting edge angle. 


Make sure the planer is in good con- 
SEND FOR YOUR FREE SAMPLE TODAY... THEN COMPARE iT! dition, the saddle snug all along the 





That's proof enough that BRAMMAR detachable “V” Link Belting offers more rail and the clapper box tight on the 
swivel pin. Avoid excessive overhang 
YarrTryrT: | and always sharpen the tipped tools 


Brammer Corporation . cond YORK 12. N.Y at the first indication of dullness. 


exclusive advantages and — AT NO EXTRA COST! 





Tapping 


Four-fluted taps are preferred except 
for the No. 0 to No. 3 tap sizes which 
have two flutes, and for No. 10 to 
No. 14 tap sizes having three flutes. 

Recommended speed for hard cast 

2, iron is from 70 to 100 ft. per minute 
AS , and for chilled cast iron 30 to 40 ft. 

the ; } La per minutes. 
on - ; On some tapping jobs, soap com- 
le e . om) Py? pounds or lard oil will give better re 
fema sults, although oil may cause the chips 


to stick in the tap flutes. Therefore, 
CATAWISSA UNIONS ARE A a thinner lubricant often is used in 


55° ANGLE ON THE FEMALE END TO ah order to make sure that the coolant 
A BALL ON THE MALE END... ASSURING reaches the cutting edges. When tap- 
A PERFECT SEAL EVEN ‘THOUGH THE PIPE IS NOT IN ALIGNMENT! ping long holes, addition of a small 


PERFECT SEAL | amount of kerosene will help. 


Milling 


catawissa A unions The important consideration here is 


to grind the cutting edges of the tools 


so that they will have the maximum 
are made by strength to resist surface imperfec- 
+ unio 
- 











a tions, inclusions in the cast iron and 
ra specia 4 ists a the variations in the chill layer of the 
rought castings. While all rake and 
hook angles correspond roughly to the 
see the complete line... write for Catalog 11 back and side rake angles of turning 
a type for every use... all temperatures, all pressures! tools, it is best to consult the latest 
data sheets of the tool suppliers. 
The rake angle is usually between 
CATAWISSA VALVE & FITTINGS co. 0 deg. and 15 deg. for soft cast iron 


and minus 5 deg. and plus 15 deg. for 
300 MILL ST. CATAWISSA, PENNA. hard cast iron. The hook is between 
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EVERY INDUSTRIAL BRUSH TYPE 
from this One Source 
TO SIMPLIFY YOUR SALES JOB 





The call for MILWAUKEE Industrial 
Brushes comes from coast to coast 


This one dependable source has everything to offer you in brush quality, in 
service, and in completeness of the line. 


You in turn are in position to give your customers their exact requirements 
for every application. Your sales job is truly simplified. 


When quantity purchases are made or you have a repeat order, your cus- 
tomers get brushes that are uniform. Where specials are required, lay the 
problem in our lap and we will have the answer for you. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


SEND FOR 
CATALOG NO. 36-R7— 
IT FEATURES 
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Quickly reversed 
from the end of 4 
NateMatelate| (= ame 


Lowell SERIES 20 
REVERSIBLE RATCHET WRENCHES 


e wre 


LOWELL WRENCH CO. 


ESTER 8, N 


ARBOR SPACER ASSORTMENT 


Our special assortment in- 
cludes 80 arbor spacers, 10 
each of 8 different gauges. 
Each gauge is in a separate 
envelope. 7 different sizes 
are available, each with or 
without keyway. 


SEND FOR CATALOG SHEET 


Packaged in moisture- 
resistant envelopes for 
ease in stocking and use. 





LAMINATED © 





© COMPANY, INC. O 


a 
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4112 UNION STREET * GLENBROOK, CONN. 


0 deg. and 10 deg. on soft cast iron 
and minus 5 deg. and plus 15 deg. for 
hard cast iron. 

The clearance back of the cutting 
edges should be just enough to avoid 
rubbing, and is usually between 3 deg 
and 8 deg. 


Repairing Cast Iron Workpieces 


Recent improvements in repairing 
techniques and still better equipment 
enable any up-to-date shop to make 
great savings in the salvaging of worn- 
out or broken parts which hitherto 
were a dead loss. Such parts should 
not be discarded unless you are cer- 
tain that none of the latest develop- 
ments in known salvaging techniques 
can be applied. The choice of these 
processes depends very much on the 
character of the damage as well as the 
nature of service demanded of the 
workpiece. Briefly, some of the stand- 
ard reclamation processes are: 

Reconditioning by fusion welding. 
Cracked castings or blow holes may 
be reconditioned by improved bronze 
welding techniques. Because of ease 
and economy the largest number of 
such weldings are done by the bronze 
welding methods. The best flux coated 
rods are fully machinable and have a 
coefficient of expansion equal to that 
of cast iron. These are excellent rods 
to build up broken gear teeth, worn 
engine parts; they have a low coefh 
cient of friction and excellent corro- 
sion resistance. When gray iron cast 
ings are bronze welded, comparatively 
little preheating is necessary. When 
the temperature of the base metal is 
increased to 1500 degrees F. the cop- 
per alloy will “tin” the cast iron, and 
make a bond at least as strong as the 
cast iron. 

There are times when cast iron 
welding rods are used in place of the 
bronze rods. This is to avoid differ- 
ences in color on the finished surface, 
or where the cast iron workpieces will 
be subject to high temperatures in the 
service. To aid in proper choice of the 
welding rod and to appreciate the in- 
creased heat which must be applied on 
the workpiece, it is important to be 
fully advised by the foundry on the 
composition of the cast iron. 

The are welding technique is used 
when the work is to be done at a steep 
angle on the spot and the weld cannot 
remain fluid for any appreciable length 
of time. Improved nickel base elec- 
trodes are usually used. Special elec- 
trodes have appeared recently which 
are copper sheathed and heavily flux 
coated. They are used successfully 
especially in building-up purposes on 
mismachined or wornout cast iron 
workpieces. 

Where machineability is of primary 





ARSE Eating 





SEPALS PRN LOA IS ARE, 


HAVE YOU AN INDUSTRIAL TEMPERATURE TO TAKE? 


Whenever an industrial temperature has to be For typical applications of commercial and 


SA a ERED 


ee eee 


taken there is a USG thermometer for the job. approved Navy Standards, covering dimensional 
You have your choice of the Industrial Type information and the use of bushings, flanges, 
in all sizes, and mounting forms with standard sockets and special tubing, send for Catalogs 


or protected stems; or the Dial Type in 100 and 200. 





a variety of sizes, case styles, mountings, 


PP te eee 


g Special thermometers for dough testing, milk test- 
ranges, and connections. Gas, mercury or ing, fuel gos, candy, solder baths, varnish, can- 


ning, vulcanizing and other unusual processes. 
vapor-actuated. 











United States Gauge 

Division of American Machine and Metals, jinc. 
Sellersville, Pa. 

Gentlemen: We are interested in USG [7] Industrial 
Thermometers; [_] Dial Thermometers. [_] Please send us 
your catalog. Have your man call. No obligation, 
of course. 


Nome. Title. 








Company 
Address 








City. 
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SHELDON - 


CHICAGO 


U.S.A. 


Precision Machine Tools 


New products... 
new machine tools 
..-new attachments 


and accessories build profits 


A SHELDON Horizontal Milling Machine 
és not only the logical first Milling Ma- 
chine for small shops, ond o veluable 
adjunct to most tool rooms ond die 
shops, but will cut the costs of produc- 
tion milling of small parts. 


The SHELDON 12” Bock-Geored Shaper 
hes the accuracy, operational features 
end sturdiness of much more costly 
machine tools and a speed range from 
12 to 180 strokes per minute. 


SHELDON 


During the next few months many 
of the plants you serve will enter de- 
fense work. Many will require addi- 
tional machine tools as well as acces- 
sories and attachments to convert old 
machine tools for new use. 

You can serve these customers 
well, to your personal profit, by calling 
to their attention the productive ca- 
pacity, extreme accuracy, speed, easy 
operation, and moderate prices of the 
SHELDON Precision Machine Tools. 

These better 10”, 11” and 12’ 
SHELDON Precision Lathes, that 
often pay out in a single job, are un- 
surpassed for producing turned parts 
and for second operation work. 

See that each salesman in your 
organization has his SHELDON Cata- 
log and shows it wherever possible. 


MACHINE CO,., INC. 


4232 North Knox Ave., Chicago 41, Illinois 
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importance, electrodes of improved 
high-nickel alloy materials are avail- 
able. They produce a readily machin- 
able deposit that does not harden at 
the fusion line. The deposit is also 
advantageous where appearance is im- 
portant, since the color matches that 
of the cast iron. 

In all cases, preheating the casting 
to a dull red heat accelerates the weld- 
ing, relieves stress, reduces the tend- 
ency toward unmachinable spots and 
cracks, and helps to retain the char- 
acteristic gray iron structure. 

Reconditioning by non-fusion weld- 
ing. Special copper brazing alloys, 
silver brazing alloys or brass are used 
when repairing should be done under 
1800 degrees F. This reduced tem- 
perature causes less distortion, and 
excellent repair jobs can be done with 
the improved brazing materials now 
obtainable and the common torch. 

itioni brazing. This is 
used particularly on cast iron work- 
pieces having too much porosity. The 
difficulty in brazing cast iron is due 
to the presence of graphite. How- 
ever, recent developments in surface 
treating methods have removed this 
objection, and cast iron so treated can 
be brazed successfully. 

By special filling processes. Used in 
intricate and expensive castings. Some 
of the very latest developments make 
it possible to fill even undersurface 
pores, thus eliminating many invisible 
defects which would not pass defense 
inspection. 


Heat Treating— 


| Wornout Flat Surfaces 


This is done by one of the follow- 
ing processes: 

Hard facing. Wearing surfaces are 
built up and protected by welding on 
a layer of wear-resistant cobalt alloy 
material which retains its remarkable 
hardness and enables the workpieces 
to outlive many times the original sur- 
faces. Since these alloys have the 
happy combination of a low coeffi- 
cient of friction and the ability to 
take on an extremely high polish, the 
resulting surface is very desirable 
whenever the problem of lubrication 
is important. Also, the high capacity 
of this metal to resist friction makes 
it an inevitable choice on wear strips 
subject to increased abasion. Surfaces 
so improved must be finished by 
grinding. 

Gay cast iron can be readily hard- 
faced, but the method of application 
differs somewhat from that for steel 
because of the lower melting point 
of the cast iron and its surface con- 
ditions. Above all, local overheating 
must be avoided. 

Small parts made of white or chilled 





Keystone 
heat-resistant 
lubricant is applied 
to 14 ball bearings 
in the carrier 


rolls 


HOT STEEL MOVES UPWARD ON THE BAR MILL CHUTE 


KEYSTONE GREASE SAVES OVER $1000 worth of ball 
bearings per year—on this piece of equipment alone 


Hot steel bar is held tempo- 
rarily on the lower part of the 
chute before going through the 
last die and rolls. During this 
operation, heat is transmitted 
through the rolls to the bear- 
ings. the 
bearings were lubricated fre- 
quently, but lasted only about 
three weeks. The company’s 


Before Keystone, 


average weekly replacement was 
3 to 4 bearings at $7.00 each. 
In October 1951, the company 


Looking for savings? 


Your Industrial Distributor isYour 
man. ’Phone him today for,time- and 
trouble-saving recommendations. 


started packing the bearings with 
Keystone No. 81 Lt. Since that 
date they have not lost a single 
bearing through faulty 
lubrication. 


Keystone No. 81 is a silicone 
grease which undergoes practi- 
cally no change in consistency 
up to 550 F. It is one of many 
Keystone heat-resistant lubri- 
cants, including several petro- 
leum base products. Whatever 
lubrication problem may exist— 





whether involving temperature, 
pressure, speed or vacuum— 
Keystone has a lubricant quali- 
fied for the job. 


Case studies such as this are 
typical of the ability of Keystone 
Lubricants to save money .. . 
which is the big reason why 
Keystone products stay sold— 
and mean more income for you. 
KEYSTONE LUBRICATING 
Company, 21st and Lippincott 
Sts., Phila. 32, Pa., Est. 1884. 


TRADE MARKS REG. U.S. PAT. OFF 


SPECIALIZED 
LUBRICANTS 
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SELLS 
WHERE 
OTHERS 
WON'T! 














Versatile “Tugit’ gives your customers 
a portable lifting and pulling tool 
radically different from the ordinary 
ratchet lever hoist. 


*Tugit’ has spur gear hoist efficiency, 
anti-friction bearings and a powerful, 
automatic load brake. It does more 
with less effort — a pull of only 40 Ibs. 
on the lever moves a ton. Control is so 
perfect, a one-ton load can be moved 
34," at a time. For tops in safety, a 
non-kicking handle is provided. No 
common hacksaw can cut the chain. 
The hooks won't fracture. 


*Tugit’ is small and light — a tool-box- 
size hoist. It works smoothly in tight 
spots where other hoists won't operate. 
One and two-ton sizes meet individual 
needs. Bulletin 388 is packed with 
facts that make selling easy. Put it 


to work for you. 


iis ‘TUGIT’ 


MANNING, MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 


Shaw-Box"’ Cranes, ‘Budgit’ and 
Load Lifter’ Hoists and other lifting special 
ties. Makers of ‘Ashcroft’ Gauges, ‘Hancock 
Valves. ‘Consolidated’ Safety and Relief Valves, 
‘American’ Industrial Instruments 


Builders of 
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cast iron can also be hard-faced. For 
larger parts, however, additional heat 


treatment is sometimes necessary, be- | 
cause of the special design of the part | 


and location of the chills. 

To prevent wear. Instead of recon- 
ditioning work surfaces, plant main- 
tenance technicians in many shops 
prevent wear on cast iron surfaces 
increasing the hardness of the surfaces 
which are to be under unusually heavy 
pressures before the surface is used. 
One of the known processes is flame 
hardening. 

Great progress has been made in 
this technique for producing maxi- 
mum hardness on machine-finished 
sliding surfaces subject to intense 
wear. With improved types of torches 
and burning tips such surfaces are 
heated to the recommended high tem- 
perature and suddenly chilled by air 
stream or water. Even a small number 
of workpieces can be hard-surfaced 
economically this way. 

Nitriding is another process. It in- 
volves subjecting the castings to tem- 
peratures from 950 to 1100 degrees F. 
during contact with anhydrous am- 
monia gas, for a period of 20 to 90 
hours. Iron of special composition 
must be used for this. 

Excellent technical data are now 
available on the hardenability of vari- 
ous cast irons by this process. 

Metallizing. Foundries use metaliz- 
ing to fill in worn spots. Defects in 
castings can also be filled this way 
without warpage or cracking, which 
otherwise might occur where preheat- 
ing the workpiece is necessary. Finish- 
ing can be done in such cases by 
grinding, chipping, or planing. 

Technical Aid No. 8, published by 
the Small Defense Plants Administra- 
tion, deals extensively with metalizing 
treatments. 

A bibliography of Government ref- 
erence material (No. TA-12-B) is avail- 
able from SDPA’s Washington head- 
quarters at 1337 E. St., N. W. 


New Expansion Goals 
For Machine Tools, Cans 


Ihe expansion goal for machine 
tools was increased by $6 million 
recently. This brings the total invest- 
ment in added men tee capacity to 
$131 million which must be com- 
pleted by January 1, 1954. 

DPA also established the goal for 
metal cans manufacture at an annual 
tate of 4,700,000 tons by January 1, 
1956, for an increase of 800,000 tons 
over the 1950 rate. 

Another goal calls for $31 million 
in capital investment to convert pres- 
ent manufacturing facilities to the 
manufacture of metal cans using less 
tin, as a conservation measure. 
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THE OUTSTANDING 


QUALITY 


of Chicago Saws has a 
definite value for the dis- 
tributor and for the user. 


Their reputation for ability, 
long life, and economy has 
been well earned through 
the past 30 years. 


CHICAGO SAW WORKS, INC. 


5042 S. WENTWORTH AVE. 
CHICAGO 9, ILLINOIS 














Die cast zinc alloy; free of tool marks 
and cut-off burrs. Gries fastenings can 
be used without protective finishes in 
most applications for greater economy. 
All commercial finishes available. Prompt 
delivery on standard sizes—specials to 
order. 


WRITE TODAY FOR SAMPLES 
AND PRICES AND COMPARE 


GRIES REPRODUCER CORP. 


110 Willow Ave., New York 54 » Phone:MO 5-7400 


ae? 





SELL more 


on every call 


with the Big, 
Diversified 


You'll write up bigger sales when 

you push the complete Brown & 
Sharpe line. This line is so diversi- 

fied that it provides a natural basis 

for “multiple sales” on every call you 
make. From one compact catalog you 
can offer your customers screw machine 
tools, permanent magnet chucks, 
Johansson gage blocks, electronic 
measuring equipment, and a wide range 
of pumps — as well as a complete line 








of machinists’ tools, cutters, and 
other useful shop equipment. 


Add to this the solid sales support of 
continuous national advertising in 
35 leading business and industrial publi- 
cations — advertising that promotes you 
as the source of supply — and you get 
the reason why it pays to handle and 
push the complete Brown & Sharpe 
line. Brown & Sharpe Mfg. Co., 
Providence 1, R. I., U.S.A. 
WE URGE BUYING THROUGH THE DISTRIBUTOR 


Brown & Sharpe \" 
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sell cleanliness 
with Victor 475 
food conveyor 

belting 








—— 


Food handling industries insist on 
cleanliness. Supplying them with a 
belting that can convey any food prod- 
uct safely is a tough job—uuless you 
sell VICTOR 475. 

This tough, sanitary food conveyor 
belting cannot impart contamination. 
It is thoroughly impregnated with 
waterproof Neoprene. Food odors and 
tastes are cleaned away completely 
with steam or hot water. Belting is 
highly resistant to wear, moisture, and 
most food acids and oils. And VIC- 
TOR 475 takes the toughest treatment 
—thanks to its solid, compact weave. 

You'll build sales volume when 
you recommend VICTOR 475 because 
it brings a high percentage of re- 
orders. Learn more about it—write 
today for Bulletin No. 18. 


® 6631 


letor 
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Industry Prospects; 
Find Your Customers 


Steel supplies are improving, but | 
not all the big steel users can go ahead | 
with plans for next year until they | 
have a clearer picture of the situation. 
Here are the prospects for some in- 
dustries that may be your customers: 


OIL BURNERS—There’s no short- | 
age of domestic oil burners, but the | 
backlog of orders for the heavier type 
of burners used in apartment houses, | 
schools, factories and other large build- 
ings has grown since the steel strike. 
Building construction next year is ex- 
pected to be close to the 1952 level— 
$32 billions. Less houses may be built, 
but public construction and utilities | 
expansion programs are apt to make 
up the difference. 


LAUNDRY MACHINERY—Mil- 
itary requirements for laundry and dry 
cleaning equipment will decline next 
year, because there will be fewer new 
installations. However, the military 

| may need just as many units as ever 
from the replacement market. The | 
industry’s materials supply is adequate. 
There has been some delay, however, 

| in deliveries of nickel- bearing stainless 
steel. Industry spokesmen estimate | 
that in case of emergency, almost two- | 

| thirds of their capacity could be de- | 
voted to defense production. Most | 
plants are equipped with machine tools 
that could be used to turn out mili- | 
tary items. 


PASSENGER CARS—Auto mak 
| ers have advanced steel allotments for | 
| the first quarter of 1953 to build only 
630,000 cars, though they are author- 
| ized to turn out 1,250,000 if materials | 
are available. NPA officials have | 
| promised the industry its fair share of 
| the 1,480,000 extra tons of steel which | 
| will be available for distribution in the 
next quarter, but haven’t said how 
much it will get. The auto builders | 
say they may be faced with serious 
shutdowns in mid-February unless the | 
steel is allocated quickly. Retail sales | 
of cars have climbed from 158,000 per 
month in mid-August to 254,000 re- 
| cently, though this fails to equal last | 
Fall’s rate of 350,000 to 375,000 | 
vehicles. 


auto PARTS—Replacement parts 
manufacturers have had their steel for 
next quarter cut to 60 percent of the 
third quarter 1952 supply. They say 
this is inadequate to meet demand, 
especially since production of new cars 
is being curtailed and more parts will 
be needed to keep the old models run 
ning. Gears, oe drive shafts and | 
leaf springs are said to be in tight | 
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Want a glacier 
MOVED? 


Only the gargentuan Paul Bun- 
ran" coud gt Fg Aq 
ike moving o ier. mem- 
ber oF A, .. vee Y- 
i Sound w 
veda Le which they t 
wee from Alaska. 
Wouldn't you like some of 
his great power at times? 


The “MORE POWER PULLER” 


is no myth nor does it move glaciers. 
However, it offers unlimited possibilities 
in providing a ready-to-use, powerful unit 
for ing so — of your customers’ 
power puller problem 
This light-weight, flexible, sturdy puller 
is operated by one man and requires no 
electrical or fuel connections. A most 
convenient unit for moving and loadi 
machinery, opening cer doors an 
— other uses around plant or ware- 


It comes equipped with 20, 
30, or 40 feet of cable. 


List Price $27.75 to $33.80 F.0.B. Factory 
Distributor and Dealer Openings 


The WYETH-SCOTT C0. 


NEWARK, OHIO 








1952 


STAINLESS STEEL 
FASTENINGS 

QAOF ALL TYPES | 

Rt OFF THE SHELE 


val 
2 


* Nuts, Washers, Etc. 
Class 3 AN Drilled Fillister Heads 
Fast service on special screw 
machine products. 
WIRE OR PHO 
YOUR REQUIREMEN NTS on 
New Catalog just off the 
press—write today 
STAINLESS SCREW CO. 


‘Se ia =~ | = 
AR mory 4-1240 


230 Union Avenue + Paterson 2, N. J. 











supply, and threatening to become 
more scarce. The sale of parts boomed 
this Fall, dealers report. 


rRUCKS—Manufacturers said re 
cently they are going ahead with plans 
for normal production rates in the first 
quarter of 1953, depending on the 
strong hope that they'll get more steel. 
On the other hand, production sched- 
ules will be cut back heavily by mid- 
February if the steel fails to material- 
lize. There is only enough now to pro- 
duce 148,500 vehicles, less than half 
the authorized level. The Defense 
l'ransport Administration spokesmen 
wants a high level of production next 
year. This year’s output of 347,000 
trucks per quarter was needed to main- 
tain the nation’s transportation system 
in good condition. 


RAILROADS—Contract car build- 
ers are operating at 50 to 80 percent 
of capacity, due chiefly to shortage of 
structurals, wide plates, heavy castings 
and center sills, according to industry 
spokesmen. Production of some 300,- 
000 freight cars was lost as a result 
of the steel strike. New orders mean- 
time have fallen off, from a 1952 high 
of 6,120 cars in February to 3,628 in 
September. Builders say the railroads 
are not ordering because old orders, 
some two years old, are undelivered. 
Railroad officials said their shops are 
concentrating on repair of old cars, 
rather than the building of new rolling 
stock. 


HEAVY WALL PIPE—Power and 
petroleum expansion programs are 
being delayed by slowness in the de- 
livery of heavy wall pipe, % in. thick, 
8% in. diameter. The military and 
AEC are taking a large share of it. 
Possibilities of further standardization 
are being studied as one remedy. 


PLUMBING BRASS GOODS— 
Brass plumbing fixtures and fittings 
will be in ample supply for a high rate 
of residential construction, provided 
the copper picture doesn’t change. It 
could if shipments of foreign copper 
are delayed or more stockpiling is 
required. Nickel is coming into bal- 
ance, but there’s little chance of in- 
creasing allocations just now. 


ELECTRICAL CONDUITS — 
Supply outlook for electrical conduit 
and electrical metallic tubing is good. 
If the effect of the steel strike is over- 
come within the next few months, as 
seems likely now, the industry will be 
looking for orders by midyear, 1953. 
The order to encourage substitution 
of enameled conduit for zinc-coated 
has been cancelled. There’s plenty of 
zinc. 


ARE YOU WASTING DOLLARS 
TRYING T0 SAVE PENNIES 
ON CUT-OFF JOBS? 


A Wells Metal Cutting Band Saw 
pays for itself in savings... 
and you get greater accuracy, 
greater dependability 


IT’S easy to fool yourself when you figure the costs on your cut-off 
jobs—perhaps you say like so many, “It doesn’t amount to much, so 
why worry about how we do it.” You'd be surprised. Just look at 
what a Wells Saw gives you—Modest first cost with a model for 
every budget . Rupsed, heavy duty construction for minimum 
“cost per year of life” . . Fast, continuous band saw cutting . 
Accurate cutting to minimize subsequent machining . . . Sim ile 
Operation requires no special skill and will cut without attention 
once it is started. 

Check your present cut-off methods against these advantages and 
we think you'll see how you can slash your cut-off costs and start 
saving those dollars that are being wasted. Ask your Wells Distributor 
for further information or write direct. 


Standard Wells Saws ore ilabl tag the followi cities: No. 49A 
—3'2" x 6%"; No, 5-5" x 10”; No. 8—8" x 16"; No. 12—12”" x 16”. 
bar 


Wet cutting systems available for Nos. 5, 8 and 12. Automatic 
a 8 and 12. Special machi for cap te 


The Pioneers of Horizontal 
METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 ADAMS STREET THREE RIVERS, MICHIGAN 
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LIFTS SO MUCH -- 
EVERYONE WANTS IT! 


Factories, repair shops, scrap yards, 
warehouses, construction projects, and 
in countless places throughout indus- 
try are spot-lifting jobs which the 
portable ‘Bugdit’ Aluminum Chain 
Block will handle easier, quicker, better 
than any other. It offers you a big 


sales potential 


Capitalize on every feature that makes 
a ‘Budgit’ the toughest, safest, most 
efficient chain block money can buy. 
The ‘Budgit’ is light — one man easily 
carries, hangs up, and operates it! It's 
super-strong. Has splined fastenings, 
no keys, no pressed fits. An ordinary 
hacksaw can't cut the load chain. The 
load brake has fast, powerful holding 


action. 


Bulletin 398 explains each feature. Use 
it in your selling! Write, if you need 
more 


‘BUDGIT' 1-BEAM TROLLEYS . 


cost little, add much to 
the utility of any hoist, 


Recommend them for ® 
all hoists that should e 


travel the load as well 
as lift it. 


are adjustable to fit 


various I-Beam sizes. 


ne 


CHAIN BLOCKS 


MANNING, MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

8 jers of Shaw. Box Cranes 

Losd Lifter’ Hoists and other 

tie Mater f ‘Ashcroft 

faive Consol 


American 4 


Budgit’ and 
lifting special 
Gauge Han k 
dated’ Safety and Relief Valves 
ra t ent 
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CHEMICALS—Some 5. billion 
dollars will be invested to expand this 
industry during the four years ending 
in 1955. This is the largest expansion 
program going, with the exception of 
stecl. The peak of construction is 
expected during the first half of 1953. 
Expansion goals set so far on various 
chemical products will increase ca 
pacity of the materials affected by 70 


percent over January, 1951. Greatest | 


increases will be in the production of 
basic raw materials like B wen nitro 
gen and the two starting materials for 
synthetic rubber, styrene and buta 
diene. 


SULPHUR—Industry estimates set 
7 million long tons as next year’s sup 
ply, about 100,000 tons more than 
1952 production. Producers say their 
inventory is piling up, and that they 
will have to curtail production unless 
controls are removed. Inventory is ex 
pected to increase by 363,000 tons in 
1953. 


PHOSPHATIC FERTILIZER — 


Domestic demand is expected to in- | 


crease 74 percent a year, producers 


estimate, with heaviest volume of sales | 


in the Central Plains and West Coast 
areas. Demand for concentrated su- 
perphosphates is increasing at a very 
rapid rate, and can easily consume the 


150 percent increase in production the 


industry is planning (1 million addi 
tional tons). To meet the 1955 ex 
pansion goal of 3,600,000 tons annual 
capacity for the industry as a whole, 


41 new or enlarged facilities are being | 


built. 


TITANIUM—A_ new expansion 
goal has been set, calling for annual 
production of 22,000 short tons by 
1955. This is an increase of 22,000 
tons over the old goal, and more than 
40 times the total 1951 production of 
500 short tons. Titanium alloys have 
a higher strength-weight ratio at ordi- 
nary temperatures than cither alumi- 
num or stainless steel and is useful 
where strong but light sheets or forms 
are needed, as in aircraft and jet en- 
gines. The expansion being planned 
now is mainly for defense purposes. 
Success in numerous potential civilian 
applications will depend on how effec- 
tively the present problem of high 
production cost can be solved. 


BROADCAST EQUIPMENT — 
The FCC has granted 82 permits for 
new television stations since July. 
There are many more applications 
pending. Orders for ‘equipment may 


backlog, however, according to some | 


manufacturers, because producers will 
hesitate to increase production just 
now. Military orders are a problem. 
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SOLDERING — 
BRAZING~— 
MELTING 


Every customer a prospect! He'll sell 
himself on the amazing Torch-o-matic 
Air-Acetylene GAS GUN! Seconds afte 
he has it in his hands he sees many 
advantages. He pulls the trigger—it’s on. 
Releases the trigger—it's off. He knows 
that he can save time because it’s an 
instantaneous one-hand operation. He 
likes the safety feature of no flame while 
the gun’s not in use. And the pistol-grip 
makes it easy to aim... convenient to use. 

Three sizes of combustion tubes and 
nozzles take care of a full range of jobs. 
Extension tips for reaching around 
corners, into recesses. Fits your present 
equipment. Complete outfit available, 
or gun only. 








EXCELLENT TERRITORIES 
STILL OPEN! 


Take advantage now of the broad 
market. Write for complete price and 
product information today, 


VELOCITY POWER TOOL CO 





according to the producers, because of 
complexity of design which reduces 
production efficiency 


RADIO-TV RECEIVERS—Boom- 
ing production of home sets has not 
interfered with defense work, the 
manufacturers say. Shortages of tubes 
and components were being felt this 
Fall, and the industry may be plagued 


by the aluminum shortage any 
e 


part of 1953, though steel won't 
a problem 


Mills Must Cleanup 
Fourth Quarter Orders 


You can place your non-military 
allotments of steel for this quarter as 
ACM orders for shipment through 
February, 1953. They'll take prefer- 
ence over orders placed after January 1. 

NPA officials pointed out recently 
that Direction 16 (CMP Reg. 1) is 
designed to assist producers in solving 
carry-over problems resulting from the 
steel strike. All orders placed with 
mills in the fourth quarter of 1952, 
within the 15-day period preceding 
the beginning of lead time, must be 
accepted and scheduled for delivery in 
preference to first quarter, 1953, or- 
ders. 

The 15-day period preceding lead 
time in the case of orders calling for 
delivery in January, 1953, is Novem- 
ber 1 to November 15, and for orders 
calling for delivery in February, 
December 2 to December 16. The 
dates apply to all steel controlled 
items with a lead time of 45 davs. 

This may mean that mills will have 
to set back first quarter, 1953, orders 
to a later month. But the fourth 
quarter ACM orders from 1952 must 
take preference. 

Direction 16 does not require the 
cancellation of next vear’s first quar- 
ter orders, but merely their rearrange- 
ment in suppliers’ production sched: 
ules 


Limit Removed 
For Aircraft Steel 


You no longer have to limit your 
deliveries of aircraft quality alloy 
steel to 5,000 Ibs. per month for a 
single customer. 

The emergency measure setting this 
limitation (Dir.1, Sch.1, NPA Order 
M-6A) has been revoked. It was in- 
tended only as a stopgap to counter- 
act effects of the steel strike. 

NPA has granted a number of re- 
quests for exceptions to Direction 1 
in the past few months. This has 
resulted in the return of aircraft steel 
to the controls existing before the 
strike. 


This True Ball Joint Makes the Difference 


Dart Unions are leakproof because they're 

precision-machined to a true ball joint... 
then spherically ground for wide, true-bearing surfaces. 
If you want no leaks — you want Darts! 


QUICK FACTS 


e@ Extra wide bronze seats 
(Resist pitting and corrosion) 


@ Heavy shoulders 
(Take severe wrenching in stride) 


@ Nut and Body Practically Indestructible 
(They’re air-refined, high test malleable iron) 


Sell Darts for new and repeat business. 


DART UNION COMPANY 
Providence 5, Rhode Island 
The Fairbanks Co. — Distributors 
Boston NewYork Pittsburgh 
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FIRST CHOICE FOR INDUSTRIAL MAINTENANCE 


i. 
Stem fi, Lt toe cme 
TYte . pull together at 


top when tightened. 
Ears also form per- 


HEAVY fect nut tock. 
| WROUGHT 
BRASS 
| HOSE 
CLAMPS fi 3, 


close to hose and 
moking a uniform 
grip. 








Never Ruat- 
Make Hose Last Longer 


ASK YOUR INDUSTRIAL 
DISTRIBUTOR OR WRITE 


BATTLE CREEK, MICH. 


INDUSTRIAL BRASS FITTINGS 





ROYERSFORD 


fs |" 0) 9) 2 0 8 Od Oe 0 


MACHINE TOOLS 


The moderately — sturdy tools 


you see illustrated can be had from 
Royersford. Many of your custom- 
ers need service tools for mainte- 
nance and intermittent use and Roy- 
ersford will help you take care of 
their needs. Be Competitive! Bring 
your customers needed tools that are 
serviceable and moderately priced 
and you can depend, as other dis- 
tributors do, on Royersford Prod- 
ucts and tools to live up to your cus- 
tomers needs. 


21 In, V-Belt 
Power Or' 
iv drill capacity 





WE ALSO MANUFACTURE 


Power transmission items such as 
hangers, — blocks, couplings, 
collars, roller bearings, etc. 





M2A Power Hack 
Saw. Ory Cut 





ROYERSFORD Foundry & Machine Co,Mnc. 


Since 1882 GEW4L OA) VARS TE OTe TT | 
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| has been 
| S. Chapple, Jr., Assistant Adminis- 
| trator for Metals and Minerals. 


| Administrator’s 


A Reorganizes 


| NP 
| Metals Divisions 


Reorganization of two divisions of 
the National Production Authority, 
announced by Bennett 


Under the new set-up, the Tin, 


| Lead and Zinc Division is combined 


with the Miscellaneous Metals and 


| Minerals Division, with Erwin Vogel- 
| sang named as director of the new di- 
| vision. Harry Sharpe will remain as 


deputy director. 

The former director of the Miscel- 
laneous Minerals and Metals Division, 
William A. White, Sr., is returning to 
industry, taking up his position as 


| president of the Danbury News Times 


Co., Danbury, Conn. He will retain 
his connection with NPA as a consult- 
ant to the combined division. 

Mr. Voglesang was director of the 
Tin, Lead and Zinc Division of the 
War Production Board during World 
War II. Prior to that he was an inde- 


| pendent metals broker in New York. 


In 1947 he was named Deputy Di- 
rector of the Metals and Minerals Di- 
vision of the Department of Com- 
merce. 

Under reorganization the Salvage 
Division is abolished and its functions 
have been transferred to the Assistant 
staff. Edward W. 
Greb, former head of the Salvage Di- 
vision was named Program Executive 
for Salvage in the new division. 


Construction Controls 


Will Be Relaxed in May 


Your construction materials custom- 
ers can self-authorize larger amounts 
of controlled items after May 1. 
Also, the ban on recreational con- 
struction will be lifted then. 

The new rules (Dir. 8 to Rev. CMP 


| Reg. 6) provide for self-authorization 
| of the following additional quantities 
| of materials: for highways, 10 tons of 


additional structural steel per project; 


for 1-4 family houses, 1,500 Ibs. of 


| structural steel; for multi-unit walk-up 


residences, 2 tons of carbon steel (not 
to include more than 500 Ibs. of struc- 


| tural), 200 Ibs. of copper, and 275 Ibs. 
| of aluminum, for all of which no self- 
| authorization is permitted at present; 
| for multi-unit elevator type, 3 tons of 
| carbon steel (not more than 600 Ibs. 


of structural), 225 Ibs. of copper, and 


| 275 Ibs. of aluminum, also self-author- 


ized for the first time; for all other 
construction, per project per quarter, 
20 more tons of carbon and alloy steel, 
including structural (not to include 
more than 24 tons of alloy and no 








stainless), +,000 Ibs. additional copper, 
and 2,000 Ibs. more aluminum. 

The distinction between “indus- 
trial” and “all other” construction 
will be eliminated. 

For recreational construction, the 
following can be self-authorized per 
project, per quarter, starting May 1: 
5 tons carbon steel (not more than 
2 tons structural), 500 Ibs. copper 
and copper-base alloys, and 300 Ibs. 
aluminum. 

Also beginning May 1, the dollar 
limit on DO rating authority for 
purchase of non-controlled building 
equipment and production machinery 
will be raised. New limits will be: 
recreational construction, $15,000 on 
building equipment and $5,000 on 
production machinery; all other con- 
struction, $100,000 on building equip- 
ment and $200,000 on production 
machinery; for residential, no limit on 
building equipment. 

The prohibition on self-certification 
of wide-flange beams and sections for 
all categories of construction will be 
ended. 

Purchase orders for the new self- 
certification quantities may be placed 
at any time, provided they don’t call 
for delivery before May 1. 

Relaxation of construction controls 
had been planned for April 1, but 
was put off because of the steel strike. 


Howe To Organize 
Machine Tool Planning 


Ralph S. Howe, Director of the 
NPA Metalworking Equipment Divi- 
sion, has been named Special Assistant 
to the Defense Production Adminis- 
trator for machine tools and long-lead 
time equipment. 

He will work closely with the Office 
of Defense Mobilization Advisory 
Committee on Production Equip- 
ment, headed by Harold Vance, presi- 
dent of the Studebaker Corp. The 
group is charged with studying avail- 
ability of production equipment to 
meet defense requirements and main- 
tenance of standby machines. It will 
focus attention on problems of mod- 
ernizing or replacing obsolete machine 
tools. 

Mr. Howe will continue as Metal- 
working Equipment Division head, 
but many of his present duties in that 
capacity will be assumed by James W. 
Sibley, Jr., Deputy Director. 

Mr. Howe is executive vice presi- 
dent of the New Britain Machine Co., 
New Britain, Conn. Previously he 
was connected with the shipbuilding, 
aircraft and brass fittings industries 
and with industrial engineering firms. 
He is a director of the National Ma- 
chine Tool Builders Association. 





You get 2 big advantages 
by representing Bristol! 


1. YOU GET A PRODUCT ADVANTAGE Only Bristol makes botn 
regular hex type and the exclusive Multiple-Spline socket 
screws, to satisfy every socket screw demand. Both are quality- 
made from special alloy steel. 
2. YOU GET A PROTECTIVE ADVANTAGE Bristol treats the dis- 
tributor as a partner, a branch office . . . provides him with 
a printed distributor policy, binding us to direct business 
through him, restrict distribution in each territory to protect 
his profits, and back him up with sales promotion, advertis- 
ing, factory-trained salesmen. 

Bristol’s Socket Screws are inexpensive to stock, easy to 
handle and their profit yield per pound is exceptionally high. 
More reasons why it pays to be a Bristol distributor! 


Only Bristol distributors get both 
this Multiple- Spline (a Bristol exclusive), 
plus the regular Hex. It means extra sales, 


with a socket screw for every demand. 


4 RISTO [S SOCKET SCREWS 


THE BRISTOL COMPANY, Socket Screw Division, Waterbury 20, Conn 
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CARBIDE TIPPED 
WORK SUPPORT BLADES 


for Centerless Grinders 


Standard thrufeed and in- 
feed work support blades 
available from stock. Prices 
on special blades quoted on 
receipt of prints. Worn 
blades salvaged — retipped 
and reground. 


WRITE FOR CATALOG 


SPECIAL TOOLS 


Send prints for prompt quotes on special tools. 


WILLEY’S CARBIDE TOOL CO. 


»>w eV ; ae 
2 W. Verner Highwa 


Mi 


| New Division Heads 
| Named by NPA 


NPA has announced several execu- 
tive appointments, including three 
division heads. 

John E. Timberlake, general man- 
ager of sales for the Jones & Laughlin 
Steel Corp., Pittsburgh, has been 
named Director of the Iron & Steel 
Division. George E. Meyer, former 


} 
| 




















For Safety's Sake . . . SELL 


DAYTON SAFETY LADDERS 








Gizes 3 fest to 16 fest in 
Fubber safely shoes at ne extra cost 


(meas. 


Maintenance men everywhere rely on 
Dayton Safety Ladders for maximum 
safety and convenience. Daytons are 
constructed of tested airplane spruce 
and reinforced with rigid steel sup- 
ports to give great strength and light- 
ness of weight. 

Handrails of steel guard the large 
roomy platform for added safety. 
Half of platform can be raised to 
form an extra step, when needed. 
These famous ladders can be set up 
instantly, are easy to carry and fold 
compactly for storing. Automatic 
locking feature insures safety while 
ladder is in use. 


A FEW CHOICE TERRITORIES ARE STILL 
WRITE TODAY FOR COMPLETE INFORMA- 
TION ON OUR FAMOUS LINE OF LADDERS 
AND LADDER SHOES! 


DAYTON SAFETY LADDER CO. 


2339 GILBERT AVE. 


CINCINNATI, OHIO 


In Canada—Safety Supply Company—Toronto 








consulting engineer, has been ap- 
pointed Director of the Industrial Ex- 
pansion Division, and James C. Cren- 
shaw, of the American Waterworks 
Co., Philadelphia, is the new Director 
of the Water Resources Bureau. 

William L. Cressman, manager of 
Eastern sales for Armco Steel Co., has 
been named Deputy Director of the 
Iron & Steel Division. 

Mr. Timberlake succeeds M. B. 
McCafferty as Iron & Steel Division 
head. Mr. McCafferty has returned to 
Wheeling Steel Corp. 

Mr. Meyer has been Acting Director 
of the Industrial Expansion Division 
since May, when the former Director, 
William E. O’Brien, return to private 
industry. 

Mr. Crenshaw, also an Acting Di- 
rector, has headed the Water Re- 
sources Division since September 12, 
when the former Director, Gerald E. 
Arnold, left for his private post. 

Mr. Cressman, the new Iron & Steel 
deputy head, served as a member of 
the New York district sales staff of 
Armco Steel from 1930 to 1940, when 
| he was appointed district sales man- 
ager at Pittsburgh. He became man- 
ager of Fastern sales at Middletown in 
1948. 





| Chemicals Planning 
| Greatest Expansion 


Chemicals and allied products are 
engaged in the greatest expansion pro- 
= of any industry, judging from 

PA repérts on where tax amortiza- 
tion certificates have gone during the 
third quarter this year. 

Some 158 certificates of necessity 
were issued to the chemical industry 
between June 20 and September 5, 
opening the door for plant expansion 
and additions valued at $392,738,000. 
This was 20 percent of the total value 
of certificates issued in the quarter. 

Railroads and other transportation 
and storage received 15 percent, 
valued at $292,516,000, and public 
utilities, 14.7 percent, for $288,- 
611,000. Other major expansion pro- 
grams were: crude petroleum and 
natural gas extraction and refining and 
natural gasoline, 9.1 percent of the 
certificates: iron ore mining, 8.3 per- 
cent; coal and coke, 4.5 percent; elec- 
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EMBURY 


The Torch that 
Stays Lighted 


A 
‘ 


Lock & Lite 


windproof... weatherproof 


For more k-E-Lit 


EMBURY --- 


TORCHES & LANTERNS 


SELL 


Arbor Spacers and Shims 


For nm 


P otSIACQ> DETROIT STAMPING COMPANY 
332 Midland Ave. » Detroit 3, Mich. 


| pansion 


trical machinery, equipment and sup- 


plies, 3.1 percent, and machinery and | 


parts, 2.8 percent. 


Total value of the 2,073 certificates | 
issued to all industries during the | 


period was $1,955,534,000. 
Pennsylvania Leads 
Fennsylvania has more industrial ex- 


now building or being 
planned than any other state, accord- 


| ing to a DPA summary of certificates 
| of necessity through September 5. 
| Texas is second, Ohio third, and | 
| Michigan fourth. 


Pennsylvania companies received 
1,045 certificates, representing a total 


| value in new facilities of $1,949,- 


000,000. For Texas, the value was 


| $1,833,405,000 and for Ohio, $1,303,- 
| 281,000. 
The East North Central States | 


(Ohio, Indiana, Illinois, Michigan and 
Wisconsin) led the country on a sec- 
tional basis, with 25.4 percent of the 
total value of new construction. The 
Middle Atlantic section was second, 
with 20.6. 


Projects 57% in Place 


So far, more than 57 percent of the 
new facilities approved by DPA under 
certificates of necessity are in place, 
officials have estimated. 

New applications for certificates 


are being filed at a much slower rate | 


now. Since March, the weekly rate 
of filings has been under $200 million, 
compared to the peak period in Feb- 


ruary and March, 1951, when applica- | 
tions were being received at the rate of | 


$1 billion a week. One week in 
September this year and another this 
October had less than $60 million 
worth of applications filed. 

DPA officials said permits are being 
issued on a more selective basis now as 
the major expansion goals become 


filled. The backlog of pending applica- | 


tions was reduced from 5,500 at the 
end of April to 2,023 on September 5. 


Certificates at Low Level 


For the four week period, Septem- 
ber 25 through October 22, DPA is- 
sued 329 certificates of necessity for 


a total value of $528,638,423. This 


is up somewhat from the previous | 


four-week period, but still at a very 
low level compared with 
months. 

Following is a selected listing of 
certificates issued during this period: 

Company: The 
Torrington, Conn.—Product: 
nance— Amount certified: $90,000— 
Percentage allowed: 40 percent. 


Stewart-Warner Corp., Bridgeport, | 


. 


earlier | 


Torrington Co., | 
ord- 


FLEXCO 
FASTENERS 


BUILD THE KIND OF 
CUSTOMER ACCEPTANCE 
THAT MEANS MORE 

PROFITS TO YOU! 


FLEXCO is a clean packaged © 
item ... no splits . . . no trouble 
... no complaints . . . least resist- 

ance to sales. 


It's a Quality Product that does . 
an outstanding job in fastening 
and repairing conveyor belts. 


FLEXCO is the complete line— ~ 
for all conveyor belts... manu- 
factured by the pioneering leader 
in belt fasteners. 


Large attractive label quickly 
identifies contents at a glance. 


Well packaged, FLEXCO gets 
to customer in good — 06 
whether by freight, truck, ex- 


press or parcel post. 


An excellent profit item for all 
concerned. 


Ask for Bulletin F-100 


FLEXIBLE STEEL LACING CO. 


4633 Lexingtc 


Chicago 44, Ilino 
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Conn.—components of heavy-duty cas- 
ters—$45,513—65. 

Gray Schultz Industries, Detroit— 
tools, dies, fixtures, gauges—$63,253— 
55. 

Detroit Jig Grinding Co. East De- 


| troit, Mich.—tools, dies, fixtures, 


gau es—$25,000—45. 
Heidrich Tool & Die Corp., Oak 


| Park, Mich.—machine tools—$89,500 


—65. 
Watts Regulator Co., Lawrence, 


| Mass.—valves for defense industries— 





ja PUTNAM 


EVERY APPLICATION 


$277,000—50. 

United States Steel Co., Waukegan, 
Ill.—carbon & alloy wire for the mili- 
tary—$36,000—50; Gary, Ind.—gal- 


vanized sheet steél—$4,735, 000-40° 


Indiana Gear Works, Inc., Indiana, 


| Ind.—gears & gear drives~$67,635—70. 


Advance Tool & Die, Los Angeles 
—machine tools, dies, jigs & fixtures— 


$25,000—45 


The Babcock & Wilcox Co., Bruns- 
wick, Ga.—specialty co mponents of 
power boilers-§ 542,000—50 

Crawford Fitting Co., Cleveland— 


| special valves & fittings for defense 
industries—$28,778—70. 


Milan Tool Co., Inc., Cleveland— 
—o metal cutting tools—$12,953— 


"The Fellows Gear Shaper Co., 


| Springfield, Vt.—metal cutting tools 
| —$110,392—65. 


Ross Valve Mfg. Co., Inc., Troy, 


| N. Y.—special valves & fittings ‘for de- 
| fense industries—$33,000—70. 


Mine Safety Appliance Co., Pitts- 
burgh—industrial safety equipment— 
$70,317—55. 

Reyere Copper & Brass, Inc., Balti- 


| more—induction welded aluminum 


End mill users everywhere rely on Putnam's 
large selection—over 1000 standard sizes and types 
—to meet their exact requirements . . . most eco- 
nomically . . . most efficiently. 


For end mills with superior cutting — customer 
satisfaction — good distributor profits — check with 
Putnam, the end mill specialists. 


tubing—$674,000—50. 
Peerless Gage Co., Detroit—tools, 
dies & gages—$48,679—70. 
Hydraulic Fittings Corp., Port 
Huron, Mich—aircraft fittings—$166,- 
000-70. 


Class B Producers 
Get More Leeway 


An upward revision of automatic al- 
lotment limits on procurement of 
steel by Class B product producers 
during the Sine and succeeding 
quarters of 1953 was made by NPA in 
amended Dir. 18 of CMP Reg. 1. 

Specifically, the amendment per- 


| mits Henge on of Class B products to 


calculate their own allotments on 
the basis of 100 percent of the total 
quantity of carbon, alloy and nickel- 
bearing stainless steel allotted to them 
for the third quarter 1952. That is, 


_— with the second quarter 


END MILLS 
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1953 

The amendment puts steel con- 
trolled materials on the same auto- 
matic level as copper and aluminum. 





QUALITY 
EYE AND FACE 


| 


New “Lift Front’ Plate Retainer 
to Speed Your Helmet Sales 


Your trade likes something new. Here is 


the new Sellstrom “Lift Front” Plate Re- 


tainer. Consider these features: 


1. The inner clear plate is perma- 
nently mounted in a separate sta- 
tionary frame behind the filter 
plate; does not move with the 
filter plate. Eyes are fully pro- 
tected from flying slag even with 
filter plate in “lifted” position. 
The filter plate and the clear pro- 
tective plate held by separate ten- 
sion springs. 

. A hidden spring in the hinge 
keeps the window firmly in the 
“up” or “down” position. 

. The “Durez” plastic frame com- 
bines light weight with strength. 
A pressed steel cover front offers 
extra protection. 


The No. 243-S Welding Helmet 


. One-piece construction. 

. Plastic knobs permit quick adjust- 
ment for size. Tension springs 
keep the helmet in any position. 
Vuleoid headgear has a forehead 
cushion of genuine top grain hat- 
ter’s leather. 

4. Meets all Federal Specifications. 
The ‘'S’’ identifies the ‘Lift Front’’ Plate Retainer 
whenever it Np with helmet. 

e combination of the new ‘‘S’’ Lift 
Front Plate Retainer with the 243 
Helmet should make this helmet a 
popular seller with your trade. Write 
us to ship you an initial stock at 
once. You will find it a good seller 
and a steady repeater. 


+ 


Prsaitticelis 


MANUFACTURING COMPANY 


| Resin Still Short 
| In Paint Production 


Let Sellstrom Quality Safeguards Protect | 


Your Eyes and Face 
626 N. Aberdeen Stre<t, Chicago 22, Ill. 
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Paint manufacturers will still find 


ag eg nang resin in short supply 

first of the | 
NPA officials told the Marine | 
Committee | 


Ee some time after the 
year, 
Paint Industry 
recently. 

Forty percent of the supply of this 
resin is still going to the Navy for 


marine paint. 


Advisory 


resin for defense supporting industries, 
especially those making 
varnishes. 


Methylene chloride for non-flamma- | 


ble paint removers presently is in bal- 
ance. Still, defense 


tion. 

There will be a deficit in 
titanium dioxide expansion goal by 
1954 unless new facilities for the pro- 
duction of about 50,000 tons can be 
completed in time, NPA officials sajd. 

Cobalt still is in short supply, and 
with the increase in jet engine produc- 
tion supplies for civilian use may be- 
come more scarce. 

Chromite for color production is in 
balance, but the situation could 
change with altered military require- 
ments. 

No problems were reported in ob- 
taining tin containers. 


No Decontrol Yet 
For Secondary Steel 


The backlog of military orders re- 
sulting from the steel strike for second- 
ary steel products is expected to be 
cleaned up early this month, accord- 
ing to NPA officials. 

NPA spokesmen told representa- 
tives of the steel warehouse industry 
recently that it was still necessary, 
however, to give the military first con- 
sideration. 

They added that no improvement 
is in sight for delivery to warehouses 
of round bars 2 in. and over at least 
through the middle of the vear. Also, 
warehouse operators will not be able to 
get larger sizes of plate through the 
first quarter of 1953, although the 
supply is expected to improve in 
February and March. 

On structural steel, NPA officials 
said, losses incured by the steel strike 
resulted in a shortage of about 950,000 
tons. 

Officials said they were unable to 
estimate the effect of new production, 


amounting to some 5 million tons a | 


year, for the first quarter of 1953. 


Figures are still coming in from mills | 


for compilation. NPA spokesmen pre- 


| dicted, however, that the impact of 








But the demand may | 
be reduced,. permitting more of the | 


insulating | 


requirements | 
through January will exceed produc- | 


the 





LET YOUR OWN 
SALES FIGURES 
PROVE... 


SAFETY-RELIEF 
VALVES 


AND 


PRESSURE GAUGES 
BRING STEADY PROFITS 


Lonergan products are good lines for 
i ib to carry and push. 
They are regulardemand items that 
have been known and liked throughout 
industry generally for well over three- 
quarters of a century. Our sales engi- 
neers are available to help the distrib- 
utor with any unusual problems en- 
countered in selling these products. 
Advertising in leading trade j 1 
support the sales program. 

Some territories are now open. Write 
us for details. 








Lonergan 
Pressure 


types and 
sizes. 


Lonergan Safety-Relief 
Vaives are available in a 
wide range of designs and 
specifications. 


j). . LONERGAN co. 














SAWZALL 


Not An Attachment . . . but a NEW, 
complete, heavy-duty 


PORTABLE ELECTRIC HACKSAW 


For cutting ALL materials 





1. Fully guaranteed 

2. Weighs only 6%, Ibs. 

3. 2250 strokes per minute ( 34” 
stroke) 

4. Lifetime lubricated — ball and 


roller bearing equipped 
. Milwaukee-built 9-point motor, 
famous for MORE “Motor guts” 
6. Blades for cutting ALL materials. 


WRITE FOR FOLDER SW-4 
MILWAUKEE ELECTRIC 


5340 W. STATE STREET 


price includes BLADES 
for cutting ALL materials, 
and steel carrying case. 











TOOL CORP. 


MILWAUKEE 8, WISCONSIN 


—sy 





—- ri 
OF TWO « Steller Performers « TWO @> 


% s 
for EXTRA SALES ~ 





cles Pipe JOINT 
a TTT | 


For sealing 
lines carrying 
oils and high- 

Pressure steam. [IM 


4 For sealing 
pipe joints 
carrying water, 
905, low-pressure 
steam. 


* Key-Tite and Key Graphite Paste never freeze in 
the joints * seal tight * break right! Acclaimed by over 1200 
profitwise jobbers as expert door openers to new business, swift 
movers, constant r-e-p-e-a-t-e-r-s!!! Key Products have led the 
performance parade for over 36 years!! 

* Liberal sampling . . . advance publicity in national 
trade publications make a prospect every minute! Quality Key Pro- 
ducts keep ‘em sold and coming back for more again and again! 

Climb on the Key bandwagon. 
Write for your 
FREE SAMPLE and information 
on profitable distribution plan 
Ge TODAY!!! 


2621 McCASLAND AVE. 
EAST ST. LOUIS, ILLINOIS 
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this increased capacity would not be 
felt until the second quarter. 
Representatives of the steel ware- 
house industry who met recently with 
the NPA group have gone on record 
for decontrol of secondary steel prod- 
ucts for warehouses under NPA Order 
M-6A. Removal of controls had been 
informally recommended by NPA 
when the steel strike changed the 
picture last Summer. 
Present restrictions (Dir. 3 of 


| M-6A) requires warehouses to hold 


50 percent of incoming shipments of 
some steel products for a period of 
15 days after receipt for possible mili- 
tary orders to be revoked or revised. 
Some industry members urged a 


| change in the warehouse regulations to 


permit them to convert hot-rolled 
steel bars to cold-rolled bars, provid- 
ing this was a historical operation. 
All such conversions must now be 
made under customer allotments. 

Joseph A. Doyle, Jr., of NPA’s Iron 
& Steel Division, presided at the meet- 
ing with industry members. Repre- 
sentatives of the Industrial Steel Prod- 
ucts Warehouse Industry Advisory 
Committee attending were: Jerry I. 
Baron, Baron Steel Co., Toledo; Peter 
Cappio, Bushwick Iron & Steel Co., 
Brooklyn; H. V. Douglas, Central 
Steel & Wire Co., Chicago; Wayne 
Rising, Ducommun Metals & Supply 
Co., ie Angeles; William P. Burke, 
Gordon-Burke Steel Co., Chicago; 
R. E. Pearsall, James McGraw, Inc., 
Richmond; Ben Posner, Potomac Steel 
Supply Co., Alexandria, Va.; Maxwell 
Jospey, Production Steel Co., Detroit; 
A. Y. Sawyer, Joseph T. Ryerson & 
Son, Inc., Chicago; Milton S. Perrin, 
Steel Sales & Service, Inc., Lonsdale, 
R. L., and L. B. Worthington, U. S. 
Steel Supply Co., Chicago. 


Bar Steel Set-Asides 
To Continue for Military 


Military set-asides of bar steel 
will continue until the end of the 
emergency, according to Washington 
officials. 

The forecast is for a tight situation 
in larger sizes of quality steel bars 


until the middle of the new year. 


A study is being made of the set- 


| aside picture to determine whether the 


percentage of steel capacity held for 


| the military services should be revised 
| upward or downward, to equalize the 


load on various producers, NPA offi- 
cials told the Hot Rolled Carbon Steel 


| Bars & Semi-Finished Steel Industry 


Advisory Committee recently. 
NPA spokesmen complimented pro- 
ducers for their cooperation in rear- 


| ranging schedules to carry out new 


directives issued as a result ef the steel 
strike. 





See Enough Tool Steel 
For Current Demands 


Enough tool steels are available to 
meet current needs, although the in- 
dustry is operating at only 70 to 75 
percent capacity. 

That’s the consensus of industry 
representatives who met recently with 
NPA officials in Washington. They 
said controls impose a needless burden 
on their customers, since demand is 
considerably less than potential supply. 

NPA officials said this fact was 
“being given consideration in studies 
looking toward eventual relaxation of 
controls.” But they would not recom- 
mend ending controls on only one 
segment of the industry, until all types 
of steel could be decontrolled. The 
lifting of controls on one type would 
result in an increased demand for 
others, they said. 

Tungsten and molybdenum are in 
ample supply for current needs, NPA 
spokesmen said, but cobalt still is 
tight and will continue tight because 
of military demands. Officials said 
that the chances were slim of freeing 
tungsten from controls, though in- 
dustry members argued that thev are 
no longer needed. 

“As long as tungsten is stockpiled, 
it hardly seems practical to lift con- 
trols.” the NPA group said. 

Felix Kremp, of the NPA Iron & 
Steel Division, presided. Industry rep- 
resentatives present included: Coolidge 
Sherman, Allegheny-Ludlum Steel 
Corp. D. A. St. Clair, Bethlehem 
Steel Co., Norman I. Stotz, Braeburn 
Allov Steel Corp.; H. S. Potter, Car- 
penter Steel Corp.; Thomas W. 
Gabriel, Firth-Sterling Steel & Car- 
bide Corp.; J. E. Workman, Latrobe 
Steel Co.; W. J. Long, Universal- 
Cvclops Steel Corp.; and J. P. Gill, 
Vanadium Alloys Steel Co. 


Distributors Must Certify 
How Steel Is Used 


Steel distributors are required to 
make certification that steel received 
from mills is to be used only for ware 
housing purposes (Amend. NPA Or 
der M-6A, Oct. 30) 

Consumers who purchase steel from 
distributors charge such steel against 
their allotments, NPA explained. The 
certification is expected to protect 
consumers with “uncashed” allotment 
tickets to the extent that steel pro 
cured by distributors under M-6A will 
not be siphoned from the available 
supply as conversion steel. The 
amendment does rfot change the regu- 
latory provisions of the NPA orders 
but makes clear the obligations of the 
distributor under CNP 


Dont overlook this 


If you handle the Bassick line, you’re equipped to make extra 
profits by selling casters and floor protection equipment for your 
customer’s office, in addition to industrial truck casters for the plant. 

For Bassick, with the world’s largest line, enables you to meet 
every type of caster requirement for every customer. 

For example, in every office casters are continually becoming old 
and worn-out. Sell this big replacement market Bassick “Diamond- 
Arrow” Casters (above) for office chairs. They're the finest made 
... types for wood or metal furniture. 

There’s also a real demand for Bassick Rubber-Cushion Glides 
(above) for desks, table and chair legs. The polished, hardened 
steel, broad flat base cushioned in rubber protects all floors and 
assures easy, quiet-sliding action. 

These are just two of the many miscellaneous caster needs you 
can profitably satisfy with Bassick. Take advantage of the oppor- 
tunities for more business when you have the Bassick line. THE 
Bassick COMPANY, Bridgeport 2,Conn. Jn Canada: Belleville, Ont. 


4 % * A DIVISION 
¥ oF 
Fred i 
> Bie 
MAKING MORE KINDS OF CASTERS 
St MAKING CASTERS DO MORE —_ 
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WRITE FOR MICRO-MASTERS PROMPT DELIVERY PLAW | 


PROMPT DELIVERY 
\ OF 


DIAL TEST INDICATORS 


i No increase in price 
Micro-Master ''V" Series indicators 
still priced at only $18 each. 





eNeworr later be. 


2733 N. CRAWFORD AVENUE 
CHICAGO 39, ILLINOIS 





MORGAN 


SEMI-STEEL 


machinists’ bench 


steel mated weshers 
@ We always to users thet the 
thru theke local distributer atid 


r- MORGAN VISE C0. 108-112 N. Jefferson St. Chicago 6, III. 
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Manpower Problems 
Limit Gage Expansion 


Manpower is the chief obstacle in 
the way of expanding the productive 
capacity of the gage industry, accord- 
ing to industry representatives meet- 
ing with NPA officials recently. 

Short of all-out war and emergency 
measures, it would be almost impos- 
sible to recruit and train enough work- 
ers for any sizeable expansion program, 
they said. 

Present production as compared 
with peak output during World War 
II varies widely in the industry. One 
manufacturer said his plant was pro- 
ducing at just about the peak wartime 
level. Another, who makes chiefly spe- 
cial gages, reported that he was op- 
erating at less than 4 percent of its 
1942-43 level. 

The Detroit area is particularly tight 
in manpower, manufacturers said. 
Tool and die local unions are barring 
workers with less than 10 years’ ex- 
perience from the gage industry, it 
was charged. One manufacturer said 
the union permits only three appren- 
tices in his shop. 

Industry spokesmen warned that ex- 
pansion would be difficult without 
considerable economic help from the 
Government, because of taxes and 
wage regulations. Certificates of neces- 
sity would not be enough, they said. 

Manufacturers said they favored 
pool orders only if the contracts pro- 
vide for substantial cash advances and 
carry guarantees that excess inventory 
can be disposed of at cost if the emer- 
gency should cease suddenly. 

NPA officials said data would soon 
be available showing types and num- 
bers of gages needed for the defense 
effort. The industry manufactures 
thread gages, snap gages, special gages, 
and other types. 


Jack Order (M-83) 
Revoked By NPA 


Production of jacks (mechanical, 
hydraulic, air and electrically oper- 
ated) are now subject exclusively to 
the Controlled Materials Plan. NPA 
revoked Order M-83 which provided 
for the standardization and simplifica- 
tion of jacks. 

The order was originally issued to 
conserve steel and prevented the in- 
dustry from supplying an increased de- 
mand for certain lighter jacks, whereas 
the demand for some of the heavier 
jacks has been satisfied. Removal of 
controls on jacks, officials explained, 
will put manufacturers of them on an 
equal footing with other manufac- 
turers in relation to the procurement 
of materials which are in short supply. 





Restrictions Eased 
For Brass Mill Products 


You can sell and accept orders for | 
increased amounts of brass mill prod- | 
ucts under a recent amendment to 


Order M-82. 

Effect of the rule change is to 

1. Remove the restriction in Sec- 
tion 6 (a) which prevents a distributor 
from selling more than 2,000 Ibs. of 
brass mill products on any one sale 


without specific authorization from | 


NPA; 


2. Change the regulation to read 
that no distributor is required to ac- | 


cept an authorized controlled material 
order for more than 2,000 Ibs. of any 
brass mill product, or 50 percent of 
the distributor's inventory of the 


item, whichever is less. Formerly 500 | 


Ibs. was the limit. 


Advance Orders Permitted 


et acrdinenen 


45 7 Aa 
+ % ‘ » Y 


-« produces the 
--gives the value, and 


--is the Lulider of 


Your suppliers who use copper raw | 


materials are now permitted to place 


advance orders for the materials 
needed in their foundries and mills, ac- | 


cording to recent NPA amendment. 
Producers who receive quarterly al- 

locations can order their copper raw 

materials now in each of the two 


months preceding the quarter to | 


which the allocations apply. This ex- 
tends to mills on the quarterly basis 
the same privileges enjoyed by those 
receiving monthly allocations. 

Copper raw material consists of re- 
fined copper, copper scrap and copper- 
base alloy ingot. It is fabricated into 
sheets, tubes and other finished or 
semi-finished products which then be- 


come copper controlled material under 
CMP. 


Small Business to Get 
30 Percent of Valve Goal 


The “small business” share of the 
Government’s expansion - for in- 
dustrial valves and fittings has been set 
at 30 percent. Small Defense Plants 


Administration officials have urged | 


small firms who plan to expand their 


For catalog action that gets the kind of 
resulis you want 


® see a CUNEO catalog specialist 
® confer with him 


® get suggestions based on years of 
experience 


® get cooperation every step of the way 


facilities to file certificates of necessity | 


without delay. 

Additional capital investment of 
$50,000,000 is earmarked for the en- 
tire valves and fittings industry. Firms 
qualifying for the small-business share 
are those with 400 or fewer employees. 

However, only $6,400,000 of the 
total expansion goal is still open, since 
certificates for $29,000,000 have al- 
ready been granted and an additional 
$29,000,000 has been applied for. 
The goal is scheduled to be reached by 
July 1, 1955. 

Expansion of the industry began 


WRITE-WIRE or PHONE 
DAly 8-5340 


Catalog Department 





239 EAST CHICAGO STREET MILWAUKEE 1, WISCONSIN 
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Sell 
300. 


eCPrSOn 


Trouble Free Unions 
for Those Tough Jobs 


Jefferson Unions are made of Air Fur- 
nace Malleable Iron of an average ten- 
sile strength of 55,000 p.s.i., with a 
yield point of 36,000 pounds and an 
elongation of 15% in two inches. 


Seat rings are cut from seamless drawn 
brass tubing, free from all casting de- 
fects—sound and uniform always. 


They are accurately machined; are 
carefully air tested and inspected be- 
fore shipment, and each and every one 
approved only if it meets our rigid 
standards of inspection. 


Slightly Higher Priced 
but more than worth it. 


Sell these outstanding features— 

A ground ball joint to give leakproot 
service 

. Octagonal with square corners fits any 
type of wrench 

. No gasket required, hence no mainte- 
nance problem 

. Hot-dip galvanized to Government 
Standard for corrosion resistance 


Made in all thread sizes from ‘4” 
American Standard Taper Threads. 


to 4” 


Also manufacture Excel 250 Ibs. and Master 
150-Ibs. All unions can be furnished with 
all-iron seats 

Cash in on “‘Jefferson'’s’’ wide recognition 
and acceptance and complete line NOW! 
Make “‘Jefferson’’ your source of supply. 


JEFFERSON 
UNION CO. 


671 W. 26th St., New York 1, N. Y. 
9 Green St., Lockport, N. Y. 
49 Fletcher Ave., Lexington 73, Mass. 
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October 1, 1950. Added capacity al- 
ready in place or _ is sufficient 
for all types of valves and fittings ex- 
cept cast steel, valves, stainless steel 
valves, forged steel valves and wn 
turbine valves, and large butterfly 
valves. There is no need for expansion 
in plumbing valves, SDPA officials 
said. 

Qualified small firms with the nec- 
essary foundry equipment may file for 
certificates with the nearest field office 
of the National Production Authority, 


U. S. Department of Commerce. | 


SPDA field offices can also assist in 
advising small plant operators on pro- 
cedure. 


Steel Industry Comeback 
Changes Materials Outlook 


Rapid comeback of the steel indus- 
try is reflected in somewhat easier sup- 
ono of carbon bars and plates, seam- 
ess tubing, die blocks and light cast- 
ings, according to the latest DPA 
“List of Basic Materials and Alterna- 
tives.” 

The new list removes cold-drawn 
carbon bars, hot-rolled bars and semin- 
finished steel, plates and seamless tub- 
ing from the “most critical” category. 
They are still classified, however, under 
Group I (in short supply). 

Die blocks have eased from Group 
1 to Group III (fair to good supply), 
while castings under 3,000 Ibs., both 
carbon and low-alloy steel, moved from 
Group I to Group II (in approximate 
balance with defense and essential civi- 
lian demand). 

DPA officials said this softening 
reflects more than just recovery from 
the steel strike. With the exception 
of plates, the items removed from the 
“most critical” class had been desig- 
nated as such for the past 9 months. 
Plates were first termed critical on 
August 26. 

Iron ore shipments, currently greater 
than expected, will help minimize 
effects of the 1952 steel shortage 
through the first quarter of the new 
year 

Aluminum production is still suffer- 
ing a setback because of draughts. 
Supply will be tight through the first 
quarter of 1953, unless late Fall rains 
are heavy. 





SHORTAGE OF GUARDS 

The new atomic energy plant at 
Paducah, Ky., may have trouble hiring 
plant police, Chemical Week, McGraw- 
Hill publication, points out. There’s a 
shortage of local applicants and state 
law requires that peace officers must 
have lived in the county where they're 
employed for at least two years. 








Sell the Complete Line 





PORTABLE 


COOLANT SYSTEMS 


PUMPING UNITS 


pm Tt 


1/25 HP to % HP, Gear and Centrifugal 
Models. New log with selecti chart 
makes it easy to sell, recommend and buy 
the right Graymill unit for the job. Write 
for details today! 





GRAYMILLS CORPORATION 


3715 LINCOLN AVENUE e HICAGO 13 





MACHINE TOOL 
ACCESSORIES 


Synonymous with 
—Distributor Service 


This line of set up T-bolts and accessories has been 
serving distributors’ customers year after year with 
distinction and satisfaction. Universal acceptance 
among users for ZIP products makes them a profit- 
able line to handle. it will pay you, too, to come to 
Seltzer for your customers’ requirements on T-slot 
bolts and accessories. 


GEO. H. SELTZER & CO. 
DREXEL HILL, PA. 
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Sodering Paste 
SAVES TIME—SAVES LABOR 


Safest—fast working 
sodering poste made. 


Sodering Liquid 


Double strength, 
non-evaporating. 
Adaptable to hand 
or machine soder- 
ing. Works like 
lightning. 

Call Your Distributor 

or Write te 


L. B. ALLEN CO., INC. 


6731 BRYN MAWR AVE 
CHICAGO 31 


®@ Sold thru Distributors 
© Send for Catalog 














ILLINOIS 





= vfS|ACO 


SHIM STOCK 


332 Midland Ave. ¢ Detroit 3, Mich. 


Silicon Carbide Wheels 
Will Grind Most Tools 


Manufacturers of silicon carbide 
grinding wheels told NPA officials 
recently that their products could re- 
place scarce diamond wheels in 90 
percent of tungsten carbide tool grind- 
ing operations. 


They described tool grinding uses | 


at a Special Technical Conference in 
Washington, where NPA representa- 
tives asked what could be done about 
the diamond bort and powder scarcity. 

Ine silicon carbide wheels, the 
manufacturers said, are suitable for 
the grinding of almost all single point 
tungsten carbide tools. They are also 


adaptable for operations such as sur- | 


face, centerless and cylindrical grind- 
ing, it was pointed out. 
However, manufacturers admitted 


| that the more precise diamond wheels 
| were required for the following grind- 


ing operations: thread grinding, cut- 
off operations, chip-breakers, internal 
jobs, special form jobs, and large cutter 
grinders (10 in. or larger). 

Che silicon carbide wheels could 
still be used even in these operations 


for roughing off excess carbide prior | 


to fine finishing with the diamond 
wheels, it was claimed. 


Bort on Hand-Mouth Basis 

NPA 
gram is known to be suffering from 
lack of diamond crushing bort. How- 
ever, supplies are generally on a hand- 
to-mouth basis, with some tool manu- 
facturers reporting inventories of only 
one or two weeks. There is no inven- 
tory for a sudden national emergency. 

Minimum requirements of all users 
of diamond candles bort and powder, 
estimated at 9 million carats a year, 
are being met by imports that have 
averaged 634,000 carats per month 
through this last August, plus exten- 
sive reclamation from sludge, dust, 


officials said no defense pro- 


broken wheels and wheel stubs. When | 


necessary, 
reductions in inventories. 
this material is used directly or in- 
directly for defense and essential 
civilian purposes, NPA officials said. 
Representatives at the recent con- 
ference, including manufacturers of 
both diamond and silicon carbide 
wheels, reported a general easing of 
diamond wheel procurement since the 
institution of NPA Order M-103, 
which regulates the distribution of 
diamond grinding wheels through dis- 
cretionary use of directives and limits 


| inventories. 


| 
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The manufacturers urged NPA of- 
ficials to: 

1. Stress the importance of conver- 
sion to silicon carbide wheels wherever 


possible; 


supplies are ——— by | 
Virtually ali | 


1952 


“YANKEE” Spirals 


Standard on every 
assembly line 


“Yankee” Spirals take the twist out of 
assembly lines, do the hard wrist work, 
reduce many motions to just one... a 
simple push. Wherever assembly shops 
are looking for time-saving, money-mak- 
ing shortcuts, you've got a sale for 
“Yankee” Spirals. Made in three sizes and 
two styles—-regular and Quick-Return, 


meter assembly with a “Yankee” 1 
oo eturn Spring brings back handle after ¢ 
push, makes driving a one-hand job. Centeri 
sleeve prevents slippage. 4 


Typewriter assembly with “Yankee” 30A. Ra 
spiral saves workers’ muscles, gives you more 
their skill, : 


Body assembly with “Yankee’’ 130A. Quick-Return 
Spring keeps bit in slot and "s eyes on the job. 


We're telling yeur customers to 
ge te you for “Yankee"’ Spirals. 


NORTH BROS. MFG. 
Philadelphia 3 


“YANKEE” TOOLS NOW PART OF 


STANLEY 


ee 


9 











@ ASSURES vomotched self-prim- 
ing speed. Advanced Centrifu- 
gol Design. Exclusive CMC dual 
jet construction and open thrash 
type impeller mean peak per- 
formance ond dependability. 


@ GIVES top performance even 
under adverse conditions. Extra 
air handling ability permits de- 
pendable performance when 
ordinary centrifugol pumps 
become air bound. 


@ YOUR BEST BUY! 


Easily installed. Readily port- 
able. May be plocedoway from 
pit. Suction lifts of at least 25 ft. 


( jorstauction AA acuineny 
WATERLOO OWA U.S.A 





CAR MOVERS 


AND 


SPURS 


This is vital equipment for 
shippers and receivers of 
freight. Light, medium, 
and heavy types con fill 
all roilyard needs and you 
leet prompt service on or- 
ders. Users are urged to 
buy thru their local dis- 
tributor. 





Stip- 
proof SPURS 


ADVANCE 
ALL 
makes of Car Mover 





«this is a profit. 
able item. 


@ “NEVER FAIL” 
FLOAT SWITCH 


@ NON—CORROSIVE 
FLOAT AND STRAINER 


@ FLOAT CONTROL 
EASILY ADJUSTABLE 


@ SIMPLE TO CLEAN 
JUST UNSCREW PIPE 


@ AVAILABLE IN 
WIDE RANGE 
OF SIZES 


Cr 


2. Publish a brochure explaining 
the various grinding methods, and 
their advantages and limitations; 

3. Consult with original manufac- 
turers of carbide tools to find out 
whether high finish standards can be 
revised downward. 

James W. Sibley, Jr., Deputy Di- 
rector of NPA’s Metalworking Equip- 
ment Division, presided at the meet- 
ing. Industry representatives included: 
R. O. Lane, Macklin Co., Jackson, 
Mich.; W. T. McCargo, Carborun- 
dum Co., Niagara Falls, N. Y.; John 
F. Fisher, Simmonds Abrasive Co., 
Philadelphia; George F. Kohn, Pre- 
cision Grinding Wheel Co., Philadel- 
hia; H. A. Snow, Bay State Abrasive 
Products Co., Westboro, Mass.; A. T. 
Dalton, Chicago Wheel & Mfg. Co., 

| Chicago; and R. A. Van Kueren, 
| Norton Co., Worcester, Mass. 





CLOTHES COME FIRST 


Evidently clothes are more important 
than food in the Soviet Zone of Ger- 
many, Chemical Week, McGraw-Hill 
publication, notes. Expansion of rayon 
production there is considered so ur- 
gent by government planners that they 
plan to cut fertilizer makers’ sulfuric 
acid allotments by 50 per cent. 
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New Survey Will Check 
Steel Industry Capacity 


NPA is planning a survey of tne 
steel industry to find out whether it 
can meet the test of full mobilization. 

Certain critical types of steel prod- 
ucts will be subjected to special 
scrutiny, among them heavy standard 
rails, certain tube rounds, cold finished 
bars of a particular size group, heavy 
structural shapes, wide i beams 
and bearing piles, plates and seamless 
vipe and tubing. 

In 1950, the steel industry agreed to 
undertake an expansion amounting to 
20 million tons in basic capacity. In a 
letter to producers. H. B. McCoy, 
~e Administrator, NPA, said: 
“The steel industry has every right to 
be proud of the energy and vision 
with which it attacked the problem.” 

He added that the goal apparently 
will be reached and that completion 
dates are already in sight for many of 
the new facilities. 

He termed the proposed survey 
important in evaluating results of the 
expansion program, particularly in 
terms of finishing facilities, whether 
built with Government tax assistance 
or otherwise. 

Plans for the survey followed con- 
sultations with industry representa- 
tives. NPA will collect basic statistical 
data, and further meetings will be held 
with producers to evaluate it. 

Questionnaires sent recently to pro- 
ducers request information on 1950 
shipments of 8 selected finished steel 
products and maximum possible pro- 
duction of these products as of 
January 1, 1954. 


Coated Steel Lead 
Time Advanced 


An increase in the lead time of 
clad, or coated steel products, prin- 
cipally sheet, strip and plate, by an 
additional 45 days was authorized by 
NPA. (Amend. 2 to NPA Order M-1, 
Oct. 23). 

The increase brings the total lead 
time for such products to 120 days, or 
135 days, depending on whether the 
plate or sheet has a 75 or 90-day lead 
time. Producers of clad steels are re- 
quired to place orders with a 75 or 
90-day lead time for plate or sheet. 
On the other hand, orders placed on 
them for the clad steels have the iden- 
tical lead time which means that no 
time-provisions are made for pocessing 
of the clad steels, NPA explained. 
Previously, the cladders were able to 
adjust their schedules despite the time 
lag but with the advent of military 
“set asides” of M-1, such adjustments 
became impossible. 











Greater Part of Defense Effort Still To Come 
As Expansion Gains Momentum, Fowler Says 





Che greater part of the defense ef- 
fort still lies ahead, according to Henry 
H. Fowler, Director of Defense Mo- 
bilization. 

Most of the military goods that 
have been authorized by Congress are 
not yet delivered, in spite of the ret- 
ord industrial expansion this past year. 
Perplexing technical problems remain 
to be solved and new problems arise 
continually in the development of 
better weapons. 

Here’s the over-all picture of our 
build-up of industries and materials, 
contained in Mr. Fowler's report to 
the President on the first three quar- 
ters of 1952: 


Expansion Gains Momentum 


For more than a year, the expan- 
sion of the nation’s industrial plant 
has continued at a record pace, with 
an investment of more than $27 bil- 
lion expected during 1952 for all 
types of new plant and equipment. 





, been aided by 
| tificates issued through June 30, 1952, 
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The expansion has been heavily con- 
centrated in the manufacturing indus- 
tries, where it reached an estimated 
annual rate of $12.7 billion during the 
third quarter compared with $7.5 b.1 
lion in 1950. 

Investment expenditures by public 
utilities also reached a new high in 
the past quarter—an annual rate of 
$4.5 billion compared to $3.3 billion 
in 1950. 

With this momentum, rapid prog- 
ress is being made toward the ex- 
pansion goals which have been estab- 
lished for most basic industries. 

Our remaining, and still critical, 
tasks are: 

1. To carry through the already ap- 
proved expansion projects to comple- 
tion; and 

2. To identify industries where fur- 


ther expansion is required to fill gaps | 


in the mobilization base, and carry out | 
. | mochinery mountings, storage racks and 
platforms. 


the necessary expansion. 

On an estimated 31 percent of proj- 
ects, in terms of value, which have 
tax amortization cer- 


construction and installation has now 
been completed. It is estimated that 
completions will rise to 48 percent 
by the end of the year. 


| Tax Aid Covers Goals 


Expansion goals have now been set 


to cover 176 products and materials— | 


including most of the major goals to 


| be established—and most of the pro- | 


jected expansion to meet the goals 
has been covered by tax amortization 


| certificates. 
As of September 24, a total of | 


13,906 applications for facilities esti- 


| mated to cost almost $24 billion had | 
| been approved with accelerated amor- | 
| tization being authorized on 


$13.9 
billion of the total. 
be set for about 100 materials and 
products, many of which are small but 
vital elements of the industrial mobi- 
lization base. 

At the present time, certificates of 
necessity are being issued on a limited 
and selective basis, to encourage the 
production of specific commodities for 
which present facilities are not ade 
quate. 

In August and the early weeks of 

September the rate of application ap- 

prov al fell below $500 million a month 

or the first time since the inception 
of the program, except during the 
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A moratorium on approval, u: 1951. By 
yore | contrast, the monthly rate from Febru 
J TOOLING COSTS , ary through April of this year was 
WITH - about $2 billion. ; 
; New requests for certificates are also 
SLOTTED Re coming oat a much slower rate. The 
SLEEVES . peak period for filing was in March of 
| 1951, when $5 billion in applications 
| were received. 
| _ The rate of requests has been de- 
| clining steadily this year, and during 
| the first 3 weeks of September was 
below $500 million per month. 
The backlog of pending applications 
was reduced al 5,447 on April 24 
to 2,065 on September 24. 
As the requirements of the mobili- 
zation base are established in greater 
| detail, additional expansion goals will 
be set, existing goals revised, and ad- 
ditional certificates awarded. The ex- 
tent of the tax-amortization program 
in the future will depend to a con- 
| siderable extent on estimates of fur- 
ther requirements for the mobilization 
base. 


An Easy Method of Installing Tool Bits 
In Boring Bars, Tool Holders and Cutter Heads 


N © longer is it necessary to spend hours in 
filing square or rectangular holes when install- 
ing tool bits in boring bars, tool holders and 
ettter heads. With “Novi” Slotted Sleeves, you 
just ream a hole to fit the sleeve. Then drill 
and tap two more holes—one to hold the tool in 
place and the other for adjustment. All done | 


ode in sizes for in a matter of minutes! 


tool bits 3/16" to 1” wide 
and |” to 4” long 


Write for Literature 
Exclusive Territories Open 


to Mill Supply Houses and Jobbers 
Novi Tool & Machine Co. 


43043 Grand River Novi, Mich. 


SLOTTED SLEEVES 


Two Goals Increased 


Two of the most important expan- 
sion goals—for aluminum and electric 
power—have been increased over their 
previous levels. 

The aluminum expansion goal for 
annual domestic primary production 
was raised to 1.7 million tons, 200,000 

| more than the previous goal. The 
new goal, like the old, is to be 
achieved by = 1, 1955. 

Plans are being made in the indus- 
try for further expansion to add as 
much as 400,000 tons capacity above 
the goal by 1958. 

The new defense goal reflects a re- 
calculation of potential requirements 
in event of a full-scale war and a con 
sequent sizeable increase in the stock 
piling objective. The growing usage 
of aluminum in the civilian economy 

| is expected to require all the metal 
that will be provided under the new 
goal after military needs under partial 
| mobilization, plus the increased stock- 
| pile objective, have been met. 

During the past quarter, primary 
aluminum was produced at an annual 
rate of 994,000 tons, 57: percent of 
the new expansion goal and 30 percent 
more than the rate of production at 
at the time of the Korean invasion. 
In the coming quarter, output will 
reach an annual rate of 1,095,000 tons, 
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63 percent of the goal—less any losses 
caused by interruptions in power due 
to water shortages. 


Need More Electric Power 


The electric power expansion goal 
has been increased to a capability of 
117 million kilowatts from the pre- 
vious target of 107 million. The in- 





crease of 10 million kilowatts was 
added to the end of the old expansion 
schedule, which was to have been 
completed by the end of 1954, ex- 
tending the program into 1956. 


Studies on which the new goal is | 


based showed higher requirements for 
enerating capability in 1955 and 1956 
scause of substantial new expansion 
in industries which are heavy users of 
electric power. The new goal has 
been set at 41 million kilowatts for 
the 4 year period 1952-55, plus 1 
million kilowatts to be installed in 
1956 specifically for certain defense 
loads—primarily to complete the fa- 
cilities to serve the new atomic en- 
ergy plant in Pike County, Ohio. No 
soal 1s being established at this time 
he the total of electric generating ca- 
pability to be installed in 1956. 

The delays in the power program 
for 1952 and 1953 have been par- 
tially offset by a slower than expected 
development of loads. As a result, the 
outlook for the winter 1952-53 indi- 
cates general ability to carry loads, 
except in the Pacific Northwest where 
the situation is serious. In certain 
other areas, however, the margins of 
capability overloads are dangerously 
low. 


Other Programs Move Ahead 


During the past quarter, steel ingot 
capacity of over one million tons was 
completed in spite of the work stop 
page in the industry. With a total of 
13 million tons of capacity added since 
the Korean invasion, the industry has 
completed 56 percent of the new 
capacity required to meet the expan- 
sion goal of 123 million tons of Ca- 
pacity on January 1, 1954—a capacity 
adequate to maintain annual produc- 
tion of 120 million tons. 

Revised estimates of petroleum ex- 
pansion now place the number of new 
wells in 1952 at about 45,000, with 
a refining capacity rising to 7.8 mil- 
lion barrels a day from 7.2 million 
at the beginning of the year. Though 
the total of new wells will fall short 
of the original goal of 50,000, because 
of a continuing shortage of oil-country 
tubular steel, it will be comparable 
with 1951’s all-time record figure of 
44,500. 

Freight cars and diesel locomotives 
are being produced at a lower than 
scheduled rate, due in part to an 
easing of demand. Freight car pro- 
duction, including refrigerator and 
tank cars, during the 6 months end- 
ing August 31, averaged 6,480, while 
a monthly output of about 11,000 is 
required, beginning October 1, 1952, 
to meet the expansion goal of 436,000 
new cars by July 1, 1954. 

Diesel locomotive production was 
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at the monthly rate of 274, as com- 
pared with a level of 300 needed to 
meet the goal of 15,500 new units 
by the middle of 1954. Steps are be- 
ing considered to bring the production 
of both freight cars and locomotives 
back up to the scheduled rate. 


Of the 100 oceangoing tankers | 
which the — goal calls for, 5 | 


have been delivered and 59 are now 
on order or under construction. These 
will be a significant contribution to 
the fleets of the Free World. The 
program to build 3,923 inland water- 
way vessels by the end of 1953 is now 
over half finished. Over 300 dry 
cargo oceangoing vessels, reactivated 
a year ago, for the carriage of economic 
aid cargoes, are being returned to the 
reserve fleet, as a result of the level- 
ing off of demand. The shipbuilding 
program for Great Lakes ore carriers, 
designed to increase ore-carrying Ca- 

acity by 4 million tons annually, will 
4 completed early in 1953, well ahead 
of schedule. 


Government Takes Action 


To increase supplies of critical and 
strategic materials, Government agen- 
cies in the third quarter let purchase 
and resale contracts which will in- 


crease the annual supply of copper by | 
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as much as 77,100 short tons, man- 
ganese concentrates by 456,000 long 
tons units, titanium sponge by 2,700 
tons, molybdenum concentrates by 8.8 
million pounds of contained metal, 


| and zinc by 3,000 tons. 


The largest purchase contract of 


| the past quarter is expected to yield 


from Arizona ores—in 54 years be- 
ginning in 1957—365,000 tons of re- 
fined copper and 16,060 short tons 
of molybdenum contained in concen- 
trates. The new facility is being fi- 
nanced in part by a loan of $94 mil- 


| lion from the Reconstruction Finance 


Corporation. This project involves 
installation of a mill and smelter, and 
construction of a town site, power 
plant, and railroad connections. 

A second purchase contract will add 
a total of 53,000 short tons of copper 
from a mine in Michigan over a 7- 


year period beginning in 1955. This 


| mine, a former big producer, has been 


closed for a number of years. Rehabili- 
tation will include removal of billions 
of gallons of water, retimbering, and 
reclaiming mine shafts. 


New Contract in Minnesota 


A manganese contract provides for 
eae in Minnesota of 2.6 mil- 
1 


-lion long ton units of manganese con- 


centrates from low-grade ores over a 
6-year — beginning a year from 
now. Pr 

tion of a new “prototype” plant, some- 
what larger than a pilot plant. In a 
further move to stimulate domestic 
production of manganese ore, a fourth 
depot has been established at Wen- 
den, Ariz., to which miners can ship 
ore for purchase by the Government. 
Depots are already — at Butte 
and Philipsburg, Mont., and at 
Deming, N. Mex., under the Govern- 
ment’s 5-year program to encourage 
discovery, development, and produc- 


tion of manganese ore in the United | 


States. 
One of the steps toward achieving 


the titanium expansion goal was a | 


Government guarantee to purchase 
output and an advance of funds for 
construction of facilities which will— 
in five years beginning in 1955—in- 


crease production of titanium sponge 


50 percent over current output. 


Because of the potentialities of ti- | 
tanium, research looking toward more | 
economical methods of processing and | 


fabrication has been going forward on 
an increasing scale since the Korean 
invasion. Titanium-base alloys already 


developed are stronger than many pres- | 


ent steels. They are 40 percent lighter 
in weight, and highly corrosion re- 
sistant, especially to salt water. 
During the quarter, two additional 
purchasing agents were designated un- 
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der the Government’s program for ac- 
quiring columbian-tantalum ores and 
concentrates for the national stockpile 
and other defense purposes. This 
program offers an incentive bonus to 
producers which doubles the current 
market price for these scarce ores and 
concentrates of foreign as well as do- 
mestic origin. It is designed to stimu- 
late the search for and development of 
columbian and tantalum deposits 
throughout the free world. 

A tax amortization certificate has 
been issued on facilities which will 
double present capacity for production 
of germanium. The demand for this 
rare metal has increased greatly in the 
past few years because of its use in 
electronics. A germanium-using tran- 
sistor, about the size of a cigarette 
lighter flint, can perform all the func- 
tions of the conventional vacuum tube 
while requiring one four-hundredth 
the space and one millionth the elec- 
tric energy. This development is of 
special importance to airborne elec- 
tronic equipment because of the reduc- 
tions made possible in weight and 
space. 

Fifty-five new exploration contracts 
were executed during the past quarter, 
increasing the total to 369. Fifteen 
projects which have received govern- 
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ment assistance under the exploration 
program are already shipping ores of 
lead, zinc, tungsten, manganese, cop- 
per, beryl, and uranium produced as 
a result of the exploration work. 

The expansion program for a num- 
ber of materials was stepped up in the 
last quarter by the establishment of 
new Or increased expansion goals. 

The expansion goal for tungsten 
has been increased to 40 million 
pounds annually to be reached in 1954 
as compared with the previous goal of 
34 million pounds which was to have 
been attained in that year. 

The supply of acid-grade fluorspar 
will be increased to 300,000 tons an- 
nually by 1953, under a new expansion 
goal—about twice the supply in 1950. 
Much of the increase is expected to 
come from sources being developed in 
Newfoundland. 

A goal for the strategic grades of 
chrysotile asbestos of 6,000 tons an- 
nually by January 1, 1954, provides 
for tripling the 1951 annual supply. 
To assist in meeting this goal, the D - 
fense Materials Procurement Agency 
has made preliminary arrangements 
for the establishment of a custom mill 
and purchasing facilities in Arizona 
to handle chrysotile asbestos from in- 
dependent producers in the area. 


To reach the new iron ore expan- 





sion goal of 147 million gross tons by 
1955, the capacity of domestic mines 


and foreign mines owned by United | 
States firms will be increased by 50 | 
percent over the level of 1950. This | 


increase does not include a substantial 
amount of new capacity which will be 
added to replace declining output in 
old domestic mines, mainly in_ the 
Mesabi Range in Minnesota. 


Balancing Materials Supply 


The rapid return of the steel indus- 
try to capacity production dominated 
the materials supply picture during 
August and September, just as did the 
virtual shut-down in June and July. 

Output hit 90 percent of rated 
capacity less than 2 weeks after settle- 
ment of the 53-day work stoppage, 
reached 99 percent in the last week 
of August, and actually exceeded the 
industry's rated capacity early in Sep- 
tember. 

The total loss from the work stop- 
pages was less than had been feared— 
18 million ingot tons instead of the 20 
million predicted. The fears that ex- 
tensive rebuilding of furnaces would 
be necessary and would delay recovery 
of production were not borne out. 
Since inventories at the outset of the 
dispute were high, losses in the pro- 
duction of goods made of steel were 
minimized. 

While it appears that some items, 
such as certain plates and heavy struc- 


tural shapes, will be “tight” for sev- | 
eral months as a result of the steel | 


strike, on the whole industrial produc- 
tion was sustained quite remarkably 


through the summer and has largely | 


regained, with great rapidity and vi- 
tality, what loss of pace it did suffer. 
About 900,000 workers, including 
steelworkers, iron miners who had left 
their jobs, and other workers who were 
laid off in railroading, coal mining, 
and steel-using industries were off in- 
dustry payrolls in mid-July because of 
the steel dispute. By mid-August, 
over three-fourths of these were back 
at work, and virtually all had returned 
to their jobs by the end of August. 
The general recovery of industry 
from the effects of the steel work stop- 
page is indicated by the increase in 
the Federal Reserve Board seasonally 


adjusted index of durable goods pro- | 
steel | 
products—from 256 in July to an esti- | 
mated 280 in September, the highest | 


duction—excluding iron and 


level since last March. However, the 
roduction of some industries is still 
low the level prior to the dispute 
due both to shortages of special types 
of steel and to factors unrelated to 
the work stoppage. 
A number of steps being taken by 
industry and government should pro- 
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vide iron-ore supplies sufficient to sup 
port steel production at full capacity 
throughout next winter. As soon as 
the steel dispute was settled, iron-ore 
carriers which had been waiting at the 
head of Lake Superior began loading 
ore, and during August nearly 14.4 
million tons were shipped from 
United States and Canadian Great 
Lakes ports, breaking all records. 

The Coast Guard allowed heavier- 
than-normal loading of ore vessels 
during the last half of September, 
and icebreakers will be used if nec- 
essary to clear the way during the 
early part of the winter. Several 
new ships are in operation, others are 
about to be commissioned, and ship- 
ping and turn-around times are being 
shortened. Through rail shipments are 
being promoted, although the cost is 
substantially higher. 

It is estimated that Great Lakes ore 
shipments from August through 
March of next vear will reach 55.5 
million gross tons. As the accompany- 
ing chart shows, this would permit 
capacity steel production through 
March and still leave the mills with 
April 1 stocks only slightly below the 
15 million tons which the industry 
has customarily considered a desirable 
working level to maintain at that time 
of the year. 

A further margin of safety exists in 
the possibility of using higher ratios 
of scrap to ore and pig iron. 


Copper Supply Improved 


A number of developments during 
the past quarter have. contributed to a 
substantial easing of the immediate 
copper supply situation. 

Buying of foreign copper for im- 
portation into the United States in- 
creased sharply in late June after the 
Government authorized domestic cop- 
per users to pass through to customers 
80 percent of the amounts paid for 
imported copper above domestic ceil- 
ing prices. United States buyers in- 
creased their foreign purchases in part 
as insurance against a possible strike 
of workers among domestic copper- 
producing companies. 

Because of the time required for de- 
liveries from Chile, the principal 
source of imports of copper, actual 
receipts did not increase substantially 
until the second half of July. Despite 
this time lag, imports of copper in 
July totaled about 55,000 short tons 


| and in August, an estimated 56,000; 


they had declined from a monthly av- 
erage of 43,000 in the first quarter to 
32,000 in June. 

At the same time, July consumption 
by fabricators was 87,000 tons, the 
low point in a steady decline from 
January’s level of 130,000. Stocks in 
the hands of refiners and fabricators 
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jumped to 139,000 tons at the end of 
July from 110,000 on June 30. Stocks 
remained high—140,000 tons—on Au- 
gust 30, despite the fact that Au- 
gust consumption was 129,000 tons, 
back up at about the January level. 
New labor contracts have been 
negotiated for a considerable part of 
the copper industry. If the remaining 
contracts can be negotiated without 
serious work stoppages, the immediate 
copper supply situation should be 
easier than at any time since 1950. 


Military Has Right-of-Way 


The NPA, immediately following 
the work stoppage, announced a steel 
emergency distribution program with 
the overriding principle that military, 
atomic energy, and machine tool or- 
ders be placed ahead of all other re 
quirements. 

Under this program, the steel mills 
have already shipped a large part of the 
unfilled backlog of military, atomic 
energy, and machine tool orders on 
their books at the beginning of the 
work stoppage. They were required to 
complete by November 30 the ship 
ment of the remaining orders placed 
under second and third quarter allot- 
ments. In addition, the mills have 
been directed to fill by the end of the 
year all military, AEC, and machine 
tool orders placed under fourth quarter 
allotments. 

The shipment of all steel orders for 
military, atomic energy, and machine 
tool users by the end of the year is 
virtually assured by the fact that each 
steel mill is required to reserve a por 
tion of fourth quarter production for 
this purpose. Unfilled orders for these 
programs carried over from the third 
quarter will be filled from fourth quar- 
ter production outside the reserve, or 
“set-aside.” 

Within this broad set-aside, special 
reserves have been set up to cover the 
needs of four types of ammunition 
components—shells, fuses, cartridge 
cases, and rocket tubing. 


Other Industries Helped 


Measures have been taken under 
CMP to insure that all users get as 
much of their steel needs as possible. 
Che general limitation on steel inven 
tories was reduced from 45 to 30 days, 
and for electric utilities from 90 to 60 
days, to keep steel flowing into pro- 
duction lines rather than into inven- 
tories. Most steel users have been au- 
thorized temporarily to purchase 
limited quantities of higher cost “con- 
version” steel (steel purchased in in- 
gots and shipped to rolling mills for 
finishing at the buyer’s expense) with- 
out having it charged against their 
regular quarterly allotments. 
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TILDEN 


ROTARY 
KONKRETE KORE 
\ DRILL\ 


Dealers and jobbers every- 
where are happy with Tilden 
rotary Konkrete Kore drills — 
because TILDEN DRILLS 
pay off where it counts most 

. in increased sales and 


greater profits! 


HERE'S HOW YOU PROFIT! 


Sales and profits shoot 
up for three big reasons: 
1. TILDEN makes better 
drills to do a better jc! ; 
People who use ‘em, lik 
‘em, 2. TILDEN’S substar 
tial mark-up assures you 


Patented core 
slot expels 
cuttings 


HERE'S WHY TILDEN'S BEST! 


It cuts 5 to 7 times more holes, 
has 2/3 more cutting surface, is 
70% more efficient —will drill 
up to 1,000 inches of concrete 
without resharpening. And fac- 
tory page is FREE! 
Uses me A electric or air drill. 
29 standard sizes, 3/16” to 
4”. Interchangeable shanks 
up to 60”. 

You too, can profit by 
selling TILDEN Rotary 
Konkrete Kore drills. Send 
coupon below for full in- 
formation. No obligation, 
of course. 


TILDEN’S NATIONAL ADVERTISING 
BACKS DEALERS 





TILDEN ads appear in ten na- 
tional publications covering the 
Electrical, Industrial, Construc- 
tion and Communications Fields. 

U.S. Pot. No. 2506474 


TILDEN TOOL menut ing Comp 
209 Los Molinos © Son Clemente, Calif 
Branch Office: 7111 N. Glenwood Ave., Chicago 26, II! 


MAIL THIS COUPON TODAY! 








Cc 
209 Los Molinos * San Clemente, Calif. 
(J Send full information on TILDEN DEALER 
PLAN 





([) Send illustrated TILDEN DRILL Catalog 
Name 
Position 
Company 
Address 














Bookkeepers... 
Bakers... 
and Busy 
Dressmakers... 


Americans Are Polling Up Their Sleeves! 


YES, ALL KINDS OF PEOPLE 
ARE GIVING BLOOD SO THAT 
OUR WOUNDED MAY LIVE! 


e@ Today, the blood ofa 
Boston bookkeeper may be 
flowing through the veins of 
a wounded kid from a Kansas 
farm ... the blood of a pretty 
Southern housewife may have 
saved the life of a grizzled 
leatherneck. For, blood is 
blood, a God-given miracle 
for which there is no substi- 
tute .. . and when a man’s 
life hangs in the balance and 
blood is needed, there is 
nothing else to take its place! 

Right now the need for 
blood is urgent. In hospitals 
-—at home and overseas— 


many men require four and 
six transfusions during deli- 
cate operations. And the 
blood must be there—when 
it’s needed. So give the most 
precious gift of all—your 
blood! 

Be assured that giving 
blood is neither difficult nor 
distressing. And what a thrill 
there is in knowing that 
you’ve performed a really 
unselfish act! So call your 
local American Red Cross 
today and make an appoint- 
ment. And tell your friends 
and neighbors about your ex- 
perience. Let them share the 
wonderful feeling Americans 
get when they roll up their 
sleeves—and give blood. 








But= 


WHAT HAPPENED 
TO THAT PINT OF 
BLOOD YOU WERE 
GOING TO GivE? 


“Call Your American Red Gross Today f 
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As an example of rapid recovery 
among nonpriority industries, auto- 
mobile production in September, esti- 
mated at 444,000, was more than two 
and a half times that in July and at 
the highest level since June 1951. 

During this quarter, the automobile 
industry, by using conversion steel in 
addition to CMP steel allotments, is 
expected to reach the permissible 
NPA production ceiling of 1,150,000 
cars—38 percent above the estimated 
production of 837,000 cars during the 
past quarter. 

In order to keep the greatest empha- 
sis on the recovery of ‘military, atomic 
energy, and machine-tool production, 
all requests for special assistance re- 
ceived from other industries have so 
far been denied, with three exceptions. 
Emergency steps were taken to insure 
the most effective distribution of tin- 
plate for making cans for perishables, 
but these measures were rescinded 
when tinplate production was resumed 
and the danger of losing part of this 
year’s fruit and vegetable pack was 
past. Special expediting assistance is 
being given on steel requirements of 
electric power plants needed for AEC 
facilities, and for the building of a 
large military aircraft plant. 


To Be Balanced Soon 


Under a second basic principle of 
the emergency steel distribution pro- 
gram, steel shipments are being made 
to users other than military, atomic 
energy and machine-tool producers in 
accordance with the pattern of Con- 
trolled Materials Plan allotments and 
priorities in existence on June 2. This 
procedure minimizes the disruption of 
the orderly scheduling of production 
and shipments. 

Since steel users were not able in 
many cases to place orders during the 
period of the work stoppage, the vol- 
ume of unused CMP “tickets” is now 
out of balance with the supply of 
steel available. Rather than cancel 
tickets which have already been is- 
sued, DPA has taken action to bring 
the allotments into balance with sup- 
ply by reducing the allotments for this 
quarter and the next. 

Thus, the fourth quarter steel allot- 
ments to nondefense programs gen- 
erally represent about 80 percent of 
the third quarter allotments, and the 
allotments for the first quarter of 1953 
are about 60 percent of the third quar- 
ter—except for limited increases 
granted to certain defense-supporting 
programs. 

Although military and atomic en- 
ergy contractors also held a large vol- 
ume of unused tickets, their full re- 
quirements were granted for the fourth 
quarter and for the first quarter of 
1953. 


DISTRIBUTORS 
who handle the Gtrand Line of 


FLEXIBLE SHAFT EQUIPMENT 


A complete line is o big aid to making 

a sale. A choice of H. P., a choice of 

R. P. M., a choice of models, the ability 

to change speeds are the important 
factors in meeting cust requir ts 





Strand Flexible Shaft equipment is 
known for quality ... has built o reputa- 
tion for dependability for over forty 
years. Strand Flexible Shaft equip- 
ment is the kind of equipment that 
gives customer satisfaction. 


WRITE FOR OUR 
DISTRIBUTOR PLAN 





Overhead 
mounted on 
Swivel, Adjustable, a 
The ) jn 
EASTERN SALES Corpora Lou WESTERN SALES 


Woodberry, Baltimore 11, 5001 North Wolicott Ave., 
Maryland Chicago 40, Illinois 
N. A. STRAND DIVISION 
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The atomic energy program was al- 
lotted 244,251 tons of carbon steel 
for the first quarter of 1953, more 
than double the third quarter allot- 
ment and the largest ever made to the 
pro ram under the CMP. More than 
alf is plate and structural. This allot- 
ment will support the construction of 
new atomic energy installations, in- 
cluding the onndly announced south- 
ern Ohio plant. 
CMP steel allotmeits will be in 
balance with supplies by April 1953. 


Copper, Aluminum Unchanged 


Copper and aluminum allotments 
for this quarter znd the next are ap- 
proximately the same as for the third 
quarter except for a decrease for con- 
struction purposes and an increase in 
aluminum for defense purposes. 

Aluminum ohana Tee the next 
three months have been made with 
ample consideration given to possible 
production at less than the full ca- 
pacity of those aluminum ype in 
the Pacific Northwest which are af- 
fected by seasonal decline of stream 
flow. Early in September, primary 
aluminum production was reduced by 
about 12,500 ‘tons per month, which 
is about 14 percent of national pro- 
duction, due to the current water 
shortage. If the aluminum production 
lost proves less than allowed for in the 
fourth quarter 1952 and first quarter 
1953 allotments, the added amount 
made available will be put in the 
strategic stockpile. 

Copper allotments for this and the 
next quarter, as for the third, are made 
in two parts: 60 percent from do- 
mestic sources and 40 percent from 
foreign sources. 


Some Controls Relaxed 


In accordance with the established 
policy of relaxing controls on materials 
as rapidly as supply-demand rela ‘on- 
ships permit, controls were revoked in 
13 cases and relaxed in 46 others dur- 
ing the third quarter. 

Manufacturers are permitted to self- 
certify for much larger quantities of 
controlled materials under a CMP di- 
rective effective July 1, 1952. In addi- 
tion, an automatic allotment procedure 
effective the first of next year has 
been announced. The automatic allot- 
ment procedure, like increased self- 
certification, will reduce the number 
of applications for controlled materi- 
als, with resulting savings in time, 
money, and paperwork. — 

Copper and aluminum users also 
benefited by the easing of the regula- 
tions on the use of the metals in con- 
struction—other than recreational—and 
in communications, in lighting fix- 











REPUBLIC UPSON 
HEX HEAD CAP SCREWS 


Heads are square, strong, accurate ... to take a wrench 
snugly and keep their corners even on a tough pull-up. 


Shanks art tough to withstand tension and vibration. 


Threads are clean and sharp, strong and 
accurate to take heavy pull. 


All 20,000 shapes and sizes of Republic Upson 
Bolts and Nuts are made right and strong 
to meet your needs, save you time and delays. 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division 
CLEVELAND 13,OHI0 © GADSDEN, ALABAMA 
Expert Dept.: Chrysler Bidg., New York 17, N.Y. 
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| tures, and for decorative purposes on 
consumer goods. 
Adequate supplies permitted the TRIANGLE 
removal of controls on polyethylene 


and sulfuric acid. Restrictions were 
relaxed on zirconium, rubber, tin, } 


paper, paperboard, sulfur, and _plati- e; Ui 
num. 

NPA Order M-92, which has gov- e STIC i 
erned the operations of the nation’s 
25,000 auto wreckers since December Pp & a Ee. 3% 
of last year, accelerating the flow of 
| ferrous and nonferrous scrap to the : . . 
Ti E mills, was revoked. Controls on arti- od yf , iS A RICH =": 

here 2 Onby Qne ficial graphite and carbon electrodes A Bee NEW ; 

“i “ have also been revoked. 
DYNAMITE STEAM HOSE The only tightening of controls | a7 OPPORTUNITY 


| during the quarter was on alloy scrap | 


(to conserve nickel scrap) and on the a Prostic pope ‘ = be- 
use of priority ratings for construction ne ene of the bright 
: ew opportunities in 
machinery. America today. Your cus- 
tomers are looking for a 

| Small Business Self-Certifies 4 pipe that is light and easy 
to handle—a pipe that 


With the increased self-certification won't rot, rust or corrode 
Armored inside and out, to give that extra | of CMP materials and the easing of | —® pipe that will convey such materials as 
measure of strength and safety ° essential un- | copper and aluminum supplies, small chemicals, corrosive wastes, gas, soaps, 
der many steam conditions. Typical of all foods, beverages and water without harm 
other items in the Mulconroy Line of Hose en. is y mi gees gee special | 1 itself, 9 
Specialties — designed exclusively to provide | allotments from the N to meet {PE 
greater resistance to temperature, pressure and specific cases for materials needs to 1c e 
wear than conventional hose can offer avoid hardship. 5 PLR ast ici 

Some 25,000 small users are now ° AR wn 

permitted to authorize for themselves 


, the ders f trolled material 
Theres Only Ong | Sicrcsavishment ofthe CMP sito 
he “ atic allotment di in January 
PRESS-LOCK” COUPLING | 1955 the lng najonty of small bas rurxieur— 


nesses will not have to file —_— Mines * Food and Beverage Industry * Chemi- 


tions for allotments of controlled ma- | ¢9! Plants _* Golf Courses * Sewage Plants « 
| terials. Forms « Gas Utilities 
SEMI-RIGID — 
Petroleum Industry * Gas Utilities « Chemica? 


The pressed-on coupling that has established | Conservation Promoted Plants * Food Industry 

new standards of strength, efficiency and long : : my RIGID HIGH IMPACT— 

service life for couplings of this type. Avail- Emphasis on conservation in mili-  woter Treatment Plonts © Chemical Plants © 

able on Mulconroy Hydraulic Hose Assemblies | tary procurement and industrial op- Paper Plants * Bleacheries * Soap and Deter- 

oS ae ond of | erations is saving substantial quantities gent Plants « Textile Plants * Sewage Disposal 
PP of critical materials, and heightened | Plants + any plant for removal of wastes 


scientific research, now under way, RIGID POLYVINYL CHLORIDE — 
promises even greater savings. Chemical Plonts * Textile Plants * Pulp and 


There A One Extensive scientific information on pn she ‘east © ae. 
siane tine yore ways of conserving and augmenting where where a high resistonce to chemicals is 
Victor Line of ADAPTERS, supplies of scarce materials ie been desired 
gathered and disseminated under Our Distribution Polic 
COUPLINGS, ELLS, TEES ¢¢e* ODM sponsorship by the National Ours is a 100% Distrib p z 
Academy of Sciences and other scien seater Vemey. We 


. ae ay re wir welcome your inquiry. Write for fres 
especially made to fit just ‘ic and technical groups. booklet describing Triangle Plastic Pipe 


. . Reports already issued deal with in detail. 
right in PLASTI C PIPE. most of the critical materials, and sev- 
In brass or rustproofed steel, eral reports show how savings, some- 
: : times as high as 70 percent, can be —<——SSSS_ 


with shanks conforming ex- made in requirements for scarce ma- 


actly to PLASTIC PIPE sizes. terials in major military items. 
Important savings of alloying ma- PLASTIC PRODUCTS 
Write for Details, today! terials are expected from studies now vision 
being made on protective coating proc- 
iiiienittliaed @ —_ or esses for low alloy metals in high TRIA | G LE 
oe temperature applications, and from CGCOQNDUIT & CABLE CO , INC. 
studies to determine feasible mini- , 
M U LC 0) R OY C ‘OF mum percentages of alloying materials /\ New Brunswick, New Jersey 
Nese Spewialdes Sue /KE) | in various applications. ZL A — 


The Department of Defense is | 
$323 JEFFERSON ST., PHILA. 31, PA actively pushing its materials conserva- | 
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tion program. Nickel-bearing steel has 
already been taken out of a wide YOURS neenwnpine SERVICE 


range of quartermaster and medical 
- PERFORMANCE AT 
items; nickel has been partially elimi- For the Asking ery aa — 


nated from salt-water valves; and Me 
ceramic-coated steels are rapidly re A HIGM SPEED > Aapeted ensen aes « comer ems CARBIDE 


placing high-alloy steels for some uses © MALING CUTTERS © REAMERS 
in high-temperature exhaust systems. Double- inged AMERICAN 

In an intensification of its program, Wi MAJOR INDUSTRIES 
the Defense Department has now Easel-Backed 
singled out certain military items 
which are the heaviest consumers of Poster 
the critical materials. These items are 
being exhaustively studied to find and “ 
adopt every possible means of reduc- Ilustrating the 
ing usage of the most critical metals dull cutters to Severance for regrinding 
and specific conservation targets with everance becouse they know (1) strategic material fi 


specific dates are being set. ~~ le being 1 (2) quick deliveries | 


) hinery indus- 
The construction machi inery i id Is ate ed pone 
try has reported some notable suc- —, gah iae 


cesses in its search for substitutes for will give new-tool performance, and (4) 

copper, nickel and molybdenum. INFORMATIVE _ "0 production costs are lowered, This 
One manufacturer has substituted SEVERANCE SERVICE is paying-ovt for 

boron-treated chrome steel for nickel SUGGESTIVE others —It will Pay you tel 

and molybdenum allovs in certain HELPFUL 

parts of its crawler-tractors and trucks, 

with savings of 70 to 80 percent in ATTRACTIVE 


nickel and molybdenum. 


Ask for SEND YOUR 
Try Ultrasonic Grinding One DULL CUTTERS TO 

Special emphasis is being given to | 
a program to develop substitutes for ; Now! 
danse bort as abr: Prone in grinding | Right _ 687 lowa Ave. 
processes. Initial trials of a new, ultra- Saginaw, Michigan 
sonic method of grinding indicate a 
likelihood that, in certain operations, 
the use of lower-grade abrasives at tre- | : 
mendous speeds may result in substan- we A WHITNEY MA TERIALS HA NDLING 
tial savings of diamond bort. Electric ry s v 
grinding also promises significant sav- 
ing of the scarce abrasive materials. } LEVER PUNCHES 

Crushing bort and diamond powder, 
the types of industrial diamond | 
abrasives now in short supply, are . . 
essential to the production of jet air- | For Service, Quality, 
craft, armor-piercing shells and various and Efficiency 
types of armament. They are imported since 1907 
almost entirely from Africa~a source 
from which supplies might be seriously 
interrupted in event of a new war. 























Continental Supply Exec. 
Returns to Post from PAD 


V. R. Gottshall, manager of tubu- 
lar sales for the Continental Supply 
Co., Dallas, has returned to his post 
with the company from Washington, 
where he served for the past year with 
the Petroleum Administration for De- 
fense © Capacity—14” hole thru 16 gage Iron 
He was chief of the PAD Metals @ Length—814". Depth of Throat 2” 
& Minerals Branch. @ Weight 3 Ibs. 
With Continental since 1935, Mr. 8, yA pote Lie BAL 
Gottshall was formerly manager of box. 
tubular sales for the company’s Shreve- San a Se a 
port, La., branch. Later he was as- 


hoe 
sistant district manager in Oklahoma FB A. WHITNEY MFG. co. MERRILL BROTHERS 


City, and in 1949 became manager of 626 RACE ST. ROCKFORD, ILL. 56-16 ARNOLD AVE., MASPETH, M. Y. 
tubular sales for the company. RR SERN RES AONE AEN SS 
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GEM 


HIGHEST QUALITY 
WELDED STEEL 


BENCH 
oe ee 2a 


eak-proo 
Long-lasting 
Profitable! 


A complete line of TOP QUALITY 
oilers for machine shops, railroads, 
mills, mines, factories, hardware, 
home and every other use. Drawn, 
heavy steel, seamless bodies. 
Welded spouts. Leckproof, triple- 
thick welded bottom and body 
assembly. Tempered spring steel 
bottoms. Knurled brass bushings 
with machine cut threads. Precision- 
built for long, satisfactory services 
Order a supply today. Sell the best 
... GEM! 


EVERY TYPE, 
STYLE and 
SIZE for 
ANY PURPOSE 


FINEST 
QUALITY 


_ Complete Catalog 
_ _—— Sent on Request 


ae EM “Anuractunine 
Nee ae gS CORPORATION 

: 1229 Goebel Street 
PITTSBURGH 33, PA. 








Government Sets New Expansion Goals 
For Aluminum Sheet and Plate Facilities 





Expansion goals for aluminum sheet 
and for aluminum sheet and plate 
heat treating facilities have been an- 
nounced by DPA. 

An additional 684 million lbs. an- 
nually, or 30 percent over the 1950 
level, is needed to meet the alumi- 
num sheet, plate and foil goal by Janu- 
ary 1, 1955. 

Capacity for heat treating is to be 
increased to the level of 1,548 mil- 
lion Ibs. Capacity in 1950 was 702 
million Ibs. 

About 50 percent of the goal has 
been covered already by certificates of 
necessity, granting tax benefits to 
builders of the necessary facilities. 

Government assistance under the 
aluminum goal will be restricted to 
facilities meeting the following cri- 
teria: 

1. New facilities capable of pro- 
ducing sheet and plate 48 in. or wider; 

2. New sheet and plate mills are to 
include heat treating facilities capable 
of processing a minimum of 50 per- 
cent of finished capacity; 

3. New mills must be designed so 
that heat treating capacity to process 
the total finished production capacity 
can be installed with a minimum of 
difficulty, and disruption of produc- 
tion. 


Primary Goal Increased 


The expansion goal for primary 
aluminum production has been in- 
creased by 200,000 short tons per 
yvcar. 

Total domestic capacity by Janu- 


ary 1, 1955, is supposed to be 1,746,- 


000 short tons, as compared to the 
1950 rate of 719,000 tons. 

DPA officials urged producers to 
send in proposals for expansion imme- 
diately, if they wish to participate in 
the goal. “The requirements for alu- 
minum for all-out mobilization re- 
cently established by the Munitions 
Board are so large and accelerate so 
sharply that it is necessary to move at 
once . . . to protect this country 
against a crippling bottleneck in case 
of war,” according to an NPA state- 
ment. 

The Munitions Board has greatly 
enlarged its stockpile objective for 
aluminum. 

Taking into account imports and 
scrap, total aluminum supply will 
ree 5 2,375,000 short tons per year in 
1955 if the domestic expansion goal 
is also met, it is estimated. 
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An additional 77 million Ibs. of alu- 
minum will be available this month 
and during the first half of 1953, as 
the result of a recent agreement with 
the British Government and the Alu- 
minum Co. of Canada. 

DPA officials asked for British assist- 
ance because of the serious loss of 
aluminum production in this country 
caused by the long dry spell and 
power losses in te Pacific Northwest 
and Tennessee Valley. The metal will 
be sold in the U.S. in accordance with 
NPA and DPA distribution controls. 
It was originally under contract for 
shipment to the United Kingdom. 


$103 Million Reserved 
For Small Firm Contracts 


The armed forces have agreed to 
reserve nearly $103,000,000 in con- 
tracts exclusively for small firms, the 
Small Defense Plants Administration 
has announced. 

Of this, some $27 million has al- 
ready been farmed out to 132 com- 
panies. 

Most of the contracts so far have 
been “Call” contracts for the Air 
Force, under which the company 
agrees to provide supplies and services 
up to a specified dollar amount, with- 
out iron-clad agreement that the total 
amount will be reached. Work has 
included microfilm service, blueprint- 
ing, decalcomanias, charts, forms, air 
work and printing for the most part. 

SDPA has also been active in ar- 
ranging loans for small plants. So far 
84 percent of the loans recommended 
have been for firms with less than 100 
employees, officials say. About two- 
thirds of the loans were for amounts 
under $100,000. The average size is 
$117,514. Half of the loans were for 
less than $65,000. 

Among projects covered were air- 
craft parts manufacture, building con- 
struction, tool and die work, trucking, 
chemicals, and ordnance contract 
work. 





WHY CAN OPENERS SELL 


Packing the nation’s food supply re- 
quires approximately 20 billion cans a 
year, for which 2.5 million tons of steel 
are needed, according to Food Engi- 
neering, McGraw-Hill publication. 























Operations Ideas—Can You Use Any? 





Copying Unit 


Any of your office records can now 
be copied, photo-exact, on a new de- 
vice called Copyfix. And it is all done 
in less than a minute without devel- 
oping, washing, fixing or drying. Posi- 
tive copies, regardless of type or color, 
from originals up to 14 in. wide in 
any length can be made. The device 
is extremely small, light and compact 
and takes up no more room than dic- 
tating equipment. You can operate it 
by simply plugging it into any elec- 
trical outlet. No darkroom is required. 
(Remington Rand Inc., 315 Fourth 
Ave., New York 10, N. Y.). 


Paper Shredder 


Confidential papers, obsolete rec- 
ords and old letters can clutter up an 
office. You can get rid of them 
quickly and safely in a _typewriter- 
size, compact and portable machine 
which shreds the paper into 4 in. 
strips and turn it into excellent pack- 
ing material. (Industrial Shredder and 
Cutter Co., 103 Mill St., Salem, 
Ohio). 


Centralized Recording 


If you and other executives in your 
firm dictate only occasionally, you may 
be interested in electronic dictation. 
A manufacturer has come out with a 
telephone dictating system, just pick 
up the phone and dictate. Cabinet 
houses controls of the system. Signals 
from each telephone station are auto- 
matically related to adapted recording 
unit mounted on top of the cabinet. 
Called the PhonAudograph. (The 
Audograph Co. of New York, Inc., 
521 Fifth Ave., New York 17). 


Caleulating Punch 


A new punched card accounting 
machine for sales control, billing, pay- 
roll, labor distribution, production and 
material accounting is described in 
Booklet #TM809 put out by the 
manufacturer. Counters make possible 
the addition, multiplication and sub- 
traction of values retained in the stor- 
age unit, or of values transferred from 
the tabulating card. (Remington 
Rand Inc., 315 Fourth Ave., New 
York 10.). 


Visible Records 
If you have any problem of keeping 


reference records on pricing, direct 
mail, insurance, sales, prospect follow- 


ups, telephone listings, personnel, em- 
syuneat lists, etc., you'll be inter- 
ested in Chaindex described as the 
most compact and adaptable of visible 
reference records. Ask for Booklet 
Kd574. (Remington Rand Inc., 315 
Fourth Ave., New York 10). 


Dictating Machine 


A compact, lightweight dictating 
and transcribing machine which can 
be carried by salesmen under the arm 
or in a brief case is now available. It 
weighs 11 Ibs. and is thinned down to 
less than 24 in. It uses Vinylite “dia- 
mond discs” which have a capacity of 
30 min. of dictation which the instru- 
ment can play back. Operates on only 
25 watts. The discs are re-usable. 
(Thomas A. Edison, Inc., 10 East 
40th St., New York City). 


Lamp Labels 


Do you wait until a fluorescent tube 
burns out before you replace it? Some 
firms think it worthwhile to check 
tube life, if only to confirm an opinion 
that fluorescent lighting is an eco- 
nomical as well as efficient source of 
illumination, or to determine the most 
efficient type, or to replace all tubes 
in a room, department or floor regard- 
less of whether some are “as good as 
new” on the theory that it is cheaper 
to replace all the tubes at one time. 
A new plastic marking tape which 
can be written on without ink, pencil 
lead, crayon or other writing medium 
since the pressure of the writing in- 
strument alone causes the writing to 
appear. The writing is protected 
against dust, dirt, moisture, oil, water, 
acid and smudging by a transparent 
plastic outer layer. (Labelon Tape 
Co., 450 Atlantic Ave., Rochester 9, 
Nw Ek 


Dock Board 


A new model of a standard mag- 
nesium dock board was designed for 
specific use in truck loading opera- 
tions. It combines bridge design 
strength with extreme lightness and 
easy, one-man handling. Boards are 
crowned to compensate for height 
difference between truck and dock 
level and can be reversed when truck 
bed is lower than dock. A new, pat- 
ented automatic drop-lock securely an- 
chors the board in position and pre- 
vents slippage. Design permits truck 
to back to within three inches of the 
dock. (Magline Inc., Pinconning, 
Mich.). 
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BELT-SAVER 
PULLEYS 


SAVE 
BELTS... \ 
BUILD 

PROFITS! 





Today, thousands of Sprout-Wal- 
dron BELT-SAVER Pulleys are in 
use throughout the world — on 
applications. ranging from stone 
and gravel to wood chips and 


wing 
design of the Sprout-Waldron 
BELTSAVER makes it ideal for 
rough service installations where 
hard, abrasive materials must be 
handled. That's why it's regularly 
specified by leading manufactur- 
ers of conveyor belts and con- 
veying equipment. 

Actual case histories report belt 
life increases from 50 — 400%. 
Repeat orders are proof that this 
is a profitable item for industrial 
distributors to feature. 


FREE 
Send for 
Bulletin 
35-A 
Today, 


and read the enthu- 
siastic reports of Belt-Saver Pulley 
users. See for yourself how you 
can help your customers profit by 
acquainting them with Belt-Saver 
Pulleys. Sprout-Waldron & Com- 
pany, Inc., 3 Logan Street, Muncy, 
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WEINBERG & McKEE 


SPECIALISTS IN COMPILING AND PRINTING 


Modern 


INDUSTRIAL SUPPLY CATALOGS 


The good-will of 

our customers is 

indicated by their 

repeat orders. 

Included in our 

list of customers 

are many of the 

nation’s leading distributors. 

When you are in Chicago come in 
and visit us—meet the organization 
and learn why our modern photo- 
offset way works to your benefit. 


r 


WITH SPECIAL | FEATURES pheen 


All prices of tools made of High Speed Steel 
are printed in RED. Action illustrations 
demonstrate the use of many products. 
Manufacturers’ trade marks are reproduced 
in the headings of well-known brands. 
Pages are made up into two columns with a 
dividing line making a more effective presen- 
tation. These and other improvements, make 
each catalog most modern in composition. 


EINBERG & MC KEE, INC., are solidly estab- 
lished in the business of producing indus- 
trial supply catalogs. 

Each department member is an expert in his 
particular function and the entire personnel works under the supervision of 
department heads who are specialists. 

The members of this organization, to a very high percentage, have been 
employed here for a long number of years. Each takes particular pride in his work 
and in his individual contribution to the excellence of each catalog that is 


produced. 


An Organization of Experts 


Our customers remain with us for the reason 
that a Weinberg & McKee catalog production 
is correct in all details. The layout, the printing 
(the modern offset way), the arrangement all 
are specialty operations that get specialized 
attention. 

Whether yours is a small catalog or an extra 
large one—whether the run is small or into the 
thousands you get the full cooperation of this 
organization trom the executives down thru the 
personnel—you too get the benefit of every pos- 
sible saving—you get that much desired top 
quality so important as a sales aid. 


600 W. JACKSON BLVD. 
CHICAGO 6, ILLINOIS 
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NO.5 OF A SERIES a) ] 


NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DIS- 
TRIBUTORS AND THEIR SALESMEN 


‘ 
THE L. S. STARRETT COMPANY = 


Up to 50°. more pieces per sharpen 
ing... that’s the clincher that sells 
the new Starrett No. 497 dir Hard 
ening Precision Ground Die Stock 
5©~ chromium content plus a special 
analysis to insure good hardening 
properties makes it highly wear re- 
sistant — ideal for long run produc- 
tion dies and punches and for stamp- 
ing silicon, stainless steel, Monel and 
other abrasive materials. It’s non- 
deforming — no distortion, no crack- 
ing, no costly reyec ts, less finish 


> 


Se 


SINCE 


grinding. And it’s fully spheroidized 
annealed for easy machining with a 
wide hardening range for foolproof 
heat treating. Available in 36" 
lengths, in a wide variety of widths 
and thicknesses. Be sure your cus- 
tomers have copies of the new folder 
and wall chart which give complete 
size and heat treatment information 
on Starrett No. 497 Air Hardening 
as well as No. 496 Oil Hardening 
and No. 495 Water Hardening Pre- 
cision Ground Flat Stock. 


168 SIZES AND TYPES 


No. 275 
Toolmakers’ 
Outside Calipers 
j 
I 


STARRETT CALIPERS AND DIVIDERS 


Thev're basic tools in 


chanic’s kit .. 


every me- 
. essential equipment 
everywhere from home workshop to 
industrial tool crib. And nobody, but 
nobody, makes ’em like Starrett — 
with extra-strong spring tempered 
bows, hardened fulcrum stud, care- 
fully fitted screw and nut, highly 
polished throughout. 168 different 
sizes and types from 2 inches up to 
36 inches, representing a complete 
line including spring, firm joint, lock 


joint, hermaphrodite, thread and 
transfer calipers and dividers. It will 
pay you to stock them, display them 
and sell them at every opportunity 

. over the counter, on sales calls, 
whenever you talk to tool buyers 
and users. 





Coming your wey + wetch for it 
THE NEW STARRETT 
DISTRIBUTOR SALES PROMOTION PLAN 
FoR 1953 





188O WORLD S GREATEST TOOLMAKERS « 


(NEW AIR HARDENING DIE STOCK 
UPS DIE AND PUNCH LIFE TO 50% 





COO /B 


MAND ToOos AND 
PRECISION INSTRUMENTS - DIAL INDICATORS 
STEEL TAPES - PRECISION GROUNDS FLAT STOCK 
BACKSAWS, SAND SAWS ond SAND KNIVES 





ATHOL 


MASS 


TO HELP YOU SELL 
YOURSELF TO INDUSTRY 


To help you do the big and im- 
portant job of selling industry on 
the value of Industrial Distributor 
service, we now offer you the 
Starrett Distributor seals in three 
forms ... all at no cost. 

GUMMED STICKERS 115" high for 
tipping on letters, quotations, order 
acknowledgments, shipping notices, 
packages, etc. 

DECALCOMANIAS 5%" x 8” for 
your windows, doors, counters, dis- 
play cases, delivery trucks and 
salesmen’s cars. 

ELECTROS 11%” and 3” high; one, 
two or three colors; for use in your 
own advertising. 

If you have not received our an- 
nouncement and order blank, ask 
your Starrett salesman. 
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product 


When Your Customer 
Needs More ‘:eadroom... 


@ Talk the new trolley-mounted 
WRIGHT Speedway Hoist. It has remark- 
ably close headroom — from beam to hook 
is only 12%” on the Frame 1. 


This hoist is compact, ruggedly built, 
and perfectly balanced. It is designed 
with features that make it easy to use 
and give it unusually long life. Servicing 
is simplified by quick disassembly of 
parts or sections of the new WRIGHT 
Speedway. Wire rope is rigged to last 
longer and is easily replaced. 


Here’s the electric hoist line for you 
to stock and sell. Capacities range from 
Y% to 10 tons. Your customers know the 
high quality of WRIGHT Hoists 
and accept them readily. 

You'll make money selling the 
WRIGHT line. Write today for 
full details. 





WRIGHT 


Hoists 


WRIGHT HOIST DIVISION Trolleys 
AMERICAN CHAIN & CABLE 


York, Pa., Chicago, Denver, Detroit, New York, Philadelphia, 
Pittsburgh, San Francisco, Bridgeport, Conn. 


Cranes 





